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You'll find all three of these good selling 
reasons in the famous Eagle Dead Lock. 
Rugged but beautiful with rich gold 
bronze finish . . . superb craftsmanship, 





the result of a century-old tradition of 
quality . . . the Eagle Dead Lock fea- 
tures a new and improved interior con- 
struction that assures the dependable 


security customers demand. 


For more sales and bigger profits 
... sell Eagle Dead Locks, the first 
line of security. 
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Saves 50% locking-unlocking time and effort over old-style 





locks... now with only a quarter-turn of the key... click!... 


Eagle Dead Lock snaps into action. 
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Eagle No. 3548 Pin Tumbler Rim Dead Lock Size 442” by 2%”. 
5 Pin Tumbler. Brass plated rustless alloy cylinder. Steel bolt 
with case hardened steel cores. 


THE EAGLE LOCK COMPANY =. Subsidiary of Bowser, inc. * TERRYVILLE, CONNECTICUT 
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@ This illustration gives you some 
idea of the variety of patterns and 
sizes in the AMERICAN CHAIN Line 
. . . the complete line from which 
you can offer your customers the 
particular welded or weldless chain, 
attachment or assembly best suited 
to their needs. 

Order popular types of AMERICAN 
chain and chain specialties, such as 
dog and kennel chains, cow ties, tie 
outs and halter chains, from your 
wholesaler. 


Buy AMERICAN Chain 


American 
AMERICAN CHAIN DIVISION Ch 4 
AMERICAN CHAIN & CABLE ain : 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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just Among Ourselves 


Informal Editorial Comments 


Outlook As Seen at 
The Housewares Show 


Now that our stomach is getting back to nor- 
mal after a losing bout with Chicago’s potent 
drinking water, we are convinced that the aver- 
age Chicago resident drinks highballs largely to 
avoid the disastrous effects of the city’s drinking 
water. 

But, in a serious vein, an upset stomach is a 
small price to pay for the opportunity for meet- 
ing so many hardware people as is presented in 
Chicago each January by the Housewares Show 
and the Sporting Goods Show. 

We spent time at both these important meet- 
ings and talked to many manufacturers, whole- 
salers and dealers and left them with the feeling 
that the outlook for the rest of the year is just 
about as confusing as it can be. 

Several things do stand out, however, and 
there seems to be general agreement on the fact 
that, in total, there will be ample merchandise 
for the market, and that it is going to take 
aggressive selling to move this merchandise. 
Such shortages as do develop will be spotty and 
of uncertain duration, an effect of the con- 
stantly changing views of the Administration on 
defense production. 

Housewares as a whole will be in adequate 
supply. The steel situation seems to be improv- 
ing in some lines. Many manufacturers report a 
distinct easing in the tightness, of most steel 
supplies. 

On the other hand, copper, chromium and 
nickel are still tight and this poses many pro- 
duction problems for manufacturers of electrical 
housewares. Other than this, the general opinion 
was that, by and large, production rates are 
going to be set on the basis of what can be 
sold, rather than on availability of raw materials. 

Shortages of copper, nickel and chromium are 
being felt in the output of fishing tackle, but 
the overall supply picture in sporting goods is 
also fairly good. 

These viewpoints are all based on the present 
rate of consumer buying which, while not un- 
usually high, is still at a good pace. 

With so many unpredictables in the picture, 
it would seem highly inadvisable to permit stocks 
to get too low, despite the adequacy of many 
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By W. A. Phair, editor 


lines. A shift in the foreign political picture, or 
a new tack in domestic policy could set off a new 
buying wave. A better than usual inventory 
should be a must for the days ahead, but cer- 
tainly not of the size that many dealers found 
themselves carrying a year ago. 

With adequate stocks must go adequate sell- 
ing plans, for profits are made in turnover rates, 
not in inventory. The unusually large number 
of wholesalers and dealers that attended the 
two shows in Chicago are ample evidence of the 
general feeling that this year is going to need 
real selling to keep volume up to the level of 1951. 

Don’t let your selling efforts bog down in false 
complacency. 





We Still Oppose 
Door-to-Door Selling 


Normally we are in complete agreement with 
the viewpoints expressed by the National Better 
Business Bureau. But we are in complete dis- 
agreement with their position on the so-called 
“Green River Ordinances.” 

The Bureau recently issued a lengthy discus- 
sion entitled “The Right of Free Men to Engage 
in a Business,” in which they defend the right of 
door-to-door salesmen to continue their activities. 
The Bureau’s discussion strives to relate direct 
selling to America’s pioneering spirit, and with 
free enterprise, etc., and also stresses,the magni- 
tude of direct selling operations, the number of 
people employed, etc. 

It seems to us that such matters are somewhat 
irrelevant. One might as well argue that since 
dope peddling gives employment to large num- 
bers of people and reflects a spirit of free enter- 
prise, it should not be restricted by law. 

The complexity of our modern business struc- 
ture demands that the freedom of certain parts 
of that structure be limited in the interest of the 
good of the whole. 

Just as we today have traffic laws that restrict 
our freedom in the operation of our cars, so does 
our economic structure require regulation to a 
degree certainly never considered in the days of 
our forefathers. The Bureau itself encourages 
restrictions in certain business matters, for ex- 
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ample in advertising. There is certainly no just 
historical or emotional basis for defending the 
door-to-door salesman, while applying different 
types of measuring sticks to other forms of 
business. 

The basic consideration in the direct selling 
problem, it seems to us, is the inability to estab- 
lish the responsibility of the seller. If you pass 
laws that require a door-to-door salesman to 
establish responsibility, then you begin to add 
costs to the operation that will effectively put 
him out of business. 

The cost of operating a store, the taxes that a 
retail merchant pays for the maintenance of a 
town’s facilities, are in a sense paid for the 
opportunity of doing business in that town. The 
door-to-door salesman assumes absolutely no 
such responsibility. 

The Bureau says that suitable laws should be 
passed to govern the direct salesman. But how 
can you enforce the basic qualities of integrity 
and responsibility? No amount of legalistic argu- 
ment is going to convince me that a salesman 
who is going through a neighborhood once, before 
moving on, is going to be concerned with respon- 
sibility. 

We in the East have recently seen an excellent 
example of the great danger in this lack of 
responsibility on the part of door-to-door sales- 
men, in the case of the inflammable sweaters 
which have already seriously burned several 
people. 

As this is written, the police of several states 
are trying to catch up with the salesmen, but 
without success. 

If these sweaters had been sold by established 
retail outlets, the responsibility could have been 
quickly and properly placed. 

A distinction must be made between an itin- 
erant salesman and the “outside” salesman of 
established local retail outlets. The latter fulfill 
all the services of demonstration and new product 
introduction that the Bureau feels are so impor- 
tant, but at the same time they are backed by 
the permanent responsibility of an established, 
known business enterprise. 

All-in-all, we are not impressed by the Bureau’s 
statements, and we still feel that, stripped of all 
emotion, the door-to-door salesman is unneces- 
sary, unwise and unfair. 





Unemployment Funds 
Face Insolvency 


One of the littler known misuses of taxpay- 
ers’ money being perpetrated in the interest of 
the “fuller life” is the handling of Unemploy- 
ment Insurance Funds. 

Do you know, for example, that in 1950 money 
withdrawn from unemployment funds exceeded 
receipts by more than $619,000,000. And this in 
a year when jobs were plentiful and when un- 
employment averaged only 6 pct of the nation’s 
work force. 

Can you imagine what would happen to these 
funds if even a minor depression hit us? 


8 





Only a few of the 48 states paid out less than 
they put in in 1950. These states were Arizona, 
Arkansas, Georgia, Idaho, Iowa, Kentucky, Mis- 
souri, Montana, New Mexico, North Carolina, 
North Dakota, South Dakota and Texas. 

We see these Unemployment Funds facing in- 
solvency after only 5 years of existence. 

How can this happen? It’s the old story of 
the growth of the philosophy of “why work when 
you can live off the government,” a philosophy 
encouraged and abetted by the Fair Dealers in 
Washington. 

When the Unemployment Insurance Fund was 
originally established under the Social Security 
Act, it was designed to help those who were out 
of work for causes over which they had no con- 
trol. Now, however, it covers everything, even, 
in many states, strikes. 

Here indeed, is a tribute to the political 
strength of unionized labor. For these unem- 
ployment taxes are paid solely by the employer. 
Hence he sometimes finds himself in the posi- 
tion of paying wages to strikers out of the com- 
pany’s funds, regardless of the rightness or wrong- 
ness of the issues. 

Another factor contributing to the exhaustion 
of the various state funds is the usual political 
chicanery, chiseling, etc., that dominates the 
handling of public funds these days. 

What can we do about it? For one thing we 
can all take a more active role in political activ- 
ities. And a good place to begin is to decide 
now to exercise your right to vote at every op- 
portunity. 

We are indebted to Henry J. Allison of Allison- 
Erwin Co., Charlotte, N. C., wholesalers, for 
drawing our attention to this astounding state 
of affairs. 





The Sign of the 
Quill and Circle 


Have you ever noticed the quill and circle 
insignia that appears in each issue on our contents 
page? 

This is the insignia of the Society of Business 
Paper Editors, a professional organization de- 
voted to the improvement of business papers 
through the deyelopment of greater skill in edit- 
ing to meet readers’ interests. 

You’ll find this insignia on the mastheads 
of the nation’s outstanding business magazines. 

Hardware Age is a charter member of this 
group and we have found the exchange of in- 
formation which it permits has contributed much 
to our efforts to produce a magazine of true use- 
fulness for hardware dealers. 

Editing of a business magazine of any kind 
must be a full time job. It cannot be treated as 
a hobby, if it is to have acceptance by its read- 
ers. We of Hardware Age will never be satisfied 
with the job that we’re doing, but you may be 
assured that every skill and facility available in 
modern business paper publishing will be used 
to make Hardware Age useful, interesting and 
valuable to you. 


HARDWARE AGE, FEBRUARY 7, 1952 














HARDW: 





Cells on Sight! 
HURRICANE 


litical ROTARY POWER MOWER 


unem- 
loyer. 

posi- the quality line that wins friends and influences 
- com- customers 

‘rong- 





Once customers see the Hurricane, they buy! For even 
the layman can recognize long-term quality in the trim, 
sturdy lines of this masterfully engineered mower! The 
the two fast-selling models in the Hurricane line meet the 
— demands of any homeowner! For the large suburban 
Pty lawn there’s the big, rugged HURRICANE SENIOR 
elie _.. and for the small city yard customers can select 
the light but powerful HURRICANE JUNIOR. 


Oop- 
, Priced right and built right, Hurricane is 


a money-maker for every 
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Now to Guarantee Your Inventory 
Get Full Details by Return Mail! 


MAIL TODAY 


NATIONAL METALS PRODUCTS CO., INC. 


2 Cherry Street, Kansas City 8, Mo. 


MR. DEALER: Your present power-mower line 
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NEWS and VIEWs 


By Washington Bureau of 
HARDWARE AGE 


General Sales Tax Idea 
Revived by New Tax Bill 


President Truman’s request for $5 billion in new 
and higher federal taxes came under the active consid- 
eration of the two tax-writing committees of Congress 
this month. But there is little enthusiasm among mem- 
bers of either political party for approval of the huge 
request. 

Neither Mr. Truman nor Secretary of the Treasury 
John W. Snyder had indicated in late January the 
sources from which they expected this new revenue to 
come. The White House did state, however, that it 
was opposed to enactment of a general sales tax “at 
this time.” 

Mr. Truman is proposing total government expendi- 
tures of $85 billion in the next fiscal year. Since tax 
collections will total only about $70 billion during this 
period, there will exist a $15 billion deficit—if all his 
spending programs are approved. 


OUTLOOK — The retail trades have thus 
been put on notice by the White House that the 
idea of a general sales tax is far from dead. 
Some Congressional leaders express it in these 
terms: “If Congress doesn’t begin applying 
the axe to Mr. Truman’s proposals, a general 
sales tax, in another year or so, is inevitable.” 


No Shortages in Housewares— 
That's New NPA Prediction 


Latest prediction straight from the National Pro- 
duction Authority’s crystal ball: There will be no 
shortages this year of refrigerators, washers, radio. 
television, and other such household goods for those 
who have money or credit to buy them. 

This is an abrupt about face. 

Last December, all hands from NPA’s consumer 
goods division through DPA’s requirement office, up 
to and including Defense Mobilizer Wilson, were 
bleakly forecasting bare floor space for stores and 
tightened belts for consumers. 

There is a growing belief that the production con- 
trols set-up is becoming so large and unwieldy that 
the right hand knoweth not what the left doeth. Here 
is a typical reason: 
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Second-quarter consumer goods production was 
ordered cut by another 10 per cent. Reason was given 
as “increased requirements” for defense agencies. 
But newsmen last week forced admission that the Air 
Force alone had over-estimated the amount of alu- 
minum it could use during the quarter by perhaps 
20,000,000 pounds. This would be returned to NPA 
for re-allocation. 

As additional information, the United Kingdom has 
agreed to send the United States upwards of 35,000,- 
000 pounds of aluminum this year. Canada will ship 
an extra 31,000,000 pounds of copper and 63,000,000 
pounds more zinc. 


OUTLOOK — Cheerful as this sounds, no 

substantial increase is possible for individual 

% groups. Re-allocations must be made on basis 

of requirements of about 50 claimant agencies 

with consideration of their relative impor- 
tance to the defense effort. 


New Government Spending 
To Take 30% of U. S. Income 


Earning and spending will be at peak rates this 
year. 

Earnings from all sources will amount to about 
$250,000,000,000, unless the tentative budget for fiscal 
1953 is altered, Government spending will take about 
$85,000,000,000 of this total, or at least 30 pct of 
U. S. income. 

Feeling in Congress, generally, is that the size of 
the budget will have to be reduced. 

Buying of military items for our own armed forces 
and for nations allied with us will require 60 cents of 
every dollar the Government plans to spend. 

Defense spending of all types is expected to reach 
a rate of about $5,000,000,000 per month this year and 
level off there. 


OUTLOOK — Increased earmarking of 

scarce materials for use by armament makers 

> means less for new consumer hard goods. Flow 

of metals to civilian goods trade will be espe- 

cially tight. Demand for repair parts to keep 

current items operating should be high. Ten- 
dency will be to “fix it wp, make it do.” 


(Continued on page 188) 
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@ The keys in your customer's pocket are his constant reminder 
of the quality of the locks they open. This is one reason why KEYS 
Master spares nothing to produce the very finest keys — exact 

to size and gauge and of proper hardness to assure long, de- 

pendable service. Special key-cutting techniques are employed to produce micromati- 
cally controlled key notching. The result is precision seating for the pins that coincides 
exactly with their distinctive contour ... and provides smooth operation and utmost 
security. @ Accurate, attractively coined keys are still another reason why it is easy to 
sell padlocks built by Master. Keep in touch with your jobber for more Master padlocks! 


(a\ 


3" Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee. Wis. ° Worlds Leading Padlock Manufacturers 
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Grass Shear 


The new True Temper grass 
shear features squeeze type action 
that is built to reduce friction and 





work smoothly. Spring tension on 
blades gives constant, uniform 
blade contact, cuts smoothly out to 
the tip, and keeps blades in better 
adjustment. The long blades are 
high carbon, tempered steel. Leather 
catch is handy and positive. True 
Temper Corp., 1623 Euclid Ave., 
Cleveland 15, Ohio. 


Home Garden Irrigator 


A home garden irrigator, called 
Naturain, is now available to the 





market. It 
gentle spray that can easily be sent 


eastern produces a 


12 


in any direction, and is made of 
durable aluminum and_ stainless 
steel. Sections come in 5 ft. lengths, 
and the primary unit has connec- 
tion, end cap and adjustable stand. 
Any number of extension units can 
be used with the primary one, ac- 
cording to the size of lot and water 
pressure. Western Home Products 
Co., Allendale, N. J. 





Garden Tool Deal 


To demonstrate the newer types 
of light, easy-to-use lawn and gar- 
den tools, a serrated edge grass 
trimmer and a 5-in. floral hoe are 
offered to established hardware 


¢ 


dealers for $1.00 postpaid, until 
March 15. The two items, newly 
added to Union’s line of lightweight 
Speedline home gardening tools, 
have a retail value of $3.30. The 
Union Fork & Hoe Co., 9 Buttles 
Ave., Columbus 8, Ohio. 





Sickle Bar Attachment 


The latest addition to the list of 
more than 35 attachments used 
with the Choremaster one-wheel 
garden tractor is this new double 





Features include 
individual chain and belt adjust- 
ment for easier assembly, graphite 


action sickle bar. 





bronze bearings, weed shaker for 
disposal and clearance of cutting, 
and good manuverability, control 
and durability. Choremaster Divi- 
sion, Lodge & Shipley Co., 800 Evans 
St., Cincinnati, Ohio. 





Rotary Power Mower 


Here is the new Vollrath “21,” 
a full 21-in. cut rotary power 
mower of all steel construction. It 








adjusts to 1, 2 or 3 in. cutting 
heights, and there is a 2.25 h.p., 
two-cycle, two-cylinder gas engine. 
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in hardware merchandise... 


FOR THE HARDWARE DEALER 


The tubular steel handle has rubber 
grips and is finished in yellow to 
match the wheels.  Ball-bearing, 
rubber tired wheels. Vollrath Co., 
Sheboygan, Wis. 





Lawn Sprinkler 


A thumb-screw adjustment that 
controls the spray area is a feature 
on the new Metco Model “J” lawn 
sprinklers. The oscillating spray 
can be centered to water a large rec- 
tangular area 40x50 ft., or adjusted 
to water half the area. It can be 
put against the side of a house, 





walk, or wall, and will not wet them 
as it soaks the adjacent area. Re- 
tail price is $10.95. Metallizing 
Engineering Co., 3815 30th St., 
Long Island City 1, N. Y. 





Pre-Planted Seed Starters 


Customer just adds water to 
start the plants pre-planted in these 
Sure-Sprout seed starters. Avail- 
able in attractive packages are 
tomatoes, cabbage, asters, pe- 
tunias, zinnias, portulacas, snap 
dragons, sweet Williams, mari- 
golds, and carnations. Suggested 
retail of each package is 29¢. Mer- 
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chandise unsold by July 1 can be 
returned for credit. Display cards 
for counter and window displays 





will be furnished with each initial 
shipment. Ruby Products Co., 430 
Water St., Milwaukee 2, Wis. 


Picnic Cooler Tray 

A transparent Separator Tray of 
polystyrene plastic will be suspend- 
ed in the top of the Skotch Kooler, 
a picnic cooler done in plaid design. 





The tray is suspended by means of 
a ridge rolled into the inner body 
of the Kooler, and has a cut-out 


(Continued on page 170) 








NEW DISPLAYS 
AND OTHER DEALER 





Tool Display Unit 


This modern True Temper island 
display is ruggedly constructed of 
steel plate and rigidly braced and 
bolted. It holds 10 long-handle 
tools, provides hooks for hanging 
garden shears, etc., and has a top 
shelf for displaying small tools, 
grass seeds, etc. Finished in green 
with yellow trim, and four large 
casters make the unit easily 
movable. Tools are displayed heads 





True 
Ave., 


safety. 


greater 
1623 Euclid 
Cleveland 15, Ohio. 


down for 
Temper Corp., 


Power Mower Sales Manual 


There is a handy pocket-size 
booklet, ‘More Mower Sales,” deai- 
ing with the instruction of sales- 

(Continued on page 179) 
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1950 STORE 
STOCKS 
in billions 





Source: U. 8. Dept- of Commerce 











Retail Trade Being 
Stimulated by Heavy 


Promotional Campaigns 


Manufacturers, taking cogniz- 
ance of consumers’ reluctance to 
part with spendable dollars, are 
now making one of the most con- 
centrated efforts ever made to stim- 
ulate buying, by means of adver- 
tising and promotion. 

The mid-winter markets, which 
many trades have been holding, 
have served as the springboards 
for innumerable promotional pro- 
grams on all kinds of consumer 
goods. It is expected that this 
“pump-priming” will soon be re- 
flected in a greater movement of 
goods. 

All indications point to the 
greatest industrial year on record, 
in 1952, when the defense effort 
will finally be rolling in high gear. 

With plenty of goods to sell in 
every category, hardware mer- 
chants have wonderful business 
prospects for the coming months. 

While personal income was mod- 
erately higher during the last part 
of 1951, consumption per capita 
was somewhat lower. This means 
that, despite higher taxes, consum- 
ers have greater savings. 

With the supply of goods still 
in excess of current demand, it 
would seem that manufacturers 
will be hesitant about raising 
prices, despite greater production 
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> Senators Back Fair Trade 


> Curb on Building Supplies 


> Sharp Rise in Tin Price 


costs, until retail trade shows a 
much stronger tone. 

Although manufacturing re- 
ports show diminished output, 
particularly on household appli- 
ances, there are adequate stocks 
in wholesale and retail channels 
to support strong trade for the 
next few months. 


Dept. Store Sales 
Lower Week of Jan. 12 


Department store sales were 
down 13 pct in the week ended Jan. 
12 from the corresponding week of 
1951, the Federal Reserve Board 
reported. For the four weeks ended 
Jan. 12, sales were off 4 pct from 
the same period a year earlier. The 
weekly index, without seasonal ad- 
justment, at 266, was up 42 points 
from the previous week. 


Residential Building 
8% Lower Last Year 


Total construction contract 
awards in 1951 for the 37 states 
east of the Rockies amounted to 
$15,751,131,000 or 8 pct more than 
1950’s total of $14,501,055,000. 
The year-end total was announced 
by F. W. Dodge Corp., construc- 
tion news and marketing special- 
ists. 

Non-residential awards for the 
year just ended reached $6,822,- 
513,000 or 31 pct more than the 
1950 total. Residential contracts 
amounting to $6,205,388,000 were 8 
pet below the 1950 comparative 
figure. 

Public and private works and 
utilities had a final total of $2,- 
723,230,000 or 6 pct higher than 
the total for the previous year. 


Senate Small Business Group Reports 
Favorably on Fair Trade; Watching New Bills 


The cause of fair trade won an 
encouraging boost in the annual 
report of the Select Committee on 
Small Business, of the U. S. Sen- 
ate, a committee composed of some 
of the most influential members of 
the upper house. 

The committee’s conclusion to a 
chapter reviewing the present fair 
trade situation, was as follows: 

“Your committee intends to keep 


a close watch on fair trade during 
the coming months. It will scruti- 
nize closely the efforts of the busi- 
ness community to police itself. It 
will also be vitally interested in 
the progress of pending legislation 
on fair trade. 

“The advantages of fair trade 
are evident, and your committee 
will be awake to any opportuni- 

(Continued on page 204) 


HARDWARE AGE, FEBRUARY 7, 1952 
























HARDWA 


itract 
7 states 
nted to 
re than 
055,000. 
nounced 
nstruc- 
special- 


for the 
$6,822,- 
lan the 
ntracts 
were 8 
arative 


ks and 
of $2,- 
r than 
year. 


during 
scruti- 
2 busi- 
elf. It 
ted in 
slation 


trade 
mittee 
rtuni- 


) 


, 1952 


Swarr FULL COLOR Ads during MARCH, APRIL, MAY, JUNE 





SWAN RUBBER COMPANY 


World’s Largest Manufacturer of Garden Hose 
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and JULY in these Leading Consumer Magazines will pack 
Swarr Garden Hose Buyers into Your Store! 


ALL THESE 
BIG HARD-HITTING Sxav ADS 
will tell your 

local customers 

to buy their 

Swan Garden Hose 


AT vOVe STORE (| f i 


BUCYRUS, OHIO 
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Lockwood market research showed a demand for these two 
new screen door locks. Lockwood engineers promptly de- 
signed them and got them into production. Lockwood deal- 
ers, again this year, will be ahead of competition for a highly 
profitable, seasonal market. Join up with the Lockwood team! 
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TUBULAR LATCH SET 
NEAT INSTALLATION AT MODEST COST 
— A BEST SELLER FOR YEARS 


No. 5597 Tubular screen door latch set, in 
wrought steel, dull brass finish. Latch bolt is 
operated by knob or lever; slide stop inside 
deadlocks knob. For use on right or left hand 
doors. Backset 1%”. 















RIM LATCH SET 
REQUIRES NO MORTISING 
AN OLD FAVORITE FOR FAST TURNOVER 


No. 4115 Rim type screen door latch set, with 
wrought steel trim, dull brass finish. Latch case 
is cast iron, dull brass finish. Latch bolt is oper- 
ated by knob or lever; slide stop inside dead- 
locks knob. For use on right or left hand doors. 
Backset 1%”. 















DELUXE MODEL 
SCREEN DOOR CLOSER 
EXTRA HEAVY - - - PROTECTED SPRING 


No. 3002 Extra heavy enclosed spring. Extra 
cushion spring prevents damage when door ac- 
cidentally opens too far. Attractive design, fin- 
ished in durable pearl gray. Reversible. Packed 
with complete instructions for installation. 





















SENIOR MODEL 
SCREEN DOOR CLOSER 
FAST SELLER - - - MODERATELY PRICED 


No. 3001 Medium grade closer offering excel- 
lent value at moderate cost. Slightly smaller 
than DeLuxe model. Has protective cushion 
spring. Pearl gray finish. Reversible. Packed 
with complete instructions for installation. 
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Perfected by Simoniz — It 
Really Stands Up! At Last A 
Liquid Car Wax You Can Sell 
with Confidence! 


@ After years of research, Simoniz has 
developed an amazing new liquid car 
wax that meets Simoniz’ high standards 
of perfection. The name is BODYGARD! 
It shines brighter. Lasts longer. Here’s a 
brand new Simoniz money-maker for you. 


Simoniz will introduce BODYGARD to 
your customers with a smashing big-space 
newspaper campaign. Get your share of 
this profitable new business. Set up the 
eye-catching counter cards. Display the 
hard-selling window streamers that flag 
customers into your store. Order from 
your supplier now! Be sure you have 
ample stocks of BODYGARD on hand to 
meet the demand. 


- Copyright 1952 by Simoniz Company 
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@Trade Mark Reg. U.S. Pat. Off. 


wax with the “SIMONIZ SECRET” 
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Oxco'’s 


Perch MY pe yA 


DEAL‘: | 


Fast-selling brushes for volume, plus high margin brushes 
for profit! The perfect combination to make Oxco brushes 
your “Hi-Profit” line. Each brush is beautifully displayed 

. - quickly available for shoppers’ inspection. Handsome 
top sign; free all-metal display rack that’s amazingly simple 
to set up—no nuts or bolts! 






































Bowl Brush (9455)........ 1 doz. | TOTAL RETAIL VALUE 
Red Breast Whisk........ 1 doz. 
Tot Bottle Brush......... 1 doz. 
Kleen-it Kitchen Brush. ...1 doz. 
Vegetable Brush (9459). ..2 doz. 
Bath Brush (9604-5)....... Y% doz. 
Hand Brush (9464)........ 2 doz. 
Twinkle Scrub (colors). ...1 doz. 


FREE METAL RACK AND COLORFUL TOP SIGN, 91/2 DOZEN BRUSHES— 
ALL PACKED IN ONE SHIPPING CARTON, WEIGHING APPROX. 28 LBS. 









superior workmanship; free metal racks that “set 


A 
Vig Uo your brush SHES 7) 52, Y up” in a jiffy; colorful, self-selling top signs. Order 


your Deals now—start reaping the profits from 











Choose one or both of these outstanding new Oxco smart, aggressive merchandising of products that 
ne Deals to do the job! They’re packed with real aren’t on the scarce list. Phone or write your 
_ value—brushes that show the stamp of Oxco’s favorite jobber today. 



























Oxco's 


| Bens 


DEAL #2 


d Four of the fastest-moving brushes in the 
business—your assurance of “Quick-Turn- vaya 
over” and steady volume on Oxco brushes! ’ 
Each brush neatly displayed and readily 

available! Top sign shows brushes in use, | ; 
gives names and prices to make your selling Jo}, WS 
job easier. Free metal rack is simple one-piece 
construction; a cinch to put up, and it takes a 
mere 12 inches of your counter space. 


Red Breast Whisk... .1 doz. 
Kleen-it Kitchen Brush 1 doz. 


Tot Bottle Brush...... 2 doz. 
Vegetable Brush(9459).2 doz. 


ET” TOTAL RETAIL VALUE 


FREE METAL RACK AND COLORFUL TOP SIGN, 6 DOZEN BRUSHES— 


ALL PACKED IN ONE SHIPPING CARTON, WEIGHING APPROX. 12 LBS. OX FIBRE BRUSH COMPANY, INC. 
sreoericx <eiztiished /§§F$ MARYLAND 
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SELL THE PRUNER THAT 


peaka jou sell 


© IN PERFORMANCE 
@ IN REPEAT SALES 


Am for more sales, profits, friends, repeat orders 
with the Parrot Head Pruner... 


For the Parrot repeats! 


And the reason? It’s easiest to use... no twisting 
of wrist, hands or arms. 


Display the Parrot Head Pruner... put it ina 
prospect’s hand and you’ve made a sale. Garden Club 
women love it ... they like its sidewise, easy cutting 
action that makes snipping a snap. Give your cus- 
tomers a value they will appreciate... 


Sell the greatest little pruner ever made—-the 
Sargent Parrot Head Pruner! It backs you with na- 
tional advertising and complete promotion. This 
includes a free colorful counter display, descriptive 
folders for your customers, and sales-producing news- 
paper mats for your local advertising. 







lige 


Order the popular, fast-selling Sargent Parrot Head 
Pruner and the promotion material from your jobber 
today. For further information, write us direct... 
Dept. B 1. 


SARGENT AND COMPANY 


New York * New Haven, Conn. ¢ Chicago 


A BETTER PRODUCT BY— 


Builders Hardware and Fine Tools since 1864 


20 
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Now’s the time to get the complete 
Green Spot merchandising story 
from your wholesaler. Get the whole 
story on the most terrific sell-all win- 
dow display in the garden field to- 
day. No fixed assortment or mini- 
mum order required. 

This tested, 3-panel full-color dis- 
play makes your store the “Garden 
Headquarters” in your community. 


It’s an unselfish display, too, be- 
cause it pushes related garden items 
in addition to Green Spot merchan- 
dise. Why, in numerous cases, dealers 
like yourself who tried it out re- 





THIS LITTLE BOOK 
makes friends for you 


Here’s light, amusing reading your best customers 
j will enjoy. Famous cartoonist and writer, don herold, and 
| authorities on lawncare put it together as your Green 
Spot service to your customers. 
sure every one of your customers gets a free copy. 


This spring make 


ported related garden sales increases 
up to 100%. 

Talk to your wholesaler this week. 
Tell him you want to identify your 
store with Green Spot national ad- 
vertising in leading magazines. 





WEATHER-MATIC . Twin-Dial Power Heads 


Here’s the finest sprinkler of them 
all for postage-stamp lawns or fifty- 
foot lots. It’s completely adjustable 
for any distance from 10 to 50 feet. 
With lots of ball-bearings, this is the 
easiest running sprinkler you’ve ever 
seen. It leads the famous Green Spot 
line. Make it your leader, too. 

There’s a special Green Spot ac- 
cessory for every gardening need in 








America’s most complete, high 
quality line of garden hose fittings. 
And see how splendidly they are 
packaged! Easy to handle! Easy to 
spot on the shelf! Snappy-looking, 
metal-edge, sturdy boxes in yellow 
and green remind your customers of 
their needs. So they do a selling job, 
too, all by themselves! 

And Green Spot gives you bin 
price tickets to promote every item 
—and product display cards that 
sell for you. 

You can keep yourself in a profit- 
able spot all spring and summer. 
Just talk to your wholesaler about 
Green Spot. Do it this week. Mer- 
chandise available in accordance 
with metal limitations. 





See your wholesaler or write Merchandise Division, Scovill Manufacturing Company, 36 Mill Street, Waterbury 20, Conn. 


Green Sj 


Sprinklers * Hand Sprays 


“Y" Connectors * Couplings ° 
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* Hose Nozzles ° 
Hose Menders * Clamps °* 


Quick Connectors 
Goosenecks 





A PRODUCT 
OF SCOVILL 


*Reg. U. S. Pat. Off. 
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Hardwaremen: It's not too early 
to recommend lawn feeding! 
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SELLS FASTER - 
SELLS EASIER BECAUSE /78 
PREFERRED BY MORE PEOPLE 
THAN ALL OTHER BRANOS 


VIGORO S:*— COMBINED! 
1952 ADVERTISING a 


















*Vigoro is the trade-mark for 
Swift & Company's complete 
balanced plant food. 








CAMPAIGN WILL BE MOKE 
DRAMATIC ANDO COLORFUL 








Let the power of the VIGORO name 
help you sell these two gardening aids: 


End-o-Weed 


—- a over 
100 different kinds 









+ we eds without 








gus i 


2 a ains chew- w mA 
i eee a o O-D wet vi . 
I BO. or} ers more profits for more Dealers 
for more years than any other plant food! 
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Ow-Firestone 
Velen SCREENING 


gives you all these SELLING FEATURES 


Your customers just can't buy better screening than VELON screens are permanent. Stay up year ‘round with 


FIRESTONE VELON. That makes your job easier. Sales no ill effects from bad weather. They can't rust or 


are quicker, more cheerful, more profitable—because one bleed—won't stain the house. And there is no upkeep— 


customer tells another. VELON screens never need painting. 


Use This Easy Way to Sell JéZj* Screening 


Get your VELON sales message across to prospects with this 
compact Display rack. It stores and dispenses the six most wanted 
screening widths: 24”, 26”, 28”, 30”, 32”, and 36”. !t will pay 
you to order six rolls now and get this space and time saver for 


only $9.95 tess than half our cost. We prepay shipment from 





Chicago. 


VELON Screening is available in other widths besides those 
carried on the Display. Comes in forest green, bronze brown and 
aluminum gray. Mesh 18x 14. Filament diameter .015”. Get 
in touch with your jobber today. If he doesn’t handle VELON, 
write or wire us without delay. 





{A 230 Ib. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 
disappeared, leaving no 
sign of strain or damage.) 




















Plastic Woven Products 


WEAVERS OF Firestone )ein SCREENING 
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51 CAMDEN STREET 
PATERSON 3, N. J. 
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For Many YEARs, only hand pumped or power type 












Bradson “guns” go like a nozzle on the garden hose. 
GARDEN SPRAYERS , : : 
it thorougly drenches plants with a soft, misty spray. 


THE FIRST BASIC Wikpthinesrcesieger se neous 
free” Bradson spray “guns: 
PROVEMENT IN 
IM Water pressure does the work. A Bradson “gun” 
makes spraying easier...and kills more pests because 
Y 't beat th bination ... for sales... and 
IN 33 YEARS ; jer: pinciiney chat aie scien do the "eee 
gardening job that makes them better customers! 












IT’S EASIER to spray insecticides and fungicides. Water 
pressure operates valve, eliminates fatigue! No trigger to squeeze 
or valve to hold open...new automatic valve does all the work. 










The BRADSON 


INSECT-O-GUN 
With a BIG Hole in Its Head! 


TO TURN ON SPRAY 
... push knob up... 
remove thumb... water 
pressure holds valve open. 


TO TURN OFF SPRAY 
...pull knob down... 
remove thumb. . . water 
pressure keeps valve 
closed. 








New BRADSON Hole. 
Now five times as lorge, 

an exclusive Bradson 

feature for clog-free <5 
Operation. «i 














Ordinary Sprayer 
Hole. Shown is former 
Bradson hole, even 
then larger than that 
of most sprayers. 


AIR INLET 
~~ 


The big hole in the 
head overcomes the age- 

old clogging problem. 
Early garden sprayers... 
even Bradson’s.. .had tiny 
suction holes...clogged 
when powders such as Bor- 
deaux mixture were used. 






SAFETY AIR GAP com- 
plies with public health 
laws. 







Stream of water across hole 
creates suction, which draws 
spray solution from jar. 









NEW FLEXIBLE SUCTION 
TUBE. Removable for quick, : 
easy cleaning. Not subject to VW 
attack by chemicals in spray \ 
materials. a 


¥ 


HOME REPLACEABLE JAR. \ 
ee Pint Mason jar, holds enough ¥ 
solutiontomake3gal.proper 
é spray. 


ee” aed PRESSURE IN JAR. 


ATTACH TO GARDEN HOSE. 
Water pressure does the work. 















The new Bradson sprayer has 

a suction hole five times as 
large...sprays both liquid and 
powders... is practically impos- 
sible to clog. 
















A Bradson Insect-O-Gun is easier 
to use...has a positive water-oper- Good for WEED KILLERS, too! 
ated automatic valve...no moving j 

parts...cleans in 30 seconds... lasts a 
lifetime ...is fully guaranteed! 





ke ca 
AN EYE-CATCHING DISPLAY >... 
The Insect-O-Gun is 


enameled in an attractive shade 
of garden green, each “gun” 














packed in an attention- 

FOR SMALL GARDENS... BRADSON arresting display carton that 

GARD-N-GUN makes sales quick. $ 95 
Inexpensive, light weight yet sturdy model; List 5 
works on same a as Insect-O-Gun. 4 
No pistol grip and less capacity; 4 pint > r 
jar holds enough to make 11 gal. proper . Order now from your jobber, 
spray. Fully guaranteed. List $295 or write direct! 





FOR SPRAYING FERTILIZERS... 


BRADSON GRO-GUN Takes back break out T bh e a rd re | sO n C om ] 8 | n y 


of feeding plants and lawns; fertilize an entire lawn 
in 7? SS. Sprays any > pe 

or plant that you mix with water _. 95 
to apply. Fully guaranteed. List $2 


10903 Chandler Blvd 
NORTH HOLLYWOOD, CALIFORNIA 
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Quick, profitable sales 
Every lawn needs seed in spring 
SMART FOIL CARTONS 


CATCH THE EYE 
AND MOVE FAST 





PACKED AND PRICED 
TO PLEASE THE CUSTOMER 
SHOW GOOD PROFIT 





FAST DELIVERY TO YOUR STORE 
WITH COLORFUL BANNERS FREE 


NATIONALLY ADVERTISED 
Asgrow Seeds have a world-wide 
reputation of nearly a century 


Mixtures for sunny lawns or shady places 





MERION B-27 BLUEGRASS—PENN STATE BLEND’ FESCUE 


available in the best Asgrow mixtures 





Good competitive mixtures too for the low-priced trade 


ASSOCIATED SEED GROWERS Inc. 


Sales branches for prompt service to the trade: 


Atlanta 2 * Cambridge, N.Y. ¢ Indianapolis 25 ¢ Los Angeles 21 
Memphis 2 «+ Milford, Conn. ¢ Oakland4 ¢ San Antonio 11 
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more will buy them in 1952 
...THAN ANY OTHER SIMILAR TOOLS 
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DOES ANY DEALER WANT A 
snc BETTER REASON FOR CARRYING 
THE SEymouRSmITH LINE? 








FREE with each consumer 


purchase. Retails alone, at IT’S “THE PEO PL P’sec Holic F” 


10¢. Worth far more. Au- 
horitative, cl fusel 
iste BIG ADS IN 


Saturday Evening Post - American Home 
Better Homes and Gardens + Country Gentleman 
and many other magazines. Also Television—ABC-TV 


. : > 
Nes ¥0). > 

See ; : : Ne ll 
SEYMOUR SMITH & SON, INC., 


21502 MAIN STREET OAKVILLE, CONN. 
Sales Representative: John H. Graham & Co., Inc., 105 Duane Street, New York 8, N. Y. 






Seymour Smit 


Pruning Tools 
Grass & Hedge Shears 
Since 1850 
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TSTANDING VALUE 
”” Lapp FOR THE 4 
* HOME * FARM * AUT 
GUARANTEED 
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i FREE 


CATALOG ° 
TODAY! 


STFS 
) Seo) 


2 ow 
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= 
> MERCHANDISER 


TOOLS 


Everything You Need in 


INDIVIDUAL TOOLS, SETS & MERCHANDISING! 


A COMPLETE FAST-MOVING LINE 
. wide selection of proved sellers in 


everyday, year-round demand. 


OUTSTANDING VALUES... priced to 
give you Big Volume Sales and Rapid 
Turnover. 


ADVANCED DESIGN, PRECISION 
MADE .. .styled for instant “teye appeal’ 
«++ 6ngineered for accurate performance. 


TOP QUALITY, EXTRA STRONG, 
FINELY FINISHED... built for long- 
time, extra-tough, heavy-duty service. 


UNCONDITIONAL GUARANTEE... 
factory warranty fully covers any defect in 
materials or workmanship. 


CHALLENGER HAS EVERY- 
THING—everything you need for 
Big Volume Sales and Big Turnover— 
everything your customers want in 
Price, Design, Durability and Per- 
formance. Challenger has a Merchan- 
dising Set-Up, too, that is tailor-made 
for you...you can order tools In- 
dividually—or in Sets—or on Display 
Boards—or in Automatic Merchan- 
disers for Counter or Floor. Send today 
(coupon below) for CATALOG illus- 
trating COMPLETE CHAL- 
LENGER LINE! 


TREMENDOUS 
AUTOMATIC 
PROFIT- 
PRODUCERS 
Sight-Sellers 
with every 
tool visible! 
You get sen- 
sational daily 
volume from 
CHALLEN- 
GER’S Balanced-stock, Popular-price 
Merchandisers. Wide selection 
of Counter, Floor and Wall Models 
in Catalog (yours free for asking). 


*Fo 
+ Your Couny 

Sta oR Floor = 

No DisPy ay. 


L 
TOgLteR 


ee ee 


Penens Corporation 
3900 Wesley Terrace, Schiller Park, tll. 


O Please send complete CHALLENGER Cat- 
alog, price sheets and literature. 


0 Please have representative call. 
Company Name 
ee Sieve che cncaccsentabavetesnssves 


Street and Number 











propellents. 





“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 








DU PONT 





E. I. du Pont de Nemours & Company, (Inc.) 








Latest Du Pont Market Survey Shows 





Satisfied Aerosol Users 
Exceed 95% 


‘How well satisfied have you been 
with products dispensed from aero- 
sol containers?” 


To this important question, 95% 
of those who have used aerosols re- 
plied that they were satisfied with 
the performance of the product. - 


Twenty-three per cent of the small 
group that indicated dissatisfaction 
did so because they believed the 
product was ineffective. This may be 
indicative of their lack of knowledge 
about the aerosol principle, and it 
gives the retailer an excellent oppor- 
tunity to demonstrate and talk about 
the effectiveness of these relatively 
new products. 


Hardware Stores Important Outlets 
For Aerosols 


The hardware store appears to be 
one of the best retail outlets for aero- 
sols, particularly those used around 
the home. It’s good business to stock 
aerosol products and feature them 
prominently. 


In talking with retail-store owners 
from coast to coast, it was found that 
83% of the hardware stores covered 
now stock aerosols. Approximately 
91% carry aerosol insecticides and 
50% also sell room deodorants. A 





“News” to Continue 
Reporting Aerosol Sales 
Successes 


The Du Pont Aerosol News first made 
its appearance about a year ago. Its 
objective has been to present a digest 
of various aerosol sales experiences of 
retail hardware-store owners. It has 
shown how these dealers were selling 
aerosols... displaying them... and 
outlined sales ideas used to good 
advantage. 

In the belief that many store own- 
ers can profit from these selling ex- 
periences, the ‘‘News’’ will continue 
throughout 1952 to bring you help- 
ful information and sales suggestions 








which you may put to use in your 
own store. 


If you believe your own aerosol 
sales experiences might be of interest 
and help to others in your field, the 
editors of the ‘‘News’’ would like to 
hear about them. Address: E. I. du 
Pont de Nemours & Co. (Inc.), 
‘Kinetic’? Chemicals Division, 2539 
Nemours Building, Wilmington 98, 
Delaware. 











lesser percentage stock some 15 other 
kinds of aerosols, all of which are 
rapidly gaining popularity. 


But only 20% of the consumers 
in urban districts report that they 
regularly purchase aerosol products 
in hardware stores, while 26% of 
those in rural areas do the same. 





Room Deodorants Widely Used 


Room or household deodorants are 
widely used by the housewives in- 
cluded in the ‘‘Freon’”’ study. Tabu- 
lations show that 84% of those in 
urban areas use all the different types 
of these products. The majority spec- 
ified using the wick type of room 
deodorant, but aerosol types were 
mentioned by about 25% of those 
interviewed. 

On the other hand, consumer pref- 
erences among those who have used 
both wick types and aerosol types 
of room deodorants gave aerosols a 
substantial lead in the best-liked 
classification—61°; liked aerosol best, 
against 18°, for the wick type. 
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Aerosol NEWS 
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‘**Kinetic’’ Chemicals Division, Wilmington 98, Delaware 





ats 


me 15 other 
which are 
y. 
consumers 
that they 
1 products 
le 26% of 
e same. 





ely Used 


yrants are 
2wives in- 
dy. Tabu- 
F those in 
rent types 
rity spec- 
. of room 
"pes were 

of those 


mer pref- 
1ave used 
sol types 
1erosols a 
est - liked 
osol best, 
ype. 


7, 1952 








Aerosol Sales Up 30% in 4 Years 


Growing Popularity 
Of Aerosol Paints 


Although only about 6% of con- 
sumers interviewed have used aero- 
sol paints, over 62% of these users 
expressed complete satisfaction with 
products of this type and will con- 
tinue to buy paints packed in aero- 
sol containers. 

It is interesting to note that almost 
one-half of all aerosol paints used 
were purchased in hardware stores. 








GAINS ARE NATIONWIDE 


Wilmington, Del.—That popularity of the pressure-packed aero- 
sol method of dispensing various products is steadily increasing 
is definitely shown by results of the fifth annual aerosol market 
survey conducted for the Du Pont Company, makers of ‘‘Freon’’ 
Propellents used in most aerosols. 


Of 2,364 housewives interviewed in urban areas from coast to 
coast, 57% said they have bought aerosol products. The trend 
has been steadily upward since 1947, when only 27% stated that 
they were aerosol users. 


To give a more complete picture of the rapidly expanding mar- 
ket for aerosols, the Du Pont survey this year has been extended 
to include the opinions of men and women residing in rural dis- 
tricts. Residents in every state were questioned. It was found 
that 58% in rural areas had purchased aerosol products and this, 
undoubtedly, represents a substantial gain over previous years. 








The steadily growing popularity of 
paints, lacquers and many other 
products packaged in aerosol form is 
therefore of particular importance to 
hardware dealers. 


List of Aerosol Products 
Continues to Grow 


Insecticidal aerosols were most fre- 
quently mentioned by retail dealers 
and consumers in both urban and 
rural trading areas covered by the 
Du Pont survey of the market. How- 








“FREON” PROPELLENTS ARE BEST 


virtually nontoxic . 


prospective buyers of aerosols. 





for aerosols of all types because they are safe, nonflammable, nonexplosive, 
. . harmless to fabrics, furs and finishes. That is why 
most aerosol-packed products now on the market contain ‘‘Freon’’ Propellents 
made by the Du Pont Company. It’s often a good idea to mention this to 
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ever, a wide variety of other aerosol 
products were also listed. It is obvious 
that consumers like products of this 
type and are buying more and more 
of them. ' 














“Gottum aerosol makum smoke? 
Me want writum letter!” 
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LAWN SEED 


sex 





© This new colorful window and store display will 
exhibit WOODRUFF Lawn Seed and related prod- 
ucts in the windows and stores of WOODRUFF 
dealers throughout the nation this season. 


These four booklets give the customers of WOOD- 
RUFF dealers ample information about lawns and 
help mightily to sell WOODRUFF Lawn Seed and 
related products. 


Millions of Lawn Seed users all over America will 
read about WOODRUFF products and WOOD- 
RUFF dealers in National magazines. 


Write today for the WOODRUFF dealership pro- 
spectus — it will tell you more about increasing your 
lawn seed sales. 




















fF. H. WOODRUFF & SONS,-INC. 
Milford, Conn. Toledo, Ohio 
Bellerose, §. 1. Atlanta Sacramento 


| F, H. WOODRUFF & SONS, INC. 
| MILFORD, CONNECTICUT 


Please Send Wowodruff Dealership 
Prospectus 








| Name. 


Street. 








Selling Features 
in America’s 
Finest Hose! 


WITH A 10-YEAR GUARANTEE 
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Has this nen-rust Perma- 

grip Scovill coupling 
aranteed te hold 

the life of the hose. 


AS apventist® 







Lighter! Better! Stronger! 


@ Made of pure tough plastic (no scrap) 















@ Absorbs no moisture, assuring longer life 

@ Not affected by hot or cold weather 

@ Will outwear rubber and scrap plastic hose 
@ Resists scuffing, cracking, peeling, grease, oil 
@ Can be twisted without kinking 


@ Made to withstand city water pressure 





AVAILABLE IN TWO 
CONVENIENT PACKAGES 
Each length mounted on attractive 
display card . . 

OR each length individually boxed for 
easier handling in reshipping 
Twelve 50 ft. lengths; Twenty-four 25 ft. lengths; 
Eight 75 ft. lengths to 100 ibs. All sizes packed 

six lengths per corrugated carton. 











BRIGHT GARDEN GREEN OR CRIMSON RED 


Free newspaper mats 
and mailing enclosures upon request. 


Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 


Originators of Plastic Garden Hose 





Canton, Mass. 
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FOR POWER MOWERS 
YOU CAN REALLY SELL 





ill 
a 





ROTARY POWER MOWERS 





TRADE MARK 


New IN GOOD LOOKS 


Notice the modern tear-drop design of the 
16” models, the smooth lines of the self- 
propelled 20”, and the rugged simplicity of 
the 32” twin blade “professional” model. 


Yew IN SAFETY ' Ci 


Guarded in front and rear and on both 
sides. 16” models also feature new “‘finger- 
flick” front guard that flips up when 
working on thick .growth or heavy weeds. 


New IN PERFORMANCE 


Scientifically designed to distribute cuttings 
evenly over lawn, with floating handle to 
increase maneuverability. Wheels are posi- 
tioned to prevent scalping and give close 
trim at both front and sides. New one- 
piece friction-free, tempered steel blade 
with double-lift action gives exceptional 
performance in maintaining a well groomed 
lawn, and is reversible for double blade life. 


y 
COMPETITIVELY PRICED 


We wonder Keumar Rotary Power Mowers 
are being used tn every state in the nation! 





QR FY) 


¥ 





=D 
WRITE FOR NAME OF YOUR 
NEAREST DISTRIBUTOR 
KENMAR MFG. CO., Incorporated 
Inc. 50 NORTH FIFTH, KANSAS CITY 18, KANSAS, U.S.A. 
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MAKE MORE MONEY WITH 


rco 


SP NKLERS 









TO RAIN” 



















“NEXT BEST THING 
















MODEL “J” 








‘a It's just as easy PZ 


to sell a better LIST PRICE $10.95 
sprinkler, make YOUR PROFIT 


KO) a bigger sale $ A. 3 8 


with MORE 
PROFITS 

DEALER'S DISCOUNTS: 40% ON 
ORDERS OF SIX OR MORE; 


FOR YOU. 
33%4% ON LESS THAN SIX. 




































AND METCO WAVE SPRINKLERS 


1 Waters large rectan- 
gle, fewer moves 





2 Gets the corners with- 
out overlapping 





3 Can be moved with 
water on 


4 Finger adjustment 
controls spray area 





FIG. 3 








Typical Dealers say: 


“We took on METCO Wave Sprinklers in 1949 and our sales 
that first season brought the realization that here is the fastest 
selling lawn sprinkler we've ever handled . . . Since 1949 our 
sprinkler sales have jumped 342%. 

County Hardware Co., Mt. Vernon, New York 





“Simplicity of design, ease of adjustment, and wide even cover- 
age features have made it easy to increase our volume of sales 
over 300% in one year of handling this new METCO Wave 
Sprinkler.” 

Great Notch Nursery Mart, Clifton, N. J. 





‘ METCO SPRINKLERS ARE NATIONALLY ADVERTISED. 32 million 
people will read about METCO Wave Sprinklers during the season in 
Saturday Evening Post, House & Garden and Flower Grower. 


SELL METCO— America's sensational new sprinkler for bigger sales— 
more profit. 
Guarantee tag on every sprinkler. See your jobber or write 
METALLIZING ENGINEERING CO., INC. 
3813 30th Street, Long Island City 1, N. Y. 








.. With year-\round attachments 







GARDENATD 3 


Tractor 


anotter|| GARDENAID | “Easy Sales” Features 
"Best-Seller" 


s Pi K E -TAMP piney api rugged en 


easy handling, greater traction. 
The ‘‘Wonder’’ Tool 


for lawn and garden 

. Makes them 
healthier by perforat- 
ing the soil—allowing 
air, water and plant 
food to get down to 
the roots. Reversible 
for use as tamper. 
Big demand. Every 
home cwner a prospect. 
Write for details. ine 
$6.95 original tractor sale and on sub- 





economical operation, and full 
line of practical attachments will 


appeal to your customers. 


Here’s your opportunity to make 


substantial profits—both on the 


retail sequent sales of attachments. 





Contact us at once for full de- 


4 ~ USED F tails of a GARDENAID dealer- 
AS TAMPER 
ship. 





' 
USED AS SPIKER 


NAID 80x h, KiNGsTON, N.Y. 




















ARE BETTER SPRINKLERS— Here’ $ + why: 





BEST RAKE NEWS IN YEARS! 
A WIRE 
BROOM RAKE 


with one-piece 
interlocking 
construction 


Customers take one look at the vastly 
improved construction of this broom rake 
and buy it! You can sell it with complete 
assurance that it will give the customer useful 
service for the life of the steel. 






The frame is of one piece and will 
always retain its shape. The tines 
made of high carbon, tempered cold 
rolled flat wire with rounded edges, 
5/16"' x .029"', interlock into the 18- 
gauge steel neck. The cover plate is 
permanently secured to the frame by 
both horizontal and vertical tabs. The 
semi-circular depression in the plate 
Positively traps the tines — they can 
mever become loose. This same plate 
extends into the frame at the neck, 
adding materially to the strength. 


The Handle is No. | hardwood, clear 
lacquer finish, 42"' long, packed 6 to 
bundle. Heads packed 6 to re- ship- 
ping carton. Combined shi pping 
weight, 23 Ibs. per dozen. 





Wire Products 


2713 North 24th St. 











UGGED 
OBE] 


Member, American Hardware Manufacturers Association 


Company 


Birmingham, Ala. 
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Meet fast-moving, profit-loaded 


U.S.ROYALITE 


the plastic garden hose in red or green 















plus... 


THE EVERTITE QUICK 

FAUCET CONNECTOR LIL 

it “snaps” on and off 
YG 


To be advertised in “Better Homes and Gardens” 
and “American Home” in the spring selling season 


U.S. GARDEN HOSE makes an immediate hit with 


the most demanding customer—and holds on to him. j 
“U.S.” stands up under amazing punishment, year Pp E Pp U p YO U & $ A LE S p 








| 
' 


after year after year. In the “U.S.” line there’s a hose, ‘ I 
plastic or rubber, to fill any type of garden or lawn Ask your jobber | 
requirement. And remember, when you sell “U.S.” | id 
hose you are backed by national advertising, plus f or our Dea er Ai s | 
display materials that help you do a bang-up retail ° 

and Window Streamers 





job. See your jobber for your deal. | 





Product of 





UNITED STATES RUBBER COMPANY - Mechanical Goods Division 


Rockefeller Center, New York 20, N. Y. 
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Crimson and nile green, 18 
ga. seamless-tray garden bar- 
row; semi-pneumatic 10x2.75 
tire. Packed 1 or 3 to carton. 





\ Tubular 
bh frame, 14 ga. 
} contractors’ 
j] barrow. 


Wood frame, 
16 ga. concrete 
barrow 


» 


ays Its Way 


One complete source for all your bar- 
row and truck needs... Improves turn- 

. over ... Widens sales range . . . Cuts 
freight costs. Over 100 models of wheel 
barrows, 2- and 4- wheel trucks, dollies 
and skids. Replacement truck casters 
and wheels. All built with 80 years of 
skill for heavy service in designated 
types of duty. 


Write today for catalog on K & J... a profit 
line you can build your good name on! 


THE 


KILBOURNE & JACOBS 


MANUFACTURING CO. 
COLUMBUS 16, OHIO’ 








Make Sure of Profitable 


Lawn Seed Sales with WHITNEY 


Super-Refined LAWN SEED 
PS . 











the Nationally Advertised Brand that 
People are BUYING EVERYWHERE! 
















@ Here's a sure way to boost your 
profits: sell the lawn seed people are 
asking for everywhere — Whitney's 
Super-Refined Lawn Seed. Its clean, 
high-germination quality makes it a 
ee repeat-sale “natural” for you. The 

af = wide variety of seed values, including 
fawn eed ™ special shady area mixtures, fill every 
- customer’s lawn needs. National Ad- 
vertising builds the demand — YOU make 
the profits. Investigate free dealer helps and price lists. 


WHITNEY SEED COMPANY, INC., Buffalo 5, N.Y. 


add this fast selling 
profitable line... . 


halls 
570 


‘ 













POWER MOWER 


A type and size for 
every lawn. Light- 
weight aluminum 
driven cutter bar; 2 
or 4-cytle engine. 
Easy to operate. Cuts 
under shrubbery, 
cround trees and 
walls. Frame guard 
safely encloses cut- 
ter bor. Helps lawns. 
Cuts and re-cuts 
grass, leaves, etc. 
moisture and to pro- 
vide plant food. - 


Write for sales information on 
this line of famous mowers. 


E 
NN icone . 












FALLS PRODUCTS, INC., 125 GENOA STREET, GENOA, ILL. 
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@ Atkins “Silver Steel” saws are the crown- 





ing result of nearly a century of constant 


sy striving to make better and better saws! 
: ... There is nothing finer, either in quality 
2 or value, for you to offer your customers! 
c . .. And with the complete line of Atkins 
Ye saws, you need never miss a sale. Because 
: there is an Atkins “Silver Steel” saw for 
ss every purpose—for every person: pro- 
: fessional carpenter or home craftsman! 
J 


. 
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You can well be proud to display and 
sell nationally-advertised, fast-foving 
Atkins “Silver Steel” saws. They have 
stood the test of time for ninety-five years. 
And they will stand the test of use to 
which your customers may put them. They 
will make friends and profits for your 
store, as proved by hardwaremen from 
coast to coast and from border to border! 


E. C. ATKINS AND COMPANY 


402 South Illinois Street, Indianapolis 9, Indiana 


| ATKINS 





No. 400 










thy 

ATKINS “Silver Steel” 
and Hoosier Files — Sizes 
and styles for every fil- 
iAg need. Display them 


on your counters and 
watch them sell them- 


selves. 


35 





ia Garden Hose 





R gis 
KINKING 
IGHTWEIGHT ‘Wem 
B and EASY 


UNIFORM 
=. TO HANDLE 


IN STRENGTH 
w/ TEXTURE 


RECOMMENDED 


LIGHTNESS 


LIGHTWEIGHT © Samm 
NEW Plastic Garden 


Hose 
FAST SELLING 
PROFIT MAKER 


Here’s the newest addition 
to the famous BWH Plastic 
Garden Hose family.. _Lawn- 


Sells like 
with stro 
: : years of u 
> Rin 
Lite. It’s guaranteed fo | 


rugated <¢ 
in 25’s and 50's ae ee i ps 
in 25 s an bad | : Sh gabe Nae 
years... made 


ing. (Gre 
and 50's 
priced to sell. Mounted on 


an attractive self-selling dis- Count Your Profits 


play card. Dark green corru- with BWH 


ives it a ad i) 
— pon expanded Friction Tap @, Too! 
appea. 


Bull Dog Friction Tape... 
type couplings. gtabs tight, holds fast. Re- 


sists wrinkling and drying 
out. Stays fresh on the roll 
and on the job. Shown in 
distinctive display carton. 


BWH Splicing Compound — worthy running mate to 
Bull Dog Friction Tape — gives top-flight insulation 
against high voltage... humidity. Recommend with 
confidence — “Bull Dog Splicing Compound.” 
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Choice of lwo Generations 


of Avneric3s Lawn -Mekers 











































PLASTIC GARDEN HOSE 


The Hose the Whole 
Family Knows is the Brand to 


STOCK - SHOW SELL 


BWH’'s Plastic Garden Hose — 
the pace-setting Veri-Lite — is 
yours for sales — and volume. 
Not to be confused with or- 
dinary hose, Veri-Lite is con- 
structed durably... with built-in 




















TIGER GARDEN HOSE 






5" size 








long life... to capture the de- 
mand of the ‘‘man of the house.’ Black Cover Only 
Ube 3ILITY Yet it is light, flexible, easy to 
use — and Mom says: “That's 1 braid, black wear-resisting rubber cover. 
the one for me!” Priced right to be competitive. Reinforced 
Veri-Lite is made in 3 sales- with a strong braid of tough yarn. Han- > 
engineered colors . . . Green — dles easily — extremely flexible. ... Made 






Red — Yellow 25's, 50's, and 500 ft. bales 














at a popular withstands 
















price pressure last word 
Guaranteed Guaranteed eeeR is 
5 years 10 years LEADER GARDEN HOSE | 
5g" & 34." size ' 
VIXEN GARDEN HOSE VIGILANT GARDEN HOSE . 4 } 4 ee Ae | 
5" size ; 5," & 344" size a ; “ 














Black or Green Cover Black or Green Cover Long life is built into every inch. Mandrel- of ioe 
: built plied construction takes high pres- Sie | 
‘ Sells like hot cakes! Sturdy molded hose Rugged, long-lasting molded hose rein- sures, withstands rough handling. Rec- 
with strong reinforcing braid, good for forced with two husky braids. Tough cor- ommended for garages, contractors, all 
years of use. Pliable, easy to handle. Cor- rugated neoprene cover is easy to grip, hard wear. Sun and abrasion resistant 
rugated cover resists wear and weather- highly resistant to sun and weather. cover. 25 and 50 ft. lengths coupled. All 
ing. (Green cover slightly higher). 25's (Green cover slightly higher). 25's and coupled 25 ft. lengths shipped 10 to a 
and 50's on cards; also 500 ft. bales. 50's on cards; also 500 ft. bales. bale; 50 ft. lengths shipped 5 to a bale. 





sah dpebicohacse is og + Bo San eg 





Boston Nozzles — Fit all couplings — new hose or replacements. Dura- 
ble, made of fine brass, with shut-off control built-in. A simple twist gives 
desired stream, shower or mist. 


Good Luck Washers — Tough and springy, made in accepted red col- 
ors. ... Never harden or shrink, fit all couplings snugly, hold firmly in place. 
Always in demand — order plenty now. Packed on convenient pins for con- 
sumer use. 1 doz. washers per pin — 3 doz. pins per container — 4 containers 
per case (12 gross). 











BW: MAN IBoston Woven Hose & RUBBER CO. 


ENDABLE RU ee 





” Distributors in all Principal Cities 


PLANT: CAMBRIDGE, MASS., U. S. A. ° P. O. BOX 1071, BOSTON 3, MASS. 
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Black Leaf 40® is the original 
brand of nicotine sulphate insecti- 
cide, containing 40% nicotine, 
that has won the confidence of 
millions of farmers and gardeners 
who use it many ways. 


Used as a spray for flowers, 
vegetables, shrubs and fruit trees, 
Black Leaf 40 quickly kills 
aphids (plant lice), leafhoppers, 
most thrips and other soft-bodied 
sucking insects. It’s economical 
and easy to use. It spares bees and 
other beneficial insects . . . Black 
Leaf 40 never stains or burns and 
leaves no objectionable residue 
on flowers, foliage or fruit. Highly 
effective as a repellant to keep 
dogs away from ediibeey. 


Used as a roost paint, Black Leaf 40 rids chickens 
of lice and feather mites. Applied directly to roosts 
with a handy “cap brush’, fumes rise, killing lice 
while chickens perch. Used as a dip, Black Leaf 40 
controls lice on cattle, sheep and goats. Used as a 
drench, combined with copper sulphate, Black Leaf 40 
controls stomach and intestinal worms in sheep and 
goats. 


DEALER PRICE 


SIZE AND SUGGESTED 
ICE PER CASE 


RETAIL PRIC 
1 oz. 

> 8.55 
$20.70 
536.85 
536.60 





The famous Black Leaf® trademark is the 
tried and trusted friend of millions of 
Americans. 


For many years, it has been the symbol 
of quality and dependability to home gar- 
deners, farmers, stockmen, fruit and veg- 
etable growers and florists. 


Nationally advertised in hundreds of 
publications — magazines, farm maga- 
zines and newspapers — Black Leaf pest 
control products are alwaysin big demand. 


Black Leaf Aerosol Insect Killer is a 
new and different, highly-effective 
formula, containing concentrated pyre- 
thrins and piperonyl butoxide. Con- 
tains no DDT. Ideal for home use. 
Push-button action. Quickly knocks 
down and kills flies, mosquitoes, ants, 
roaches, bed bugs, clothes moths and 
silver fish. Leaves no unpleasant odor, 
is non-flammable and otherwise safe 
for normal handling, storage and use. 


SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE PER CASE 


12 oz. $1.60 dozen $12.80 





Black Leaf Warfarin Mixed Bait is the 
convenient form of warfarin rat 
and mouse killer. There’s nothing 
to add. It’s ready to use. It’s 
genuine warfarin machine-mixed 
with specially selected and proc- 
essed grain that never becomes 
rancid or sour. Rats and mice like 
it and continue to eat it until 
they die. Because other rodents 
are not warned, entire colonies 
are easily destroyed. 


SIZE AND. SUGGESTED DEALER PRICE 
RETAIL PRICE PER CASE 


1 Ib. dozen $ 6.24 
5 lb. $ 2.98 $11.92 
25 lb. $12.48 two $16.64 





Black Leaf Warfarin Concentrate is the eco- 
nomical form of warfarin rat and 
mouse killer. It makes 20 times its 
weight in rat and mouse killing bait! 
Your customers save money by mix- 
ing one part with 19 parts of corn 
meal, cereal, meat, fish or other ac- 
ceptable bait material available 
locally. Tasteless, odorless Black 
Leaf Warfarin Concentrate never 
causes “‘bait shyness.” 


SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE PER CASE 


two doz. $ 7.84 
$13.80 
$24.00 
$19.92 


Dependable Pest Control Producis 
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Black Leaf 50% DDT (Wettable 
Powder) controls cabbage worms, 
flea beetles, Japanese beetles, leaf- 
hoppers, potato beetles, tarnished 
lant bugs, corn borers, tomato 
ornworms, aphids, white flies, and 
similar insects on vegetables. Con- 
trols codling moth, apple maggot, 
grape berry moth and other insects 
on fruit. Follow schedules of local Pale 
authorities. Used as a building and Sitges 
premise spray it controls flies and 
mosquitoes. Also controls sod web 
worms, Japanese beetle grubs in 
lawns. 





SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE PER CASE 


eee ery two doz. $15.36 





Black Leaf 5% Chlordane Dust 
is a versatile insecticide dust 
which kiils household and garden 
pests by contact and by vapor. 
Has lasting effective killing power. 
Controls ants, roaches, silverfish, 
spiders, grasshoppers, earwigs, 
crickets, cutworms, strawberry 
root weevils, cabbage and onion 
maggots. Controls Japanese bee- se 
tle grubs and chiggersinthelawn. | ee 




















SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE PER CASE 
1 Ib. Sere two doz. $5.28 
eS, eee dozen $9.52 
BS We es oc sc eenn two $7.32 








Black Leaf Arsenate of Lead is 
a favorite for spraying or dusting. 
One pound makes 30 to 50 gallons 
of spray. Controls potato beetles, 
and other leaf-eating insects which 
attack vegetables, fruit and shade 
trees, tobacco, and ornamentals. 
Applied to lawns at the rate of one 
pound to 200 sq. ft., controls 
Japanese beetle grubs and similar 
insects. 








SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE PER CASE 


a eee two doz. $11.76 











Black Leaf Garden Dust is a multi- 
purpose dust or spray, combining the 
advantages of nicotine, pyrethrum and 
rotenone for control of chewing and 
sucking insects—plus a concentrated 
fungicide for protection against fungus 
diseases of flowers, fruits, and vege- 
tables. Ideally suited for home gar- 
deners who desire a combination insec- 
ticide and fungicide. 


SIZE AND SUGGESTED DEALER PRICE 


RETAIL PRICE PER CASE 
V2 Ib. NG 6.6 oawee Col dozen $5.10 
fe) eer dozen $9.20 


et a ee 


»». Since 1885 
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Black Leaf 1.00% Rotenone 
Dust is an effective, free-flowing 
material with superior dusting 
qualities. Non-injurious to hu- 
mans and animals. Controls a 
wide range of farm and garden 
pests such as bean beetles, cab- 
bage worms, asparagus beetles, 
flea beetles, and similar chewing 
insects infesting vegetables and 
flowers. Effective against lice and 
fleas on domestic animals and pets. 



















SIZE AND SUGGESTED DEALER PRICE 








RETAIL PRICE PER CASE 
1 Ib. ee two doz. $ 5.60 
J! ae dozen $10.00 
. | e 8) eee $ 7.70 








it will pay you to stock a complete line of Black 
Leaf pest control products. Place yeur order with 
your regular distributor. Every product is attrac- 
tively packaged and carries full directions. 


if you desire additional information on these 
and other Black Leaf products, communicate 
with the address below. Your inquiry will re- 
ceive prompt attention without charge or obli- 
gation. Let us help you solve your customers’ 
pest control problems. 



















All prices are subject to change without notice. 


Tobacco By-Products & Chemical Corporation 


Richmond, Va.- Louisville, Ky. Montgomery, Ala..Waco, Texas - San Francisco, Cal. 
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Mr. Hardware Dealer- 
here's a brand new item 
to make money for you 





FAMOUS TAYLOR-MADE 


Red Tip 
TONGS 


Now, dealers can sell these popular tongs which have been 
standard equipment on the famous LOGGERS DREAM 
for years. Thoroughly proven and accepted by the lumber 
industry as the best tong on the market. Made of fines? 
nickel chrome high tensile steel forgings. MAIL COUPON 
TODAY. 


F TAYLOR MACHINE WORKS, Dept. A 
| LOUISVILLE, MISSISSIPPI 


Please send me pairs of tongs, as indicated below. (Mini- 
mum order—i0 pairs.) Ship via ———————————.._ NOTE: 25% 
discount with 2%, 10-day terms. Additional 5% quantity discount 
if dealer buys $3,000.00 worth of tongs within 12 month reriod. All 
prices F. O. B. Louisville, Miss. 

Quantity Description Price 

. $10.35 set 
$15.20 set 





e 
Extra Small Pole Tongs (I"' Stock)...... : 
Small Tongs (1'4"" Stock) 18° Opening....... 
————. Medium Tongs (1%"' Stock) 22° Opening..... $17.50 set 
Large Tong (!/2"' Stock) 28" Opening...... .. $34.35 set 
Extra Large Tongs (154'' Stock) 32° Opening... $37.60 set 
No. O End Tongs with 16’ Sling (',"' Wire 


NEE peladaswuseiderasDareascosowsseéecous $30.20 set 

















(For %'' wire rope add 5¢ per 
———— No. | End Tongs with 16’ Sling (5%"' wire 
Rove) : P i $35.40 set 
(Add |8¢ per ft. for longer sling) 
For Swivel on All Tongs 
Hooks for '/2"" or %"' Wire Rope 


$ 4.20 each 
$ 4.50 each 
Openings Are Approximate and May Vary Siightly 

NAME 


(Add 1I5¢ per ft. for longer sling) ‘) | 
‘00 











PLEASE EVERY 
CUSTOMER”’ 






Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


MANUAL 
TRAINING 


ADJUSTABLE 
CARTON 


TESTED 
QUALITY 
FOR OVER 
100 YEARS 















ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 








SPeeeeseseeeeeeeeeeeeeseeeeeeeeeeseseee tty 


WEATHER STRIP 
Stops Drafts! - Easy to Apply! 


» Attractively Packaged in Ready- 
to-Sell Units . . . enough 
weather strip and nails 
in each package for 
average size window or 
door! 


Jack Frost Weather Strip 
is quality-made of flexible, rust- 
proof, white metal and heavy 
wool felt. Designed to stop 
drafts... keeps cold out—keeps 
heat in. Easy to put on with 
hammer and snips. 





iivstrated 
Sales a. 










an 
Price List 








DY Manufactured by 


NATIONAL GUARD PRODUCTS, Inc. 


P.O. BOX 4754 ©¢ MEMPHIS, TENN. 


540 JACKSON AVE. » 
Manufacturers of Metal Mouldings—Weather Strips 


fereer Door Grilles—-Windew Guards 


a 
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Self-Contained, 
PERMANENT 
Air Pressure 

Control 


he comppteitly NEW shallow wlll waltr system 








Note These Features! - 
* No bothersome air control required. ® High Efficiency, Multi-Stage Centrifugal Pump. 
* High capacity: 320 to 685 gallons per hour. ® No Jet in the “CUSHIONETTE”. 


* Self-priming ... completely automatic. ® No Stuffing Box difficulties. ; 
* Compact...can be located in restricted areas (such ® Complete Packaged Unit... ready to hook up to 
as under kitchen sink.) well and house connections. 





The “Cushionette” is the latest development in the big line of Deming Water Systems 





Fig. 1975 Fig. 


1062 
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IT’S A Wall BRUSH! 


As assembled, the 3-4-1 is a top-quality 
4” wall brush. Made of 100% pure 
Chinese bristle with a bristle length out 
of 242”, this outstanding brush buy is 
D O free! You'll find it easy to order, 
even easier to sell. 


“Triple-Lock” Construction Means 3-Way Sales For You! 


IT’S A Varnish BRUSH! 


A turn of the handle, a twist of a screw 
and the 4” wall brush converts in 
seconds to a 242” varnish brush! Noth- 
ing extra to buy! No special tools needed! 
A “built-in” handle screwdriver attach- 
ment makes assembly easy. 


THE BRUSH THAT'S ACTUALLY 
3 BRUSHES IN 1! 





IT’S A Sash BRUSH! 


Amazingly versatile, the 3-4-1 also con- 
verts to a 142” sash brush! You sell a 
single brush that works 3 ways, gives 
smooth, neat paint jobs no matter which 
size brush is used. You sell a combina- 
tion of brushes ideal for every paint job! 


WORLD'S MOST VERSATILE PAINT BRUSH 

















Z 
RY 
t 
# 





OU Sell 





+) QRS Same i 


No other brush made, no other brush sold is 
as versatile as Baker’s new 3-4-1! With 
Baker’s 3-4-1 you sell one brush that’s ac- 
tually three brushes in one. You sell a single 
brush that performs three jobs. You make 
quick sales, you earn a fair profit, you sat- 
isfy your customers, you build good will. 


Powerful promotion will make Baker’s 3-4-1 
the most wanted brush in the country. Dy- 
namic merchandising aids and consumer 
advertising will bring new customers into 
your store. Tie-in with Baker’s 3-4-1 brush. 
Today — write, wire or call your nearest 
Baker distributor, or use the coupon below. 





BETTER BRUSHES for BETTER PAINTING 


SPECIAL 





Order one-half dozen 3-4-1 brushes today 
get an attractive “‘serv-yourself’ display 
carton absolutely FREE! Ask your distributor 
for Baker’s new promotion kit! It contains 
free window streamers, folders, booklets and 
newspaper ad mats...everything you need 
to make the 3-4-1 the fastest-selling brush 
in America! 








* Veteran 


Lowe Brothers Dealer 


Enjoys Steady 


Sales Increase 


despite 
mounting 


G 
pISTINCTIVE pACKAGIN 


competition! 


.. Attributes continuing success 
to product quality and cooperation 


Who knows better the selling merits of a paint line than 
a dealer who has sold it for many years—through good 
times and bad—and reports steady climb in sales through- 
out? There are many such Lowe Brothers Dealers. 

... Here are some interesting facts about one of them. 


This dealer’s sales records show that his business has ' 


grown steadily—rapidly—each year since lining up with 
Lowe Brothers. Significantly, two competitors opened 
stores in his immediate area during the past ten years— 
yet, his steady yearly increase in sales has continued! 
To what does he credit this continuing success? First 
—to the basic high quality of Lowe Brothers Paints. Sec- 
ond—to the many extra L. B. product features and mer- 
chandising aids that build quick acceptance and lasting 
preference. These include aggressive factory support— 
close cooperation and valuable help in advertising and 


point-of-sale promotion. 


*T his Lowe Brothers Dealer’s name on request. 








@ 


L 
CONSUMER APPEAL 


Yes—all boiled down, you have the same story once 
more. It’s a customer-winning (and holding) combination 
of unsurpassed product quality, distinctive packaging, 
great consumer appeal and continuous factory coopera- 
tion—(constant, consistent, coordinated advertising sup- 
port) that builds sound, growing, profitable businesses 
for Lowe Brothers Dealers everywhere! Just ask any of 


them, new or old! 


The Lowe Brothers Company « Dayton 2, Ohio 


Lowe Brothers 


PAINTS x VARNISHES 
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Didya KNOW THIS 


about these WIZARDS wits WOOD 


. . . that every month hundreds of people are answering our enlarged 
campaign of ads in 27 publications! for Weldwood Glue, Firzite and 
Satinlac . . . and that we turn these inquiry-leads over to our registered 
dealers . . . Are you one? If you're not yet registered, drop us a postcard. 


UNITED STATES PLYWOOD CORPORATION 


Dept. 378, 55 West 44th Street ° 


New York 18, N. Y. 











America’s Largest Selling Wood Glue 


WELDWOOD* 
"ain GLUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue — for all 
wood - to- wood 
= bonds. Makes joints 
stronger than the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c and larger sizes. 












Tame that wild grain with 


FIRZITE 


Over 40 million feet 
of fir plywood are 
» sold every week! 
‘ Here’s your market 
for FIRZITE, be- 
cause it’s a “MUST” 
when finishing fir ply- 
wood or any other 
soft woods. Used as 
an undercoat it “tames” unsightly wild 
grainon stain jobs... virtually prevents 
grain raise or checking on paint jobs 
. .. Feadies the surface satin-smooth 
for stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy’ look, recommend White 
Firzite on either soft or hard woods.) 








A“Natural” for these modern “natural” finishes 


SATINLAC 


The big modern trend 
is for light natural 
® wood finishes. When 

customers ask you what 
to use, you'll make 
friends by recommend- 
ing SATINLAC. It 
brings out and pre- 
serves the natural 
grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 
low or darken with age. “Water- 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 





In pints, quarts, gallons. 














3 aM 














a. 4 


as 


*Trade Mark 


tIncluding Saturday Evening Post, 

Better Homes and Gardens, American 
Home, Living for Young Homemakers, 
Popular Science, Popular Mechanics, 
and over 20 others. 
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SPECIAL LOW PRICE “Anniversary” Offer On A New 
Line Of Job-Tested, Master-Blended 70-30* Brushes 


LINZER enters its 60th year with a parade of anniversary profit- 
making offers. Here is your opportunity to join with us in a Giant 
Celebration to bring you even greater profits than ever before. 
*70% pure bristle and 30% flagged horsehair expertly blende 
to give master painters a brush that is ONLY 10% LESS EFFICIENT 
THAN 100% PURE CHINESE BRISTLES 





*"Navy Bureau of Ships cited 
an industry test which indicated 
that brushes with 70% bristle 
and 30%, horsehair are only 
10%, less efficient than 100%, 
Chinese bristle brushes.” 


BRUSHWARE, September, ‘51 











The LINZER Banner Special Anniver- 
sary Line in 3”, 314” and 4” sizes 
with 4” trim made to sell for $7.25, 
$8.25 and $9.25 . . . available to the 
trade at SPECIAL LOW PRICES to 
retail at approximately $4.95, $5.95 
and $6.95. 


Your costs upon request 
Contact our local representative or write direct 











* UNCONDITIONAL GUARANTEE AGAINST ALL FACTORY 
DEFECTS. 


DIRECT FACTORY-TO-RETAILER POLICY. 


* WAREHOUSES STRATEGICALLY LOCATED FROM COAST 
TO COAST. 


TOP QUALITY BRUSHES FOR EVERY PURPOSE 


DAVID LINZER & SONS, INC. 
10-20 Astor Place, Dept. 3 AB 
New York 3, N. Y. 


Gentlemen: 
(C0 We are interested in complete information and prices on the 
BANNER “Anniversary” Line. 


| 

| 

| 

| 

| 

| 
FOR BRUSHES THAT BRING REPEAT BUSINESS STOCK | 

| CO Please have your local representative call. 

| 

| 

| 

| 

| 

| 


INV, 4 ER BRU. 4 HE. { (REE PE a PEE RE OE PE Ee a ee ra 
eS. es een en a die ewbede Wars ous dees ehabneneeeae® 
es David Linzer & Sons, Inc. 
eC ”») 10-20 Astor Place—New York 3, N. Y. aro ckccncans weovauseriacseneeass Deiiccnses Stete...... 
“BRUSHES” ‘MANUFACTURERS OF QUALITY PAINT BRUSHES SINCE 1892 ATTACH TO YOUR LETTERHEAD AND MAIL TODAY! 
EEE EEE hn cay nen Sten AA ED DEES GED CD GED SED SD GED GND SND SEND SED CED GED GND GND GED GED GUD GND GND 
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FIFTY THOUSAND WONDER-WANDS SOLD BY ONE JOBBER IN 195% 


DEALERS, JOBBERS AND HOUSEWARES BUYERS | 
$ 


THE SENSATIONAL SALES YOU EXPERIENCED IN 1951 
ON WONDER-WAND WILL BE DOUBLED IN 1952 
WITH TWO GREAT NEW WONDER-WANDS! 


NEW Super Wonder- Wend 








with WONDER-FLOW CONTROL VALVE 
Ce and full 4-foot aluminum handle. 

— WONDER-WAND brings you two great new values. The SUPER WONDER- 
WAND which you sold at $4.95 will now feature the WONDER-FLOW CON- 
TROL VALVE at no extra cost. A twist of the wrist turns the water on or off 


and controls the flow of water. New feature exclusive with WONDER-WAND 
will attract many new customers and will mean repeat sales to old WON- 


















DER-WAND users. 


NEW Standard Wonder-Wand 


_aammamonnemnemameammooees.--~ 1D. 


To assure you of doubling your sales in 1952, we are offering a new stand- 
ard WONDER-WAND model at $3.95. This new low price will attract even 


the most budget conscious customer. At this price we are offering the same 
indestructible plastic head with a new combination of natural and DURO- 


STYRENE bristles, three foot aluminum handle and brass hose nut. 














Two New Spring Sellers Which Are Already Matching 
Wonder-Wand Sales Appeal 


WONDER-WISK inTERIOR BRUSH COMFY cu ttivator 
OF 100 USES i Feature COMFY 


agmiss Cultivator and reap 












a harvest of happy 
$4 95 customers. Its per- 
fect design, quality 
Retailers report sales on tnis ond appearance 
equalling WONDER-WAND. sell it on sight. Made of tempered chromed 
Brush converts to three sep- steel with indestructible plastic handles for 
arate brushes that can be comfortable grip. Adjustable nylon band 
used with two foot — four foot — six foot positions tool for perfect fit. Nationally ad- 
handle. For walls, ceilings, door tops, radia- vertised. Featured editorially 
tors, valances, stair wells, bric-a-brac shelves, by America’s leading home $2 95 
books, cabinets, venetian blinds and drawers. magazines this spring. 





In line with our standard policy better than average discounts apply on all items. 


OVER 500 SELL-OUT NEWSPAPER PROMOTIONS IN 1951 BY LEADING DEPARTMENT STORES. 


WESTERN HOME PRODUCTS, ALLENDALE, N. J. f& 
OVER TEN THOUSAND WONDER=WANDS SOLD IN 1951 BY ONE LEADING 
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Sales (Increase 


jn 3 Months! 


Are you getting your share of the dollars being spent for sensational KRYLON? 


REGULAR LARGE SPACE ADS IN SATURDAY EVENING POST, 
POPULAR SCIENCE, POPULAR MECHANICS, AND OTHER NATIONAL MAGAZINES 


**“Krylon-izing” is the new household word all 
over the country. For this fabulous Acrylic 
coating has more uses in home, workshop and 
office than rabbits have baby bunnies! Krylon 
advertising reaches every nook and cranny of 
| the land. And everyone who walks in your door 
is a prospect. Krylon seals, protects, beautifies 
most any wood, leather, paper, metal surface. 
Rustproofs metal. There’s never been anything 
like it. Don’t let your competition get the jump 
on you. Order Krylon from your jobber today! 






¢ 
®’stac crear 





heres The 4asU (MOVING 
STARTER ASSORIMEN 7” 


e Potent counter display, small in space, big in sell 


try iie SPRAY 


hy Pot. No 1,945,998 
"ta hop and Household | 


i ; PRESERVes . pysren0o” 
ble, 


. ¢ 
Waterproof, ocid-resitae 


§ e Good-humored, hard-hitting consumer folders 
e 4 12-0z. cans of crystal-clear Krylon (retail $1.95 each) 
e 4 12-o0z. cans white Krylon (retail $2.25 each) 
e4 12-0z. cans aluminum Krylon (retail $2.25 each) 







YOUR COST ... $17.20 
YOU SELL FOR. . . 25.80 
YOUR PROFIT... 8.60 
(Open stock priced to bring regular 50%, markup) 
KRYLON, INC., Dept. 1801, 2601 N. Broad St., Phila. 32, Pa. 
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Mf Horeyuhy \ 
Pittsburgh’s : - . 
Ra Stipe. \> : 


is the brush j he. 
for you! 4 * made by the ~S 


FREE—the story of Neoceta 
—its development, its 
amazing characteristics. 
Write to the address shown 
elsewhere on this page for 
your free copy of this in- 
teresting booklet. 


manufacturers of 
PITTSBURGH’S famous 


Gold Stripe BRUSHES a\ 


ITTSBURGH’S Red Stripe brushes look better 

. are better... sel] better! Red Stripe combines 
hogs’ bristle with scientific Neoceta bristle . . . the bristle 
designed specifically for painting. Both bristles wear at the 
same rate... your customers’ assurance of smoother, neater, 
faster work! And remember — you can sell your non-pro- 
fessional customers Red Stripe all-Neoceta brushes with- 
out priorities. 


FOR THE ADDRESS of the Pittsburgh branch nearest you, 
write: PirTtsBURGH PLATE GLass Company, Brush Div., 
Dept. D-2, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Kad Stripe 


BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS 
PITTSBURGH PLATE GLASS CGP AWNY 
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Sheffield ... the LEADER... is often copied . . . BUT 

N NEVER DUPLICATED .. . has now developed the most 

MIN sensational aluminum paint! Continued research by our 

technicians has developed an EXCLUSIVE formulation for 

FOR OWENS. STOWE PIPES /wirustat? RED HOT that creates a FUSING ACTION that takes 

AND CES : place when heat is applied resulting in a SMOOTHLY 

Conway FURNA \ of nes FUSED ALUMINUM SURFACE! GET THE BEST... get 
epee” SHEFFIELD BRONZE PAINT YY" the NEW RED HOT! 


co em or 


USE IT EVERYWHERE 
GUARANTEED Wherever EXTREME HEAT IS REQUIRED 


* To Withstand at Least 1600° of Heat 
* Not to Discolor 
* Not to Blister.. Peel Off ..Chip..or Crack @ OVENS and STOVES 


* Insoluble in Ordinary Solvents © REATING PIPES and CHIMNEYS 


: = 
Sheffield Va 2 PAINT CORPORATION = 


ONE OF THE WORLD'S (A Aare 
CLEVELAND 19, OHIO SEE 


MANUFACTURERS OF ALUMINUM PAINTS 


@ FURNACES and BOILERS 
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Black Panther 
Merchandising Displays Build Your Sales 


These beautifully designed Black Panther Display Boards 
attract customer attention, get impulse sales. 





They're made to show off the tools and at the same time let 
your customer service himself, buying direct from the board. 





Glazier Points 


BLACK PANTHER 
DISPLAY BOARD 


No. 1 
Tool No. List Price 
40 —Wood Scraper ...............04. $0.15 ea. 
41 —Wood Scraper .............0000 .45 ea. 
42 —Wood Scraper ..............000 .85 ea. Model 200 Floor Polisher 


46 —Triangle Scraper .............. 
48 —Half Ogee Scraper ........ 





66 —Razor Blade Scraper ........ 


Tools include fast-selling items in both the popular price and higher price field. 
Both boards shown are the same size, 15x16”, and hold the same value in tools. 


BLACK PANTHER 
DISPLAY BOARD 





No. 2 
Tool No. List Price 
50 —Putty Knife ...........0 $0.15 ea. 
70 —Wall Scraper .............0000 .25 ea. 
80 -Linoleum Knife .............. .40 ea. Sanding Block 
55-1%4F—Putty Knife .............000ee00s 85 ea. 
75-3F —Wall Scraper .................. 1.20 ea. 
85-212 —Linoleum Knife .............. .70 ea. 





Buy Your Black Panther Tools Through Your Jobber 


BLACK PANTHER TOOL COMPANY 


401 North Broad Street, Philadelphia 8, Pennsylvania, U.S.A. ee 
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“My customers’ comments PROVE 
SK(L Home Shop advertising makes sales!" 








—says GORMAN KULLANDER, 
store manager, 
REINEMAN HARDWARE CO. 
Burlington, Wisconsin 









SKIL Home Shop Dealers 
do biggest volume 
for five big reasons! 








1. SKIL national advertising creates sales 
by giving your customers a money-saving 
hobby. The “How To Do It” promotion in 
leading national magazines has broken rec- 
ords for inquiries from SKIL prospects. 









2. Best acceptance ... keeping home own- 
ers and hobbyists asking for SKIL Home 
Shop Tools by name! 





“Time after time, customers who buy SKIL Home Shop 
Tools comment on SKIL ‘How To Do It’ advertising,” 
says Mr. Kullander. ‘‘Many of them,” he adds, “‘have 
sent in for SKIL charts and bring these plans to the store. 
We know SKIL advertising reaches a broader market in 
more volume, and has more consumer interest than the 
promotions of other lines,”” Mr. Kullander continues, 
“and this advertising is a big factor in SKIL’s fine ac- 
ceptance. People know a tool with the SKIL trade mark 






3. Biggest line in the home shop field... 
16 tools in all. You never miss a sale because 
you couldn't fill the order. 







4. Best merchandising ... displays, self- 
display cartons, window banners, special 
promotions. 






5. Active efficient sales cooperation by ex- 
pert SKIL representatives. 








is quality-made to give top performance.” 


Call your SKIL Wholesaler for complete information 


SKIL 





SAWS © DRILLS 
DRILL KITS 
SANDER POLISHERS 
BELT SANDERS 
OSCILLATING SANDERS 


SKIL Home Shop Tools are made only by SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Ill. 
. 
Skilsaw Factory Branches in 34 principal cities 


In Canada: Skiltools, Ltd. 
3601 Dundas Street West, Toronto, Ont. 


 lools 
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A complete transmission department—‘right at 
your finger-tips"—that sells more PULLEYS . . 
MANDRELS . . BEARINGS .. COUPLINGS . . COLLARS. 


No hunting thru shelves or in drawers. Every item in full 
view attractively displayed on red, white and blue dis- 
play boards. Get your share of this profitable year- 





No. 60 PULLEY DISPLAY 


A complete assortment of the 57 fastest selling 
“A" section pulleys from 1!/2" to 10" in diam- 
eter . . . with standard bores of !/2"-54"-34". 
Requires a wall space only 16" wide by 36” 
high. 





No. 50 PULLEY DISPLAY 


This compact, colorful display in red, white 
and blue will increase your pulley sales. You 
get 24 pulleys in twelve popular sizes from 
1," to 5" in diameter . . . with standard 
1/,"-54"" bore sizes. 


for 
fower Too! 


Equipment! 


cround business. 





aa 
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No. 40 TRANSMISSION DISPLAY 


There's real profit in power transmission ac- 
cessories. Every Farm, Factory afd Home- 
workshop uses bearings, couplings, collars, 
and pillow blocks. With this display you 
feature 75 of the following fast selling power 
accessories . . . 4 flexible couplings .. . 24 
pillow blocks . . . 8 journal bearings . . . 35 
shoft collars .. . 4 adjustable hangers . . 

which requires a wall space only 13" wide 


by 25" high. 


fingertip Displays 


MAKE YOUR STORE HEADQUARTERS 


CHICAGO 


) 





No. 80 MANDREL DISPLAY 


This attractive red, white and blue display 
features 7 of the fastest selling saw and grind- 
ing mandrels. Models for Farm, Home, and 
Factories. This display will require a wall 
space only 16" wide by 32" high. 





No. 70 MANDREL DISPLAY 


You sell more mandrels when you feature 
this silent salesman. Six popular saw and 
grinding mandrels, for Farm and Homework- 
shops, attractively displayed on this colorful 
counter board. 


Chicago DIE CASTING MFG. CO. « 2510 w. Monroe st. * CHICAGO 12, ILL. 


54 
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Here’s the Complete 


New SIMONDS LINE 


of High Quality, Popular Priced Saws 


This new red package holds a deal that will put more “sail” on your sales! It’s 
the new high-quality, popular priced Simonds SI-CLONE Line of saws for home 
workshops, schools and contractors. And it’s a complete line . . . 13 types of saws 
from Cut-Off to Dado Head (including Carbide-Tipped and “Easy-Cut’”) in 
diameters up to 12”. Furnished with any type or size of center-hole for use on 
table, radial arm, or electric hand saw machines. 





This new Simonds SI-CLONE Line is backed up by a complete advertising 
campaign . . . including counter displays, folders, and window streamers for you 
...plus consumer advertising in the favorite national magazines of your custom- 
ers. Get the full details on this new sales-building Simonds SI-CLONE deal today 
...get in touch with your jobber or the nearest Simonds Factory Branch Office. 


"CLO: 


wr” 


SAWS 






ss, 


BiSIMONDS| 


= SAW AND STEEL. ies 





p IAT 


Factory Branches in Boston, Chicago, San Francisco 
and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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é They give that extra sales appeal, that final 
finishing touch. 





Here's why... 

Hexagon heads —full finished —completely machined 
—top and bottom .. . bearing surface washer faced. 
Top of head chamfered . . . sides parallel and smooth, 


mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 


More and more buyers simply specify Shinyheads. Justi- 
=. fiably famous — Shinyheads have earned the reputation 
Shi nyh eads as “America’s best looking cap screw.” 








NC or NF Thread 








The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ° . ° CLEVELAND 13, OHIO 


AP AND SET SCREWS + CONNECTING ROD BOLTS » MAIN BEARING BOLTS » SPRING BOLTS AND SHACKLE BOLTS - HARDENED AND GROUND BOLTS + special 
(ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS » FERRY PATENTED ACORN nurs 
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~ CAMPBELL 
CHAIN 


Campbell provides a single source for all kinds of chain—dog 
leads and log chains, tie-outs and sling chains, halter chains and 
binding chains . . . chain for every need. And Campbell Chain 


is packaged for profit—easier to stock, display, and sell. 


Ask your wholesaler—or write direct—for complete information. 


Ge > 


CAMPBELL CHAIN Gomsany 


Main Office —Y ork, Pa. 


Factories—York, Pa., and West Burlington, lowa 
















ms we 


dium and small eyes, in 
steel or brass. 


SHOULDER HOOKS — brass 
SCREW HOOKS — square with firm base. 
bend, curtain rod hooks, 
steel or brass. 













GATE HOOKS AND EYES— 
full size range. 








PORCH SWING HOOKS — 


CUP HOOKS — brass with with lag thread. 
firm base. 























EYE BOLTS—with lag 
thread, turned eye. 


CLOTHES LINE HOOKS — 
4 HOOKS—round end plate and screw type. 


type, in steel or 





HAMMOCK HOOKS—plate 
and screw type. 





EIGHT HOOKS— 
in steel or brass. 






Turnbuckles Line 
Saves Money and Time! 





TURNBUCKLES, INC. 
BOX 333, MICHIGAN CITY, IND —_ Factory: GRAND BEACH, MICH. 


"One Good Turn(Buckle) Deserves Another” 
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| 4 IMPORTANT REASONS WHY 
NATIONAL LOCK HARDWARE 
ak LA yperify and Ws 


National Tutch Latch 


Proven popular, this fine item for use on wood cabinets opens 
doors automatically with gentle touch of finger, wrist, elbow 
or knee. Easily installed. It's hidden from external view when 


door is closed. Inexpensive to purchase, profitable to sell. 


Nl Prodirx CAPINET HARDWARE 


No. 129 Cabinet Hardware Assortment 


This assortment of beautifully-styled, chromium finish cabinet hardware 
requires only a small investment, yet answers a big part of all normal re- 
quirements. Complete with compact counter display board to help you sell. 


Builders Hardware 


A broad line of quality builders hardware. Butts, hinges, 
sash lifts, sash locks, barrel bolts, continuous hinges... 
CO eaillile me ol mal t-te MmohZellielo)(-Miceluimell-Mel-Jol-alelelol (Biel cae 


Order from 
Your Supplier 


Ball Bearing Casters 


Mele) Mn ioMe » leh ile\alel Me Mela amt ote aii Mell] aitelel 31-1; requirements Ar extensive 


2) 


Ti [-To flolaMe) Moll MD 2 ol-c MM olceluilolib amen Zell (elo) (-Mie dela cole|-To MAM TiU ge h Aeel afore 
| f Distinctive Harntwarve... ll From bh hue 
} i} 
A | || 
NN NATIONAL LOCK COMPANY 
eed 


Rockford, Illinois ° Merchant Sales Division 
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New Safety Blades 


for Portable Saws 


Universal Bore— 
Fits all Standard Makes 


Here’s the first Safety Circular Saw Blade made 
especially for portable saws. Has universal bore that 
fits most standard makes—which means a minimum 
stock investment. Made of chrome vanadium steel. 
Requires less power—and minimizes danger from 
circular sawing. Attractive display unit available. 


PTI-The Original Safety Blade 
for Circular Saws 


PTI is the dependable. precision- 
made safety saw blade that is creating 
a sensation everywhere. (U.S. Patent 
No. 2,559,355.) Made of chrome 
vanadium steel—these blades are the 
outstanding value in this field. 
Nationally advertised. Effective 
display and advertising aids 
furnished to all dealers. 


Safety Blade Sharpening Attach- 


SPRING 
HINGES 
ARE THE 


BUTTON TIPS 
STANDARD 
TYPE 

NO. 29 








ments—Now 
Available 


New PTI low-cost grinding 
attachment enables anyone 
to produce precision 
sharpening on PTI safety 
blade. Offers extra profit 














possibilities for you. 
Write for Circular and Dealer Prices 


| 401 Broadway 
ni Cc @ New York,N. Y. 





The tape with 
the yellow core | 
made by 
OKONITE 


\ 


ie 
SOLD ONLY THROUGH 


RECOGNIZED WHOLESALERS 
WA / ; 
PA lor inte (tithe... 


anf 7s 
Panther ond Dragan 


friction and rubber tapes 
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Set No. H 
Set No. H 
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ww PLASTIC CYLINDERS 


@ PACKED IN ATTRACTIVE DISPLAY CARTONS 







SN 9 assortments of the 
drills 






famous 














They’re Easy to Sell because... 


] These twist drills are the identical high quality tools that 
have been first choice in America’s leading metalworking 
plants for 75 years. They are the best drills you can buy! 

2 Each set is complete ... compact... handy to use. Clear 
plastic container gives perfect visibility ... makes it easy 
to select the right drill. 

The sets are available singly, or packed in the new self- 
selling display carton illustrated at the right. Carton takes 
up little counter space .. . speeds your turnover. 


THESE SETS CONTAIN REGULAR LENGTH, 


EN s 
— a — , ° » THESE SETS CONTAIN SHORTER HOME LENGTH 
Set No. H-370 Contains 13 high speed drills, 4%" to 4 DRILLS, FOR PORTABLE USE 
by 64ths. 12 sets in display carton : : ; P . 
Set No. H-170 Contains 13 carbon steel drills, 4%” to 4” Set No. H-270 Contains 13 high speed drills, 4%" to 
by 64ths. 12 sets in display carton by 64ths. 12 sets in display carton 
Set No. H-371 Contains 7 high speed drills, 4%” to 4” Set No. H-271 Contains 7 high speed drills, 6” to 4” 
by 32nds. 12 sets in display carton 


by 32nds. 12 sets in display carton 
Set No. H-171 Contains 7 carbon steel drills, 44" to 4” Set No. H-272 Contains 8 high speed drills, 4%" to 4” 


by 32nds. 12 sets in display carton by 16ths. 6 sets in display carton 


Set No. H-372 Contains 8 high speed drills, 44” to 4%” ividlan tees wenee Dalits 
ur Jobber, or 


by 16ths. 6 sets in display carton ; 
Set No. H-172 Contains 8 carbon steel drills, 4%” to 4” write to our nearest Stockroom 
by 16ths. 6 sets in display carton — 







THE CLEVELAND TWIST DRILL CO. 2 
1242 East 49th Street Cleveland 14, Ohio & 


Stockrooms: New York 7 « Detroit 2 * Chicago 6 « Dallas 2 * San Francisco 5 
Los Angeles 58 « London W. 3, England 


CLEVELAND JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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NEW! THE G-E ALL-PURPOSE FAN. At last, a fan that offers 
safety-minded design. But you can sell your customers more 
than just peace of mind with G. E.’s smart new finger-guard 
grille and ‘“‘safety-depth”’ cabinet . . . this frost-grey beauty 
will add a style note to any room, any decor. Versatile, too. 
Sell it for use as a floor, table, or wall circulator, or as a 
window ventilator. Retails for only $34.95* 


4 
4 


G-E Fans and Circulators give you extra coolness... 


PLUS ¢ 1 New safety-minded design. 2 These whisper-quiet G-E Fans 3 Service-free dependability. G-E 

* That’s an important point in any © and Circulators will never inter- ® Fans and Circulators don’t even 
x rupt a conversation, never dis- need oiling for at least 10 years. 
turb a night’s sleep. 









home —and it’s a ‘‘must’’ in 
homes where small chil dren play. 


A real traff 
dow or on « 
trac‘ive snc 
flutters whi 








es 





NEW G-E TWIN-FAN VENTILATOR. The best friend a sum- 
mer bedroom ever had! Or any room, for that matter! Its 
two fan units can be reversed, together or singly, to blow 
stuffy air out, draw fresh air in, for gentle and efficient air 
circulation. Automatic ‘“‘Fantrol’’ turns fans on or off with 
temperature changes. Portable. Fits both sash and case- 
ment windows—easily and quickly. Retails at just $74.95* 


Us 





62 


NEW G-E FLOOR-CIRCULATOR. Has two sets of fan blades 
(instead of the usual one) for ‘‘whole-room”’ air circulation 
—wall to wall and floor to ceiling. Does the work of several 
fans, and doubles as a handy piece of handsome furniture— 
as a hassock, a table, or a TV seat. Frost-grey, blends with 
any color scheme. Retails at a thrifty $64.95* 


*Prices subject to change without notice. 


Ley FOR ALL PURPOSES, at all prices, G. E. makes a com- 
Ry plete line of fans. For home, office, or commercial use. 
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As you see at a glance: here’s something 
really new in fans—and fan promotion. 


More than just fans! You can take our 
word for it, they’re as new in cool-breeze 
performance as they are in their smart good 
looks. 


What’s more, they keep your customérs 
pleased and loyal by giving them a big 
triple plus in safety-minded design, restful 
quietness, and attention-free dependability. 


IN KEEPING FOLKS COOL 
(AND KEEPING YOUR FAN BUSINESS HOT )/ 


All are backed, of course, by G. E.’s famous 
over-the-counter warranty. 


And here’s the big pay-off: to help you 
make the most of the profit opportunities in 
this smart new line of fans and circulators, 
General Electric is backing them with the 
greatest promotion campaign in all General 
Electric Fan history! 


Better call your General Electric Fan dis- 
tributor today and get the full story! 





GE gives you 4 triple plus in promotion too ! 
AZ TELEVISION | —Tro sald months on the Gany More Show-088-1V 


FULL FAN-SEAGON COVERAGE IN THE [POST 
Ten smashing full pages and a full-color spread: 


COMPLETE KIT OF MERCHANDISING TOOLS ! 
NEW 


| Al-Purpose Heme Kan 


o. @ | 
ae se o> | 
7 | 






























A real traffic-stopper in your win- 
dow or on counter. Full color. At- 
tractive snow man with scarf that 
flutters when fan is on. 








ed 





A real “silent salesman” in full 
color. No complicated setting up. 
Attaches to fan in a jiffy. 


Counter displays, fan mer- 
chandisers, plenty of hard-hit- 
ting display ideas, including 
balloons, window streamers, 
mail-stuffers, price tags, etc. 


CALL YOUR G-E DISTRIBUTOR TODAY AND GET YOUR ORDER /N EARLY 


GENERAL @@ ELECTRIC 
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RAYMOND BOWERS 
Architect 


- BOWERS & SONS, INC. 
Builders 
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WAREHOUSE AND SHOWROOMS OF THE B.F.GOODRICH RUBBER COMPANY IN PHILADELPHIA, PENNSYLVANIA 


KKK 
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YOUNGSTOWN 
MANUFACTURING. INC. 
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measure - marked 
DISPLAY COILS 


welcomed by both 
sellers and users 

































First quality rope, pre-measured and accurately marked 
every five feet, combined with protective packaging and 
vivid display value! When the customer says “Give me 
(so many) feet”—just count the marks and cut it off. 
Experienced dealers certainly appreciate rope that’s 
easy to handle, sell and measure out. They just natu- 







rally welcome H & A measure-marked Display Coils an 
: , m 
with enthusiasm. wi 
Customers too, like rope they can see and take hold of 
before buying. They also like the speed and accuracy 
with which the footage they ask for is obtained—no Here 
slow measuring with yard stick or other clumsy fumble- Key: 
some makeshifts. Stock keepers in industrial plants also poin 
find the five foot measure-marks a real time-saver when let it 
filling requisitions; while the sturdy hexagonal carton Ar 
protects coils until the last foot has been withdrawn. they 
precz 
with 
Both the famous H & A “Blue Heart’’ Manila Rope and H & A ‘Red 
Heart"’ Sisal Rope may be obtained in these convenient measure- — 
marked Display Coils. Only 1/4”, 5/16”, 3/8”, 7/16” and 1/2” sizes unrol 
are so packed. Approximately 20 Ibs. of rope per coil. The same sizes De 
are also available in full coils and half coils. stone 
new 
sales 
disin 
previ 
find 
“Blue Heart’’ Display Coil cartons colored blue and silver; Loca 
“Red Heart" cartons, red and silver. Hold plenty of footage. help 
1/4 inch, 1000 ft. 5/16 inch, 700 ft. 3/8 inch, 500 ft. 7/16 jobb: 






inch, 380 ft. 1/2 inch, 260 ft. Rope larger than 1/2 inch, not 
available in Display Coils. 







Complete information on request. 







THE HOOVEN & ALLISON 
COMPANY 


“Spinners of Fine Cordage since 1869” 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN, 


« 
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Here’s the winner in more ways than one. The new 
Keystone Poultry Netting display is a real, potent, 
point-of-sale reminder. Just set it “out in front” and 
let it do the sales job for you. 

And, poultrymen recognize it as a winner, because 
they know that Keystone Improved Poultry Netting is 
precision built, it has a neat uniform weave ... it’s made 
with a reverse-twist weave producing a mesh that is 
unusually strong, that stretches up evenly... and it 
unrolls flat, like a rug, there’s no buckling. 

Dealers know it’s a winner because “made by Key- 
stone” means customer preference. In addition to the 
new point-of-sale reminder, the bright trim rolls help 
sales. The inventory tag is another Keystone merchan- 
dising help... just a number jotted at the time of the 
previous sale tells you how many feet are left. You'll 
find it on every roll. Ask for free envelope stuffers. 
Local newspaper mats and radio scripts are ready to 
help you make a bigger NET profit. Order from your 
jobber, or write him for catalog sheets and prices. 


keystone poultry netting 


KEYSTONE STEEL & WIRE COMPANY, Peoria 7, Illinois 


Red Brand fence, Red Top steel posts, gates, Keymesh plaster and concrete reinforcement 
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HAND LAWN MOWERS 


Lightened by modern alloys, 
toughened by modern steels, 
improved in many ways, BUCK- 
EYE Hand Mowers continue to 
dominate the field by fine per- 
formance and economical pric- 
ing, just as they have done for 
many years. 





You can't offer your cus- 
tomers better values. 
Five models, each with 
many features, to fit 

every type of lawn 
care. Be sure to ask 
for particulars 

on the BUCKEYE 
Hand Mowers. 











LAWN MOWERS 


The power mower market is still expanding; but buyers 
are more selective. Dealers know that demand is rapid- 
ly switching from mere engines, gadgets and glitter to 
an insistence on real performance. 









BUCKEYE Power Mowers satisfy customers 
and build reputation because they combine 
modern engines, materials and design with 
plenty of practical lawn mower experience. 
That is why dealers find them increasingly 
profitable to handle. 


LAWN 


Six walking models; 20”, 24” 
and 28” single cut; 48” cut 
with trailer units. Also rid- 
ing models with wider cuts. 
A line that you can stock 
and recommend with come 
plete confidence. 

















PLEASE 






Information 
on request 


S10 
















MANUFACTURING COMPANY 


SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 













MOWERS 


SINCE 1880 










ADDRESS 
Dept. LM-20 


7 
¢ 


No. O¢ 
Spading 
high car 
round-p 
shaped 
D-Grip 
002 4’ | 
List, eac 


No. 40: 
oll 22 f 
teeth to 
pressure 
clean, 1! 























Patterns. 











Dependable Ladders 


From Step to Extension, RICH Ladders 
are known for their strength and safety; 
also their No-Sway feature on Extension 


Your customers may never require all 
the STRENGTH that is built into these 
sturdy ladders but it’s THERE if they do. 
Sell safety — it pays 
and holds customers. 
ASK YOUR JOBBER 


CARROLLTON 


P. O. Box 187 


PLASTIC COVER 
RUBBER TUBE 











KENTUCKY 


RING | 
Philadelphia 6, Po 


MFRS. OF RED ARROW NON-JIGGLE TANK BALL 














HARDWARE AGE, FEBRUARY 7, 1952 








handle. 
List, eac 









Ne. 1523. Culti 
Weeder that « 
easier, faster 
Forged, harde 
Prongs 41/4” wid: 
blade with sha 
edge 4” wide. 

list, each, $2.0 


HARDWAR 

















Garden Tool Sales GROW Hi NOW...! In Its Third Big Year 


GARDEX Sot Flow GARDEX Setf-Serucce 
Americas Modern Garden | O ©] LS | MERCHANDISER 



















AWN 
MOWERS 


nce 1880 


PLEASE 


ADDRESS No. 001-002. 4-tine 

Dept. LM-20 Spading Forks of one piece 
high carbon steel with 11” 
round-pointed, triangular- 
shaped tines. No. 001 
D-Grip 30” handle. No 
002 4’ long handle. 
List, each, $2.55. 


Net Dealer Price 
Complete with Tools 
No. 403. Lawn Sweep— 


oll 22 flat, flexible spring ONLY 


teeth touch ground without /] 
pressure or forcing. Gives 4 
clean, 18 inch sweep. 3 2’ 
handle. 
List, each, $1.65. 
ZONE | 








Display Comes Complete with 24 Tools of 10 Different Kinds 


No. 1523. Cultivator with No. 906. Competitive No. 402. Half Moon — 4 al Rak 
Weeder that does both Hoe. Sharp carbon Turf Edger. Of carbon 4—No. 740 Trowels : 2—No. 715 “ ‘68 
easier, faster, better! steel blade 61/2” wide. steel with turned step 2—No. 741 Transplanting Trowels 2—No. 751 Dibbles 


Forged, harden i ‘—4yn’—5’ nd sh ' " = : asad i 
iin ceetenae crcoger coe 4%’ —5 ee S3ke Deoth 43g" 4—No. 732 Culti-Hoes 2—No. 721 Culti-Spades 
blade with sharp cutting List, each, $1.35, 4’ handle. 2—No. 714 Culti-Weeders 2—No. 706 Dandelion Cutters 
tgs 5 $1.40, $1.45. List, each, $1.95. 2—No. 703 Spading Forks 2—No. 713 Cultivators 
bench, $2.88. All prices slightly higher Cat. No. 770. Wt. 22 Ibs. 
far West and South 


Wea 


Garde 
sidew? 
List, © eat 
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into this shallow drawing furnace. 
Here an iron bar lowers, the glass 


‘ sticks to it, and 


The molten glass flows from this 
great refining furnace, or tank, 








into this big cooling lehr for long, 
gradual, uniform annealing, which 


5 LAE 


up she goes over this bending roll, 
onto the conveyor rolls and 


Why Dealers Are Saying, 
“L-0-F Glass is Easier to Cut, Saves Waste!“ 


Glass. Cut it. Then cut a piece of any other 


Long, gradual, uniform annealing makes glass 
kind of glass you have in the store. See which 


less brittle. That’s why L-O-F Window Glass 


gives you a clean, easy cut of even depth... will give you less waste . .. more profits. 


a crisp, smooth break. And send for our book on how to get more 

Why not test it. Call your Libbey-Owens:- 
Ford Glass Distributor and have him bring 
over a couple of lights of L-O-F Window 


money out of window glass. Libbey-Owens- 
Ford Glass Company, 6722 Nicholas Building, sat 


Toledo 3, Ohio. 





LIBBEY: OWENS - FORD 
a Gtde, /\Vamew GLASS 
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New Model 2100-8, with streamlined, jet black plastic handle and dial $9.95 


Arvin Electric [ron prices 
reduced for mid-winter promotions! 


Were *11.95 to *14.95 


wow *9% 






...- and still guaranteed 5 full years! 


TO SPARK POST-HOLIDAY APPLIANCE SALES! 


Here’s real, solid help from Arvin 
to lift your appliance sales out of 
the after-Christmas doldrums! For 
a limited time only, Arvin Electric 
Iron prices are reduced —so sharply 
down that you can build a whiz- 
bang of a mid-winter promotion 
around them! 


ELECTRIC HOUSEWARES DIVISION 


Shock your customers into ac- 
tion with the news that these are 
the same light-weight, time-sav- 
ing, 5-year-guaranteed Arvin Irons 
they’ve seen nationally advertised 
at much higher prices! Four gleam- 
ing beauties—four sensational low 
prices! Act now! 


To $12 


FOR A LIMITED TIME ONLY! 


a — 


Model 2100-R, (red handle, 
dial and cord) $10.95 





Model 2300, (Dual Control with 
Magic Watchmén) $12.95 


@ ARVIN INDUSTRIES, INC., COLUMBUS, INDIANA 


(Formerly Noblitt-Sparks Industries, Inc.) 





All prices subject to change in accordance with OPS regulations. 





Brand new custom model! 
Arvin Lectric Cook 


Latest streamlined, dreamlined model of the famous grill- 
fry-toast-bake Arvin masterpiece which has been a best- 
seller for years. Cooking area equals 3 ten-inch skillets— 
wonderful for steaks, chops, bacon and eggs, hamburger, 
pancakes, and toasted sandwiches. Converts in seconds 
to fully automatic waffler, with heat control and signal 
light. Beautifully finished. The perfect gift appliance. 


Complete with waffle grids, $9 99 5 













4 



















































































TOM HENDERSON 
FAMOUS COLLIER'S CARTOONIST 


ERYTHING HINGES ON HAGER /: 


hm © —a 





“C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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©@ You’ve done a swell job on the Slaymaker ‘Brass 
Beauty’ Padlocks since the very beginning. I knew 
that you’d pick up more impulse business with 
that nice movable jewel-case merchandiser. And 
Pll bet you felt the effect of Slaymaker’s national 
advertising. 9° 


Robert F. (Bob) Fite, Salesman 
Hall Wholesale Company 
Dallas, Texas 


©¢ They’re fine locks to sell. My customers go for 
them because they are solid cast brass padlocks 
in the medium to low-price range. They’re beauti- 
fully packaged, work smoothly, and are as strong 
as they look. I am all for the Super-tumbler, too 


—it cuts out interchanging. °° 


H. L. Morris, Boyer and Manager 
Moulders Hardware Company 
Dallas, Texas 


laymaker 


LOCK AICOMPANY Since 1888 


Lancaster, Pa., U.S.A. 





the "Saturday World’s Most Complete Line of Padlocks 


Evening Post.’ 
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EAGLE’S 


Complete 
Line of 


OILERS 


Put these colorful, 
sales-making Eagle 







display cartons to 
work on your store 
counters... they 
build steady, profi- 


able business. 


There are Eagle Oil- 
ers of every type for 
every use — House- 
hold, Harvester, 
Hydraulic Pump, 
Copperite and the 
modern, all-purpose 
pistol-grip pump oil- 
ers—#33 and #66. 


Display the quality 
Eagle Oilers and see 
how fast they sell 


ig wERS 


1 
A 


right out of their 
attractive cartons. 
Only Eagle has the 
Complete Line. 






MANUFACTURING COMPANY 


Wellsburg, W. Virginia 


74 


PIPE MENDING CEMENT 
for Split Soil Pipes, 
Waste Lines, Sand 

Holes, Cracks, Pin- 
holes, and Gaskets 


Just rub into the crack ... that’s 
all! This positive seal for Water, 
Gas, Acids, Brine, etc. applies to 
wet or dry surfaces. An excellent 
caulking compound that stops 
leaks while liquid runs in pipes 
under moderate pressure. 





Easy-to-use 
STIK FORM 































DISPLAY IT! 
SELL IT! 


The most practical 
item in years .. . 
for Big, Steady 
PROFITS! Attractive 
2-color Self-Display 


Box. Write for folder and sample 








* WOODRUFF KEYS 
«MACHINE KEYS 
«MACHINE RACK 
“TAPER PINS 
*COTTER PINS 
*SPECIAL PARTS 


and other Stanho products 
Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


NEW BRIGHTON, PA 


snoe 872 PIORSE MAIL CORP 
| 
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; CEMENT 
il Pipes, 
s, Sand 
ks, Pin- 
Gaskets 


.. that’s 
x Water, 
pplies to 
excellent 
at stops 
in pipes 


ample 


INOIS 


ducts 
j 








CARL A. MILLER, -:::0:0: 


THE NATIONAL RETAIL HARDWARE ASSOCIATION 


~ Jool Bar 


IN HIS KENDALLVILLE, INDIANA STORE 





HE WRITES US: 
"Our TOOL BAR increases the sale of Tools for 
our Store; brings us business formerly going 
to other channels. We are pleased with it." 














k ON EVERY WORIH Tool REGARDLESS OF BRAND 


(Symbol is our Trade-mark registered U. S. Pat. Off.) 


ASK OUR WHOLESALE DISTRIBUTORS 


The Peck, Stow & Wilcox Company since 1785 Southington, Connecticut, U.S.A. 






THE HARDWARE RETAILERS’ PROFIT-MAKING TOOL SOURCE 


4Pxs2 
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Make over 33'5% profit 
on Edmont Work Gloves 


(world’s largest selling ‘coated’ line) 









Every dozen packed 
in strong-selling display. 

‘a Cashes in on the demand for 
» LONGER-WEARING WORK GLOVES 
AT LESS COST 





Gloves 3.20 
selling price ”“ 8.3 
Cost 87 
; profit 


‘a 





the modern “working man’s” gloves 


“‘GRAB-IT’’—for tough handling jobs: 


Wet or dry, Grab-it gloves grip safely, 
wear 5 to 10 times longer. 


Comfortable fabric, with extra tough natural 
rubber tread on palm and thumb, or overall. 


Far outwear higher priced leather or leather palm. 


Resist the most severe abrasion. > 
All-over or palm-and-thumb coated; several styles. 


Big sellers to people who work 

with their hands. Preferred for 
comfort, economy and sure grip. 
Styles: knitwrist, safety cuff, gauntlet. 


(Not recommended for use in oil or grease.) 





‘‘NEOX’’ Gloves resist grease, 
acids, caustics, solvents: 


Edmont NEOX (reinforced neoprene) 
coated gloves wear longer. 


Tougher than ordinary neoprene, safer 
and more comfortable than unlined 
rubber, Snag and tear resistant. 


_ Easy on, off—because of fabric lining. 
Choice of styles. 


PLASTIC coated gloves: 


Long wearing, flexible, economical. 


ae 





SPECIAL OFFER TO DEALERS: Send 25c for Sample Pair 





Edmont Mfg. Co.,1214 Walnut St., Coshocton, Ohio 


Please send Pocket Catalog, price list and sample pair 
of gloves checked below. 25c¢ enclosed to cover mailing. 











0 Grab-it Natural (C Edmont D Plastic 
Rubber Coated NEOX Coated Coated 
Store Name 
Street pt nea 
ee 


Your Jobber’s Name 
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the Sales Leader of 
SELF - PROPELLED 
WEED CUTTERS 4 
and LAWN MOWERS ~. 


LOOK .. ‘or 


continued restric- 
tions for manu- 
facturers of ALL 
products. 


LOOK...‘ 


your inventory now, and be sure you can supply the BIG 
DEMAND in ‘52! Remember — "NO MATTER HOW 
THEY CUT IT—MOZ-ALL—CAN DO IT BETTER! !" 


CONTACT YOUR JOBBER or WRITE FOR INFORMATION TO: 


Wind-King Electric Mfg Co., Merrill, lowa, U. S. A. 










MA' 























AMERICA’S 


No. 1 EDGER 
RELY 


ALL PURPOSE 


LAWN EDGER 


TRIMS SIDEWALKS TRIMS FLOWER BEDS 
TRIMS FENCES TRIMS GRASS EVERYWHERE 


The instantaneous acceptance of the 
Rowel-Ezy Edger by the American public 
is without precedent... trims effortlessly 
around flower beds, against walls, trees 
and sidewalks; where lawn is above or 
below sidewalk level. 


UNCONDITIONALLY GUARANTEED 


For further information 
consult your local jobber or write to 


ROWE TOOL COMPANY 




















P. O. Box 3185, Glendale 1, California 
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CHANNELLOCK... 
1.» and hel EUY/ 


PEAR, 


> vp 


And who wouldn't? For 
Channellock pliers are the finest 
ply the BIG to be bought . . . or sold. Channel- 


TER HOW lock pliers have been known for 
BETTER! !" years as a highest quality tool— 
MATION TO: made by Champion DeArment, long 
U.S. A recognized as synonomous with quali- 
eat a ty and craftsmanship. Check the 


features Longer Wearing, Closely 

Spaced Adjustments, No Wear on the 

Joint Bolt, Self Cleaning—these plus the 

skill and experience of more than 65 years 

make Channellock Pliers outstanding. When 

your customer relies on your judgment you 

can recommend Channellock pliers proudly. 

Hand him Channellock and he’ll buy. And 

Remember, ONLY Champion DeArment makes 
Channellock. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 


Send for Catalog D] Today. 





Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under *‘Tools’’ 
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Terrific response from the 
Hardware Trade acclaims this 
new addition to the Bernz 
family of torches. It’s truly 
sensational! 






e NO FILLING e NO SPILLING 
i ¢ NO PUMPING ¢ NO PRIMING 


woe 






















THROW-AWAY 
FUEL CYLINDER 


.- lasts up to 15 hours 
of burning time. Simple 
to replace. 

Retail price of refill 
cylinders ... 1.95 


ICC APPROVED | ! 


Less than 3 pounds LIGHT 
(fully loaded) only 10” long 
and 2%” in diameter. 





Inter-changeable 
burners and burn- 
er accessories 
adaptable to 
BERNZ-O-MATIC 
fuel cylinder pro- 
vide convenience 
and efficiency for 
hundreds of uses! 





only 


oy A 
Complete 
th choice 


w 
























of 1 burner 


RETAIL 


Individually packed in “sales- 
catching” counterdisplay carton. 





il; 


“ptluagys Reliakle” 


280 LYELL AVE., ROCHESTER 6, N.Y 


Place your 
order NOW 


New No. 55 Catalog 
now ready. 
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Does the jot 
putty, and ma 
profits too! I 
vertised, nati 
and nationall: 
up on Nu-Gla. 





Same fine | 
Speed Load. 
ing Compour 
in '% pint, p 
lon, 5-gallon 
lion drums. 
standard of « 





here's the 
most efficient, 


most popular 
calking load 
on the market! 


Ni (ALK 
SPEED LOAD 


: Easy to use? YES! And even easier to sell! 
) : : Here are some of the reasons why the new, improved 
NU-CALK SPEED LOAD enjoys such nationwide 
popularity. The specially designed cap insures perfect 
contact with gun nozzle—can't pull loose from fiber 
board tube. Glassine-lined container is air-proof, mois- 
ture-proof, practically vacuum packed. With 
SPEED LOADS the user’s hands never 
touch the compound. Always has a 
ismooth, even flow, and easy 
trigger action 












0 Building is | 
eatherproof 
until it is 
CALKED | 
el 
















PILLING —- 
RIMING , i 


























HERE’S THE 
STREAMLINED GUN 

















SELL 
INSTEAD OF 
: PUTTY 
rn- rag 
o. Does the job better than 
putty, and makes you bigger 
to profits too! Nationally ad- 
Ic vertised, nationally known 
al and nationally used. Stock 
upon Nu-Glaze today! 
ce 
" Here’s the other half of this famous sales- 
! making combination! This SPEED LOADER 
calking gun retails at a price that paves the 
oad way to more calking sales. It’s light, sturdy, 
fool-proof. Retails for only $1.95. Show it and 
you'll sell it! 
Your order will be shipped same day received! 
les- eu fine product as in 
on. peed Load. Nu-Calk Calk- 
ig Compound is available STANDARD (G-3 CALKING GUN AVAILABLE PACKAGED 10 LOADS TO A CARTON 
1% pint, pint, quart, gal- —— 
lon, 5-gallon cans. Also 55- se There are 10 
tallon drums. Nu-Calk is the 9 Leads to 
standard of calking quality (Appr. one ‘gs.) 
Experienced calking appliers still favor pw BB ng 
our CG-3 Standard Calking gun’s easy order, in multi 
6 trigger action and powerful piston action. a} iseight ai 
UR Fitted for use with either Nu-Calk Speed dl 
calking. of 8 cartons or 
more. 





can Loads or bulk 


MACKLANBURG-DUNCAN CO. 


7, 1952 cts 
pRroov OKLAHOMA CITY 1, OKLAHQMA 























| Topay’s BIGGEST SHOTGUN VALUE 

























| ss MOSSBERG 3-SHOT 
| cane ETT" ® M REPEATERS WITH 
o* 
Pa C-LECT-CHOKE* 
Any choke desired — 
« instantly — by a twist 
e of the fingers. Settings 
t are positive and vis- 
te val, like a micrometer. 
@ 
° * 








ORDER FROM YOUR 


DISTRIBUTOR TODAY 
20 ga. Model 185K, 
with C-LECT-CHOKE* 
$2.95 ($30.95 West of Rockies) 





Ask us for mat sheet show- 
ing mats featuring the 185K 
and 190 with C-LECT- 16 ga. Model 190, 
CHOKE”*, available FREE with C-LECT-CHOKE* 
for your use. $3195 ($32.95 West of Rockies) 


THERE 1S NO FINER AUTOMATIC CHOKE AT ANY PRICE! 


Gun and choke are sold as a unit, expertly 
engineered and perfectly coordinated. 


A value you'll be proud to offer your customers! 






—_ or 


DES 

















*Pat Pending f | 
é ee 21602 ST. JOHN ST., NEW HAVEN 5, CONN. | 
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MONTAGUE MASTERPIECES 
FOR THESPORT OF SPINNING 


@ Promote them—and profit! Whether your customer fishes 
salt or fresh water, Montague has just the right Holloglass 
or solid glass rod to help you make the sale. 








= 









To the left is Model 2-2, a popular Holloglass two-piece 
spinning rod for fresh water. Its balance is excellent! Special 
large spinning guide on butt, four small spinning guides on 
tip. Priced to retail at $17.50. Also available is Model 3G1, | 
solid glass spinning rod for fresh water. Suggested retail 
‘ price—$11.50. 


A salt water favorite is Model 6-2 at the right. A sturdy 
Holloglass rod with detachable 40 inch butt that accommo- 5 
dates a large salt water spinning reel. To retail at $30.00. 
The Montague line offers a choice of five Holloglass salt 
water spinning rods. 



















































cies) 











ies) 








Over 100,000,000 readers will see Ocean City-Montague consumer 


advertising this year. Put it to work for you! 





Write for Free Rod Catalogue— Dept. C. 


MONTAGUE RODS 


1 
i : Montague Rod and Reel Co. 
4 | Montague City, Mass. 


TAG 























NN. L 
oe : SKILLED ROD MAKERS SINCE 1834 
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Get another “THERMOS” vacuum bottle 


Le at ound te ho 





New Action Advertising 










to help you sell 9m 


) THERMDS "7 








TRACE MARK 81G.U.$ PAT OFFIC 





* brand vacuum bottles 





Get ready now for the biggest push you've 
ever seen in vacuum bottles. ‘Thermos” 
brings you a complete and completely 
new year-round sales program. 







Here are new ideas... extra uses... 
new reasons for your customers to buy 
another vacuum bottle. Here is an entirely 
new and different advertising campaign 
—more forceful than any vacuum bottle 
advertising you've ever seen. Here are 
two big magazines—reaching out for 











@ Mo 



































































1950— 
thousands of readers in your trade area Tester 
—millions throughout the country, through- crush ] 
out the year. (one-¢ 

A ; Thrust 
— program, a new ap- You've always used Thermos brand vacuum bott] 
< Plenics and ie . 0ttles f 
. proach, everything you need to set new Sis oe Now get one for coffee-athome. 
- Br ermos”™ vac Wes . 
sales records. Make this year your BIG Thermos” coffee inca a “sion wonderful — 
é d. > Dreakfas ’ > 
year for Thermos” brand vacuum ware. sob l-morning snack. It gives you ¢ m ‘ = 4 eeiet 
ou like it, whenever yo a ee en etball was 
Waiting or waste. ™ ew Se i, without re-heating, Yb es 
"See oan : 
pa a Pre eK » + you'll find many extra uses for er i 
. ermos” brand bottle ~ : S lo 
day Evening Post and the April issue of Better Homes the car, the bed rand bottles! Get one for the kitchen ' or blowout | 
and Gardens. ; Just look for aie ve that ever-perfect gift, 
ade-ma “Thermos” ‘ 
for your Style and price. ‘ atte —then look M 
on 
] O50 — 
exantin 
maxin 
ment). 
sul ned © 
Thermos Limited, Londen 














HARD 





HARDWARE AGE, FEBRUARY 7, 1952 








on tos Bat 1,013,200 TIMES! 


@ Monday Morning, November 28, 
1950—the U.S. Government Shaper 
Tester was geared to the individual 
crush pressure of a young elephant 
(one-quarter ton). Regularity of 
Thrust: 55 strokes per minute. 


In an earlier test 
aSeamless 580bas- 
ketball was crush- 
ed to a thickness of 
1” by 16,890 Ibs. 
pressure — without 
asignofa rip, break 
er blowout! 


Monday Afternoon, November 28, 
1950—Machine was stopped to 
exantine ball after 10,000 strokes 
maximum U.S. Government require- 
ment). Ball was unaffected. Test re- 


sumed. 


Ball was subsequently examined 
at 100,000 strokes, 200,000 strokes, 
500,000 strokes. Absolutely no ill 
effects. 

January 22, 1951 
failure in the machine forced com- 


A mechanical 


pletion of test after ball had 
withstood 1,013,200 quarter- 
ton blows! 


What We Discovered After Test 
Air loss: % lb. Roundness: 
4g” out of round. Condition 
of cover: No fractures, no 
ruptures. Hardly a scuff. 
General Condition: 100% 
playable. 

4 Reasons for this Amazing 
Performance 


Four features make Seam- 
less athletic balls today’s 


All 3 of these balls incorporate 
the same rugged construction 
proved in test above. 


finest performers: (1) Kolite Cover— 
Tougher than ordinary rubber. 100% 
waterproof —scuffproof. Looks and 
feels like fine leather, yet more dur- 
able. (2) Specially Processed Nylon 
W inding—Multiple layers mean ball 


ie has greater life, WILL NOT 


TEAR, stands toughest 
treatment. (3) Buty: Blad- 
der—The amazing syn- 
thetic rubber that practi- 
cally eliminates need for 
reinflation! (4) Kantleek 
Valve—All-rubber Patented 
Kantleek Valve is molded 
into bladder—cannot sep- 
arate — air cannot escape. 
Sanctioned by N.F.H.S.A.A. 

Please order now. Never 
before were such fine balls 


offered AT ANY PRICE 


FINEST QUALITY SINCE 1877 
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_ Announcing WERES YOUR 


cen venta 


FAVORITE 


PIPE & BOLT THREADING MACHINE FOR FLOORS 














*THE BR 
FREQUE 
fixed opel 
to Popula 
unbiased 


Built like a 


. ; WONDERFUL 
fine machine tool 


FOR WALLS 


with every 





MARVELOUS 








FOR 
Full of fast-selling features MACHINERY 

@ Range %" to 2” pipe; &” to 2” bolts. How many different kinds of enamel do you carry? 
® Cutting, threading and reaming tools operate Just one can do the job—and do it better—providing 

independently and right up to chuck, swing | that one is Valdura M & F Enamel. Here in one package 

up out of way when not in use. | is heavy-duty ruggedness for industrial use. And here 
e Einar al cetaege te Me cove ten | is smooth perfection in beautifully modern colors to 

and work. supply the answer for walls, woodwork and furniture in 
® Concealed oil system, reversible pump, no | the home. Here too you'll find self-leveling, resistance to 

priming. weathering and film toughness to answer the needs for 





® More than 20 other features—a_ profit-maker 
in your store, for easy > lag threading or easy 
sales. Ask your Supply 


THE RIDGE TOOL CO. e@ ELYRIA, CHIO 


truck and automobile painting and for floors and 
decks, both wood and concrete. 





For convincing testimonial proof of the job M & F is 
doing for hundreds of successful dealers, write to 





VALDURA DIVISION 


AMERICAN-MARIETTA CO. 
101 E. Ontario St., Chicago 11, Ill. 
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> | a HOW TO MAKE 
4ATRA SALES 


WITH A BILLINGS* 


j Just as fishing rods sell reels . . . braces sell 
| bits. . . Billings” LIFE-TIME® Wrenches are powerful 
& rete I aids to help you make EXTRA Sales with every 
3 ; f Power Tool, Bicycle, Garden Tractor and many other 
ORS we 7; items. Smart retailers everywhere are discovering 
S ESS, that Billings * is a natural “companion seller” which builds 
* Ss Sales — speeds Turnover — ups Profits. 
Billings ° LIFE-TIME Wrenches are drop forged from 
quality steel, accurately machined and perfectly finished to give a life-time 

RY 


of useful service. They’re quickly identified — easily sold —with Billings® 
*THE BRAND NAME MOST 


FREQUENTLY REQUESTED in the popular, sales-packed Wrench Merchandisers. 
fixed opening wrench field! (According 
to Popular Mechanics magazine’s 


B m your Billi W bolesaler. 
unbiased Study.) uy from your Billings olesaler 


THE BILLINGS & SPENCER CO., HARTFORD 1, CONN., U.S.A. 
Specialists in drop forgings since 1869 


| 


oviding 


with every GASOLINE MOTOR with every MECHANICAL TOY 


cage 
id here 


MAGIC-CLERK 


ture in : i COUNTER DISPLAYS 
' to 
eds for 


® . 
ncrete. ‘ . ' 
, . DISPLAY BOARDS + a ola 4am vel 
re = x e ; DS 
AND ROLLPACS y war SETS AND PARTS 


|) = 0? LIFE-TIME: 
WRENCHES 
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B. F. Goodrich announces 


Diggest advertising campaign 
2L.000 000 sules-making 


BFGoodrich Xoroseal” Vay Ponds 


3 POPULAR SIZES 
Genuine Koroseal play ponds come 

in the three most wanted, 
easiest-to-sell sizes: 55 inches across... eceee Retail a 9.95 


7 feet across ........Retail $19.95 
7O inches across........Retail $14.95 


All are marked B. F. Goodrich Koroseal, Feature this famous label and 
you'll find sales far easier to make. 
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ever put behind play ponds 


messages this spring/ 

























B. F. Goodrich is going all 


out in helping you sell famous Koroseal 
play ponds this year. Add this gigantic 
advertising campaign to the great public 
acceptance of Koroseal and you have the 
reasons why Koroseal play ponds will be 


in greatest demand this year. 


The Koroseal play pond is about as easy 
to inflate as a toy balloon— no air pump 
necessary. Just blow a few breaths of air into 
it and turn on the water—the sides float— 
there ate no rigid supports needed. Koroseal 
is tough enough to take all the punish-. 
ment hard-playing youngsters can give it, 
and stay new-looking for years after other 


materials would be scratched and worn out. 


Remember that people buy things like 
play ponds at the first sign of warm 


weather, so place your order for Koroseal 





early enough to cash in on this promotion. 
If you don’t know the name of your dis- 


tributor write B. F. Goodrich, Akron, Ohio. 








J hl 
m ' 
a d These are only some of the many publications 
carrying the campaign 


Koroseal—Trade Mark—Reg. U.S. Pat. OF. 
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* Miracle Lustre Enamel for 
8, 


, wor 


ms and Finest Wo 


la ‘ " \! *“ TH E OI PAINT £ 
. "AS and “ wil MIXES WITH wares 





For the Biggest Paint Sales in Your History 


| 3..the top 3 for 


®@ Quick Sales, Fast Turnover, Big Profit 














®@ Customer Demand, Customer Satisfaction 
® Assured Decorating Success 
@ Performance Proved in Millions of Homes 


®@ Most Popular Interior Decorating Colors 








Sales Helps to Fit Your Needs 


Dominant, consistent National Advertising that pre-sells 

inillions of customers every year. We 
Point-of-Sale Displays: colorful, attractive windows and 

store displays that make people come in to buy. 
Co-operative Local Advertising: newspaper ads, radio 

and television spots that get people into your store. 


“Self-Serve” Color Service: a complete, practical color What’s the 
! An 
service that your customer can understand and use. arand! An 
an eye -cat 
shows doze 

Get complete facts from any one of these 7 paint companies: to buy. 
Acme Quality Paints, Inc., Detroit W. W. Lawrence & Co., Pittsburgh This “Scot 
The Lowe Brothers Co., Dayton John Lucas & Co., Inc., Philadelphia because it’s 
The Martin-Senour Co., Chicago Rogers Paint Products Co., Detroit nts curves 
ideal, too, t 


The Sherwin-Williams Co., Cleveland . 
time on eve 


This superi 

SUPER KEM-TONE ¢ KEM-GLO ¢ KEM-TONE | =" 
Order ‘Sco 

x 30 ft. (C 


add diteae), LP tale), Eade) aaclole) In le), lal iael 2 bale), ects t0 
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SCOTCH 


Masking 
Tape 


FOR PAINTING, SEALING AND OTHER HOME USES 


Wate 5 
* 007m 5 
. ‘OOD pac 
"acts 

































































Watch the famous ''SCOTCH’”’ name 
sell masking tape for you! 


What’s the best-known name in stick-at-touch tapes? — ‘‘Scotch”’ 
brand! And now “Scotch” brand Masking Tape is packaged in 
an eye-catching counter display that does its own selling job — 
shows dozens of home uses, dozens of reasons for your customers 
to buy. 


This “Scotch” brand masking !tape is ideal for paint masking 
because it’s got just the right amount of stretch and adhesion — 
fits curves smoothly, sticks to the job yet pulls off easily. It’s 
ideal, too, because it’s super-thin—leaves clean, sharp lines every 
time on every job. 

This superior tape construction means more satisfied customers, 


and that means more repeat business for you! 


Order ‘“‘Scotch’”’ brand Masking Tape today. Available in %4 inch 
x 30 ft. (Catalog #181) or % inch x 90 ft. rolls (Catalog #185) 
packed 12 to a display. Stock up now with the best-selling 
masking tape name in the country! 
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— inet latte aes — 
The term “Scotch” and the plaid design are registered trade marks 
for the more than 100 pressure-sensitive adhesive tapes made in 
| U.S.A. by Minnesota Mining & Mfg. Co., 
St. Paul 6, Minn. —also makers 
| of “Scotch” Sound Recording 
Tape, “Underseal"' Rubberized : 
Coating, “Scotchlite” Reflective COTC M 
Sheeting, “Safety-Walk" ¥ 
Non-slip Surfacing, “3M” ss 
Abrasives, 3M" Adhesives. 
General Export: Minn. Mining 
& Mfg. Co., International 
Division, 270 Park Avenue, 
New York 17, N. Y. 


MASKING @& 
TAPE | 





See 3M Company’s TV Program “Juvenile 


Jury” on NBC Network. 
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leparuent — Will Build New Sales Records for YOU! 
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REMEMBER — 
THE MORE ROLLERS YOU SELL 
THE MORE PAINT THEY'LL BUY! 


START NOW-ON YOUR GREATEST 
YEAR IN PAINT ROLLER SALES 


ORLD’S LARGEST ROLLER MANUFACTURER 
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lifetime 
ALL STAINLESS STEEL 
BASKET STRAINER 


NO. 1110 





Expect value like this from the world’s 
largest manufacturer of basket strainers! The Schaible 
1110 is all stainless steel—has no plating to wear off—can't 
corrode or peel and keeps clean easier. There are no moving parts 

to cause troublesome and expensive “call-backs.” Solidly 

built, it can take hard handling and abuse. Large locking shell construction 
means easy and positive installation! 


streamlined 
TOPMOUNT 
SINK FAUCETS 


SERIES 920 






Smartly new in appearance—smooth and positive in operation— 
Schaible Faucets receive high percentage ratings in performance tests. 
Their easy installation from sink top saves valuable time 

and labor! Special features include heavy cast brass body 

with bright chrome over nickel mirror finish. Rigid parts inspection 
and pressure testing during assembly insure 

top performance and dependability! 


in value 


Plumbing contractors and jobbers 
know that Schaible means value— 
features that satisfy, features that 
sell. Schaible Faucets and Strainers 
eliminate expensive ‘‘CALL- 
BACKS”... lead to permanent 





EADERS Iw VALUE EAVICE 


J 


MANUFACTURERS OF QUALITY PLUMBING AND HEATING EQUIPMENT 


customer satisfaction and increased 
profits for you. 

Stocked by All Leading Wholesale 
Plumbing Jobbers. 


THE SCHAIBLE COMPANY 
CINCINNATI 4, OHIO 
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THERN 


WOOD 


SCREWS 


(Slotted or Phillips Heads) 
are the fasteners you'll love to sell 


You'll not only love to sell Southern wood screws, 
but your customers will love you for it! These 
fine fasteners are uniformly perfect . . . we have a 
unique and extra rigid inspection routine that 
guarantees perfection before okay for shipment. 
This means more satisfied customers and more 
profitable repeat business for you. 

And of course Southern screws are made from 
the very best materials . . . top quality extruded 
brass wire or high grade selected sulphur steel 
wire, Sizes range from 14,” No. 2 to 4” No. 20 in 
steel and 2” No. 16 in brass. Slotted or Phillips 
heads. 

We're a young, aggressive bunch . . . pleasant to 
do business with, we're told. Why not get in touch 
with us right now and find out for yourself how 
you can profit by handling the Southern line? 

FACTORY WAREHOUSES 


325 W. Ohio St. 


4100 Dell Ave. 
Chicago 10, II. 


North Bergen, N. J. 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 RICKERT ST. 
STATESVILLE, NORTH CAROLINA 


® © © @ ® @ 
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When you sell the Griffin line of fine Builders’ hardware, 
you sell a fast moving line . . . more sales— more profit. 
Griffin products are produced from highest quality steel, rolled in our own 
mill, by experienced craftsmen. Griffin butts and hinges will bring increased 
business into your store. 
When a customer asks for builders’ hardware, sell him Griffin . . . you'll 
be selling the best. 


* PENNSYLVANIA 
REPRESENTATIVES 


WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Gorrison Bivd 
Chicago 26, IIlinois San Francisco 3, Calif Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM &@ CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 


____GRIFFIN PRODUCTS 
\ q 
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Below: RC-38 33” high. 19%” 
x 42” top. A deluxe grill at a price 
that moves it fast. Polished tubular 
legs. Royaltex finish. Also RC-37 
same as RC-38 but with left firebox 
removed and sauce pans added. 


Extra Accessories can be added at 
extra cost such as motor driven spit 
and upright firebox shown in insert. 
Accessories packaged separately. 





AAAAA bh A 


B Lill 











To retail profitably from $475. $4.45 


with accessories to 


Her. is the new Royal Chef line 
of Barbecue Grills, now in volume 
production. Better order now to get 
yours in time for Spring Selling. 


Also NEW ! 


SPACE 1119-A 
MERCHANDISE MART 


Chicago, Illinois 


Permanent display of Royal Chef Grills, 
Gas Space Heaters, vented and unvented, 
Vented Wall Heaters, Gas Logs, Range 
Conversion Burners, Fireplace Furnishings. 


94 


79° 


Made by the manufacturers of the 
famous Royal Gas Heaters, Royal 
Fireplace Furnishings, famous for 
QUALITY and VALUE since 1891. 


Barbecue 
‘ w line of 

Here is a ne at knock 
Grills with 
your eye ° 
full profit to 


features th 


A Tate! price 
real volume 
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RC-27 31” high. 19” x 34” top. A 
roll away model with exceptional 
styling and features—plus the right 
price for volume selling. 




















RC-26 31” high. 19” x 34” top. 
Collapsible tubular legs. 
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RC-22 30” high. 16” x 30” top. 
Collapsible tubular legs. 











RC-14 14” x 16” fire box. Collaps- 
ible tubular legs. For picnics, camping. 
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vers 
CLEAN UP WEEK 
PROMOTION 


April 24 to 30 


When Clean Up Week rolls around, lawns 
begin to get attention, too! Only 
EVERSHARP gives you a 
complete selection of advertising 
helps keyed to the powerful 

appeal of this sales-making 
“week.” Get complete details on 
how EVERSHARP helps you tie 
in your power mower selling with 
Clean Up Week ... and sell more 
mowers profitably than ever 
before! 


Cversh 
FATHER’S DAY 
PROMOTION 


June 9-15 


Only EVERSHARP helps you 

remind the family that life with “~~ 
father will be a lot easier with an 
EVERSHARP Power Lawn Mower. 
EVERSHARP’s complete, ) 
coordinated package of Father’s Day 
advertising helps sell Dad and the 
whole family on EVERSHARP 

Power Mowers. Write for full 
information on making Father’s Day 
profit day for you! 


ey 
essa 


SRY 


Cvers 


FREE HOME 
DEMONSTRATION 
WEEK July 11-19 


Tests prove a free home demonstration = 
means a sale almost every time! Use A's 
EVERSHARP’s tested “Free Home Ke 
Demonstration” ads, mailings, ) 
displays, etc., to turn those future . on 
prospects into immediate profits. j 7 4 
Send for details on how you can ( ’ y \ 
build a bigger power mower La \ 
business for yourself! 6 \) 


EVERSHARP Model 60 

with 21° Cut, 1.6 H.P. Engine. 
Others available in 18” cutting 
widths, Rotary and Electric 
models. Aliso hand mowers 

in a complete range 

of prices. 


Write frr Petzils today! 


MIDWEST MOWER CORP., Dept. HA-2 
1006 Olive St., St. Louis 1, Mo. 

Without obligation—send me eee | material 
and details on how | can take advantage of EVERSHARP’s 
special promotions to sell more power mowers. 


your name 





firm name 


firm address__ 
ieee ciniesiancesiceasinainnesi 
my jobber cesta 








UTICA 








FULL FORGED RIBS 
CAN TAKE IT! 
AND HERE'S WHY: 





\ CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 














STRONG BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 
AND FORCED TO FOLLOW CONTOUR OF RIBS 


EACH RIB SHARES THE SINEW-LIKE 


STRENGTH OF THE ENTIRE JOINT MEMBER 





Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 
sinew-like strength of the entire joint. There is 


It pays to use quality tools 


Fan: ee 


_— 





UTICA 4, NEW YORK 
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3S 


CORPORATION 


5 


iIB-LOCK 


Pliers # 507-10 aie, 


With FOKGED rib- joint 
for added strength 
exactly where you need it. 









no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and you'll know that they live up to the 
standard of Utica quality. 


and the world's best 
tools are made in U.S.A. 


In Canada: ADLAMOOL & SUPPLY CO., LTD., 
MONTREAL; WALLS-IRONS, LTD., WINNIPEG 
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NO. X46F—A NEW [UF KIN * RULE 


... Same construction features and high quality 
as famous x46... plus flat reading 







MEASURES 3 WAYS 
1. FLAT READING 


Numbering begins on inside face at exten- 
sion end of rule so that rule, even 
when partly open, lies flat 


against the work. 


2. INSIDE READING 












Ideal for taking inside measurements of doors, 
windows and other openings by means of the grad- 


vated brass extension slide in end of rule. 


NNNNY’ 


LZ 


\\\\ 


3. OUTSIDE READING 


Numbering begins on outside face 


\ 











at extension end of rule for regular measuring. 


{UF KIN X46F like its famous companion No. X46 has self-locking spring joints and patented 
lock joints to eliminate end play, assure accuracy; brass strike plates to prevent 
wear. Select hardwood sections are extra thick, durable. Rules are graduated on both edges, both sides to 
consecutive inches and sixteenths and have large, easy-to-read gothic numerals. 
The X46F is Pre-sold for you! Order the X46F from your jobber at once. Profit from the big supporting 
advertising program that will blanket the nation with ads reaching more than 40,000,000 reader-prospects 
in This Week Magazine, American Weekly, Independent Newspapers, and other Consumer Publications. These 
ads will be hard at work—“pre-selling” the new X-46F for YOU! 


SELL JUFAIN “RED END”_rnHe worip’s MOST POPULAR RULES _, 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN °* 132-138 Lafayette Street, New York City °* Barrie, Ontario 
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YOUR ECLIP Model L 16” and 18” 






Rocket 20” 


Parkhound 21” 
~~ r 


- 
wy 


THE ECLIPSE LAWN MOWER CO. 
Division of Buffalo-Eclipse Corporation 
3802 Railroad Street Prophetstown, Illinois 


Tornado 800 — 36” 






Speedway 32” 
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Lawn & Garden Supplies 






Note from the editor 
this issue is specipically 
designed fo help you do 
a bttin, more propitable 


in Lawn and 
Boag supplies - 


pust tin the page a 
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- WARE AGE 
| foun & 
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Sreps 10 PROFITS < 


Ung 
in lawn and garden supplies selling 






Guide 









There are real profits in lawn and garden supplies for alert hardware 

dealers. The key to these profits is in advance planning and in 

putting emphasis on related selling. Here are some helpful suggestions 

for building sales volume, based on the extensive experience of the dealer 

merchandising department of Hibbard, Spencer, Bartlett & Co., 
wholesalers, of Evanston, Ill. 


< 


Step I— Plan your selling program early. Set the 
dates for your newspaper ads; know what changes you 
will want to make in your displays; get your merchandise 
needs on order; order your Spring consumers’ catalog. 
These consumer catalogs, available from many whole- 
salers, are proven business builders. Your chain competi- 
tion uses them; you, too, will find them vital to a success- 
ful promotion. Shown here is the cover of the Hibbard 
1952 Garden Book for dealer distribution to consumers. 


Aree) "9 eet the best from your tats. 
bi pee these beiptl GARDEN HINTS 


THE RIGHT TOOLS %qheg 
; >RIZE GARDEN 74) & 
FOR A PRIZ e. 





Step 2— Get the copy for your news- 
paper advertisements organized. Hold 
several store sales staff training meetings 
to familiarize the staff with selling points 
of the merchandise you will feature. Check 
your trade magazines for ideas on new > 
merchandise and new manufacturers’ dis- 
plays. Your wholesaler can often supply 
you with newspaper ad mats. Here are 
examples of p ts newspaper ads pre- 


pared by Hibbard. 


DEALER'S NAME 
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Step) 3— — Early in the season, 
before the snow melts, set up to 
sell. An early display of lawn 
mowers starts your customers 
thinking about Spring needs. Build 
your store displays with related 
selling in mind. Here's a display 
with mowers, hose, rollers and 
garden carts in the aisle, with 
seeds, steel goods and small sup- 
plies in surrounding display areas. 


Step 4— Put your windows to 


work. Keep in mind that an at- 


Set the tractive window can also sell for 
i ee you at night. so use spotlights to 
° ae _ attract passers-by after dark. Use 
catalog. related displays. If you have open 
y whole- window displays, put seasonal 
competi- goods on the floor up front where 
Hibbard they can also be seen by passers- 

_— by. Keep emphasizing to your 


comaneies salespeople the value of related 
selling. Here is an example of a 
window display of small items, 
backed up with a floor display of 
larger seasonal merchandise. 


Step 5— "Try it yourself" sell- 
ing technique is one of the most 
powerful sales tools available to 
you. If you have access to a lawn, 
use it to demonstrate mowers, as 
illustrated here. Offer demonstra- 
tions at home. At the very least 
have one machine in good running 
_ at all times for demonstra- 
ion. 


Ilustrations courtesy Hibbard, Spencer, 
Bartlett 4 Co. 
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How to Use Service 








If grass doesn’t grow on city 
streets, nor tiowers bloom in tene- 
ment backyards, gardening sup- 
plies can still be profitable for 
the city hardware dealer who 
plans a promotion that will make 
traffic seek him out. 

Just such an experience is that 
of the Shoe City Hardware Co., 
Haverhill, Mass., whose _ store 
though out of the city’s main 
shopping area is adjacent to a 
tenement district. But the lack 
of the natural advantages of a 
choice location did not stop James 
N. Chooljian from building an ac- 
tive and growing garden supply 
business. 

He turned the trick with the 
simple device of advertising in 
the local newspaper that he would 
test soil at no charge. 

At a cost of $25 he purchased 
a soil testing kit and starting out 


with his new service early in 
March, the following weeks saw 
traffic in his garden supplies de- 
partment jump 50 pct and sales on 
fertilizer triple. 

And the increased store traffic 
was mostly of new faces—people 
who were making their first call at 
the store to have their soil tested. 
Mr. Chooljian estimates that about 
35 pet of them purchased fer- 
tilizer. 

“One thing that is most impor- 
tant about testing soil,” he points 
out, “is that you must give the 
people an honest answer. There is 
of course the temptation to tell 
them that they need certain fer- 
tilizers whether or not they do. 

“If there is a_ possibility,” he 
adds, “that they can get along 
without fertilizer, I tell them that 
frankly. They appreciate getting 
the right information and it helps 
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build store good will. They may 
not buy fertilizer, but they gen- 
erally do buy other garden sup- 
plies or general store items. In 
one instance a soil test brought in 
a new customer who later bought 
$75 worth of paint.” 

Mr. Chooljian feels that the ef- 
fectiveness of his soil test service 
is proved by the fact that with it he 
sold over a ton of fertilizer de- 
spite the disadvantages of his 
neighborhood. But the long-range 
value of the soil testing program 
was that it drew many new cus- 
tomers to the store. 


Lends Spreaders 


Another successful method that 
Mr. Chooljian used to create cus- 
tomers for garden supplies was 
offering the use of spreaders and 
rollers free to purchasers of fer- 
tilizer or grass seed. This is a 
plan he started last year. 

He lends the spreader to a cus- 
tomer who purchases at least a 
100 lb. bag of fertilizer or any 
sizable amount of grass_ seed. 
These services have also been ad- 
vertised in the store’s regular 
weekly newspaper ads. 

In addition to lending the 
spreaders and roller the Haver- 
hill company also rents them for 
a nominal charge of 50 cents a 
day. In his first year of trying out 
that service, according to Mr. 
Chooljian, he took in $18 from 
rentals and at the end of the sea- 
son sold the two spreaders and 4 
roller for an amount slightly 
above his cost. 


Space is at a premium, but neat, 

mass displays impress customers 

with the store's ability to serve 
their gardening needs. 
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A downtown store can sell uptown customers their lawn 
P and garden needs. This store did it with service—soil 
VI ( ( testing—roller rentals—and power mower demonstrations 
io a 
To Improve Gardening Supplies Sales 
They may In addition, while making this 
they gen- small profit on the deal he also 
arden sup- | succeeded in increasing his grass 
items. In | seed volume 50 pct above any pre- 
brought in vious season. 
ter bought In the spring of the year the 
Shoe City spreaders and roller are 
hat the ef- out on rental continuously. Neigh- 
est service bors pass them around from one 
- with it he to the other and more and more 
tilizer de | customers are created for the 
23 of his | Haverhill hardware store. 
long-range Another big factor in the rising 
y program volume on grass seed at Shoe City 
new cus Hardware is the fact that Mr. 
Chooljian makes up special mixes 
to suit different soil conditions. 
He carries three varieties of basic 
s grass seeds. 
Says the Haverhill dealer: “If 
sthod that you want to offset the competition 
reate cus- of 5 and 10 stores and the super . x i tj 
i Ss i ier — . 
<ved a Ree peek see pene he - 4 Above—Biggest traffic draw for the lawn and gardening department in 
so of te» CED Geen, Tee eve te bnew Ge the Shoe City Hardware is its free soil testing service. Here James N. 
This is a [| real value of better grass seeds Chooljian, proprietor, runs a test. 
r. so that you can convince the cus- _ = 
io 6 tomer he saves in the long run Below—Mr. Choolijian makes it a point to get his __ mowers into the 
t least a | by paying more in the first place.” hands of as many prospects as possible as a demonstration of their 
r or any advantages. Demonstrations on 30 lawns last summer developed 8 sales. 
iss seed. Service at Home 
been ad- 
regular In furnishing his special ser- 
vices to gardeners Mr. Chooljian 
ling the often goes out to their homes to 
2 Haver- make a soil test or to deliver a 
them for roller or spreader. “It gives me 
cents a an excellent chance to look over 
rying out the home and see what kind of 
to Mr. property it has,” he remarks. 
18 from “From that once-over I can eval- 
the sea- uate the possibilities of future 
rs and a sales to the homeowner. I don’t 
slightly mention it to the customer at the 
time but I file away in my mind 
what his future needs will be and 
I later follow up.” 
Bringing a special service right 
to the homeowner can be extreme- 
— ly effective, believes Mr. Chool- 
mers jian. Last year he began to carry 
serve 
(Continued on page 116) 
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Build your displays into a Garden Center 

as the Erwin Hardware, South Euclid, Ohio, 

4 has done and advertise it as such in your 

store. A large arrow, as in the photo, is 

a pointer that can't be missed by store 
traffic. Use sign language. 


MTT ee LL ed oe a 


4h) 4 4 


ARR LL LLL 


Tho 





Rackliffe Bros. Co., Inc., New Britain, 
Conn., in its new Garden Center concen- 
trated a huge display of related garden 
supply items in a colorful department, 
decorated with red and white awning and 
yellow and green wall streamers. This 
setting encourages browsing and makes 
selling easier. 


Even a single island display makes a com- 
plete oe a. garden ae department 
if merchandised properly. Here in up- ces 
front display, seeds, fertilizer, garden took, tog ta 
and related items capture sales attention center br 
by the prominence of their store location stress, as 
as well as the seasonal nature of the mer- ’ 
chandise sold by the Volkmann Hardware, 

Beaver Dam, Wis. 
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OW | to SELL 


Almost the last approach to a customer is the 
point-of-sale display. The hardware dealer 
who displays lawn and garden supplies in 
depth and who displays his lines early has 
the best chance for bigger profits in the spring 
and summer months. Here are some tips you 
can follow in setting up your own displays 











Use grass seed to pull traffic into your 
lawn and garden department as the Henry 
C. Wienecke, Inc., hardware store does. 
It will help to move other related items. 
Bulk seed is stored in galvanized steel ash > 
and garbage cans, which may be covered 
to protect seed from moisture and insect 
damage. 
















This specially built display of the Thomp- 
son Hardware Co., Eau Claire, Wis., does 
double duty. It not only displays small 








pea 
= garden items and packaged goods but its 
7 base also serves as a display support for p> 
hand mowers. The base is two feet wide 
with the center section rising to four and 
a half feet. Traffic has plenty of room to 
circle about it. 
tain, 
cen- 
rden 
rent, 
and Here's another example of how 
This “sign language" can be employed 
akes effectively to spark garden supply — 
sales. With this sign, Alexander 
Grant's Hardware, Syracuse, re- 
minds customers of World War Il 
Victory Gardens and urges them 
7om- to "Grow for Economy This > 
nent Spring." These posters were suc- 
» 4 cessfully used in the firm's down- 
ols, town store and its two shopping 
tion center branches. Remember to 
tion stress, as this sign does, to make 
ee selections early. 
are, 
——a SS 
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An Early Start 
eans Better Volume 


Ahead-of-season displays give this Rockford, ILL, 

store a longer and more profitable spring selling 

season. Mowers are on a 12-month display basis 
and pile up record sales 


When customers entered the 
Weber & Furman Hardware, 118 
Church St., Rockford, IIl., late last 
February, a heavy snowstorm was 
raging outside. But inside the 


store, they got a pleasant surprise. 
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Inside the atmosphere was sum- 
mer, for right up front was a dis- 
play of lawn and garden merchan- 
dise, items that spelled vacations 
and outdoor living. 

Such ahead - of - season displays 





are customary at this hardware 
store. They give owner Ellman and 
his staff a head start in getting a 
long and profitable selling season 
on spring and summer items. 

The store’s up-front display was 
made up of three 5 by 6 ft. tables, 
grouped together and trimmed with 
artificial grass matting. Spotlights 
were trained on the tables. Outdoor 
goods completed the setting — a 
hammock, a lawn chair, picnic jugs, 
seed packets, camp stoves, sun 
glasses, an ice chest, and all sorts 
of items that made customers for- 
get about winter and think about 
summer. From there it was only a 
short reach to garden sales. 

Some lawn and garden merchan- 
dise also gets the benefit of year 
around display, as for example, 
mowers. In the spring and sum- 





In February, with a 
raging snowstorm 
outside, Weber & 
Furman greeted its 
customers with this 
display of more 
dont, prospects 
ahead. An early 
start pays off in 
earlier and more 
sales in this store. 
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mer, of course, these are right up 
front. Other times they are moved 
further back. But their continuous 
display creates a lasting impression 
which leads to sales. 

Christmas, 1950, five power mow- 
ers and a number of hand mowers 
were sold as gifts because they 
were on display. That gave the 
salespeople an opportunity of sug- 
gesting them as a suitable Christ- 
mas surprise. 

The continuous promotion of 
mowers in display and advertising 
and through on-the-floor selling 
enabled the Weber & Furman store 
to sell more than 125 power mowers 
in 1950, and about 150 hand 
mowers. 

Front-of-the-store display helps 
to turn mowers into traffic stop- 
pers. There customers can see 
mowers in a number of different 
cutting sizes at prices within the 
average homeowner’s budget. Not 
only that, but salesmen can tender 
professional advice about the best 
mower for the job to be done and 
also on how to keep the mower in 
good operating condition. 


Mower Repair Shop 


The store also operates a service 
shop for mower repairs. If parts 
become defective or broken, they 
can be replaced quickly. This has 
given Weber & Furman a reputa- 
tion for good mower sales and ser- 
vice, a fact that alone brings in 
additional customers each year. 

Hand mowers are compactly dis- 
played on a portable stand which 
holds them off the floor in promi- 
nent view and enables each to be 
examined individually with a mini- 
mum of effort. 

And to build companion sales, 
behind the lawn mower displays 
was one for grass seed and fertilizer 
to impress upon mower prospects 
that every good lawn needs good 
seed and feeding as well as a 
mower. Also nearby was a separate 
display of gardening tools, hedge 
clippers, and flower seeds. 

Gardening needs are not neglect- 
ed in the store windows either. Fre- 
quently, the two windows are de- 
voted entirely to such merchandise 
along with outdoor living items. It 
is the management’s contention 
that these lines sell when displayed 
properly and interestingly. 

Then to reach further afield than 
the store’s immediate vicinity, 
newspaper ads are put to work to 
sell lawn and garden equipment to 
the 120,000 people in Rockford’s 
trading area. 
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When spring approaches, hand mowers and power 
models are moved up front. The store's own repair 
service is a big sales booster. 





Mowers play an important part in the store's lawn and garden mer- 
chandising program. On year-round display, five were sold as Christmas 


gifts. 
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Ntore Windows 


a real selling tool 


Your first bid for garden supplies traffic can be made 
through your window displays. Build them up in 
variety to demonstrate that your store can be a force 
in supplying all the needs of the gardeners in your 
community. Here are some typical window displays 
used by hardware dealers as an open invitation to buy 


The long sweep of windows visible 
A from the highway on which C. C. 
Collins & Son, Inc., Madison, Wis., 
hardware and lumber firm, is lo- 
cated has proved to be an invalu- 
able eye-catcher. Weather per- 
mitting, outdoor furniture, lawn 
mowers, and playground equip- 
ment, displayed outdoors, get 
heightened sales opportunity. 


Gay and colorful is this window used by 
Harry P. Hoblin, Inc., Bronxville, N. Y., in 
<4 which the store manages to group an ex- 
tensive variety of garden needs in a small 
display. Flower and vegetable seeds re- 
ceive prominence by being displayed on 
trellises in the ‘Sor as | Completing 
the display is a power mower, garden tools, 
and packaged fertilizer and other items. 
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An attractive window need not be expen- 
sive to trim. This window, used by Rackliffe 
Bros., New Britain, Conn., makes extensive 
use of display material supplied by manu- 
facturers. Your wholesaler can supply a 
wide variety of display material of this 


type. 





Adept use of manufacturers’ selling aids 
are used to heighten the sales appeal of 
this comprehensive display of garden sup- 
plies installed by the Kendall Hardware, 
Marion, lowa. Here again maximum use 
has been made of a small window without 
sacrificing neatness and clarity in showing 
a wide assortment of items that keep 
lawns and gardens in shape. 


Even a store's front door con be used to 
sell. Here the Henry J. Paulus Hardware, 
Los Angeles, hung a seed rack on its front 
door where no one could miss it. It proved 
ideal for creating impulse sales. Because 
seed buyers had to pass through the store 
to pay for their purchases, other depart- 
ments were put in the way of capturing 
more business. 
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Furnitu Competiti C 
This hardware dealer doesn’t shy away from the price Whe 
competition chains give him. He outservices them to ere 
erase price advantages. And he adopts some of their 
techniques to cut his sales costs. 
other chi 
do not hi 
Ornan 
are also 
Hardwar 
If some hardware dealers shy needed, and a lower margin can help us get around an objection age A 
away from actively promoting be taken on merchandise sold in to price,” he says. “Something that the floor 
lawn and garden equipment such this manner as an added induce- is not found in a downtown chain them “ey 
as furniture and trellises because ment to piling up more, and more store. Then we also offer a ‘make- own spec 
of price competition from the sales volume in the line.” it-to-your-own specification’ ser- “That 
chains, not so E. Emile Wendel Mr. Wendel’s first step was to ar- vice.” Emile W 
who operates Wheel Hardware in range displays of garden equipment One example of such an “extra” need an 
New Orleans, La. where they could be seen, and thus is in garden edging, a popular it either 
Mr. Wendel takes the opposite create impulse sales. traffic puller. The Wheel Hard- are irom 
tack in promoting those lines. He ware’s line sells for a penny or them out 
has a system that involves an Impulse Sales Displays two per foot more than in the our big se 
adaptation of some of the methods downtown chains. “But look,” Mr. time. Th: 
used by his chain store competi- When the Wheel Hardware was — Wendel will tell a customer, “See able t sie 
tors, and, equally as important, ac- ‘built a year ago, it was set back the thickness. It’s nearly double - eghaacten 
cents service and value to overcome from the sidewalk to permit out- that of the cheaper edging you're be turned 
price differences. door display arrangements that talking about. This will last. You to promis 
Basically, his analysis of the would not block street traffic. And can put this down and it will stay, Pr 
chain store approach to sales is that is the space that is put to keeping your garden looking trim customers 
that they do not “sell,” but rather such excellent use in displaying for years.” their pase 
the customer “buys.” “It’s like a gardening needs, including lawn cause th 
super market,” he comments. furniture, trellises, flower pots, Sell Extra Qualit on t . 
picnic equipment and furniture y — re 
Sells by Suggestion and other related merchandise. Some of the wooden lawn chairs Sa a 
But display alone did not solve sold by the store are necessarily oe 
This is based on selling by sug- the problem. Mr. Wendel had yet priced slightly above those in the petitors. 

‘ gestion and display, reports Mr. to overcome objections to price, chain stores. And in that line too width an¢ 
Wendel. “The customer sees some- __ particularly when the customer he has an “extra” to offer. “See me waren 
thing, makes up his own mind reported the same item could be __ this?,” he will inquire folding uP to cut an 
about it, considers the price, and purchased for less elsewhere in a chair. “You can fold this into enemeaney 
finally calls a salesman over to town. a small unit to fit into a car; carry Maser Mi 
conclude the purchase. The sales- His answer to that is the quality it on picnics. Two or three can taper ° 
man really does nothing but take of the merchandise he buys. easily be carried under your arm. ° ry of 
the order. “We look for that something Then open them up, and they are “ag 4 = 

“Therefore fewer salesmen are extra in the merchandise that will as big and as comfortable as those va Anse “a 
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Wheel Hardware, New Orleans, being set back from the Lawn garden edging is higher priced than at the 
downtown chain stores, but when a salesman points 


street, makes use of outdoors displays to advertise its “~: 4 
garden items. Sales at this store come from display. up the features of the store's line—extra thickness, 
strength and long life—the sale is closed. 


other chairs you mentioned which 

do not have tais feature.” 
Ornamental iron furniture items 

are also big sellers at the Wheel 


Hardware. Here it’s service that Quality, too, is a selling 
makes the difference. In addition extra. Wheel Hardware 
to selling iron tables or chairs off stresses the construction 
the floor, the store offers to make and compactness of its 
them to order to the customer's garden furniture line to 
own specifications. overcome price obiection. 


“That gets the sales,” reports 
Emile Wendel. “And we do not 
need an ironworking shop to do 
it either. In New Orleans there 
are ironworking shops that turn 
them out and it so happens that 
our big selling season is their slow 
time. That means we have been 
able to make special arrangements 
for custom-built iron furniture to 
be turned out fast and we are able 
to promise speedy delivery.” 

Trellises are another item that 
customers frequently need made to 
their own specifications. And be- 
cause the store is able to build 
them to order, this service again 
gives the Wheel Hardware the 
selling edge over its chain com- 
petitors. The wood is pre-cut to 
width and thickness and stored in 
the warehouse. That makes it easy 
to cut and assemble a trellis to 
customer order. 

This is all there is to Mr. 
Wendel’s technique in promoting 
the sale of lawn and garden equip- 
ment, but it is successful in keep- Extras such as special service gives the store a selling edge over chain 
ing his store ahead of price com- store competitors. Such an extra is building garden trellises to customer 
petition. specifications, as this view of the store's workshop illustrates. 
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Consumer Catalogs 














A Cover of the 1952 
Spring Catalog made 
available to dealers 
by Masback, Inc., 330 
Hudson St., New York. 
Printed in two colors, 
including dealer im- 
print, it has 32 pages 
of sales producing 

items. 


Cardeners Digest 


1OMESTEADER + SPRING 195 
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<q swith the dealer's name 


—modern selling tools 


Getting an early start on spring business and 

developing new customers are the lot of dealers 

who distribute consumer catalogs and broadsides 
such as the examples illustrated below 


4 : 
1952 Garden book 
4 


Dealers of Hibbard, 
Spencer, Bartlett & Co., 
Evanston, Ill., have a 28- ~ 
page, slick papered, two-- 
color (black and green) 
garden book to distribute 
to their customers. It is a 
reference to gardening 
method and merchandise. 


A four-page colorful 
broadside is made avail- 
able by Janney, Semple, 
Hill & Co., Minneapolis. 
It contains about 90 
items, many of them spe- 
cials to increase store 
traffic. In addition the > 
company makes a news- 
paper mat kit available 
for supporting distribu- 
tion of the broadside. 


This "Gardener's Digest'’ 
is supplied its dealers by 
Bronson & Townsend 
Co., New Haven, Conn., 


imprinted on the cover. 
In addition to merchan- 
dise listings, this attrac- 
tive pocket-sized catalog 
also contains a great 
deal of useful gardening 
information. 
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Promotion Ideas That 
Build Good Traffic 











$50,000 Volume Helped by 
Staging Rose Bush Sale 


What makes a $50,000 garden 
volume for this hardware dealer? 

At the Midland Hardware and 
Furniture Co., which features gar- 
den lines during a 7-month season, 
Feb. 1 to Sept. 1, it is achieved by 
mass displays right down the cen- 
ter of the store and the staging of 
special promotions that spotlight the 
store’s lines. 

Typical of such promotions is 
one that featured rose bushes. 
“We promoted them with radio 
spot announcements on a Friday 
and Saturday,” reports Dave Cut- 
birth, manager, “and in one-and- 
a-half days sold 1,100 rose bushes. 

“As a result of the increase in 
store traffic, sales increased in all 
garden supply departments and 
also in the regular hardware de- 
partments.” 

But not only are special promo- 
tions good traffic builders, displays 
in depth are just as important. 
For instance, a mass display of 
power mowers, occupying 25 by 4 
ft of floor space, proved to be a 





Dave Cutbirth, manager of the Midland Hardware & Furniture Co., 
concluding a sale of rose bushes. A special promotion of these 
sold 1,100 in a spandotel 


sales getter. And in addition, the vegetable seeds stimulate garden 
year-round display of flower and supplies’ volume. 


Seeds Push Garden Supplies 


Into Best Seller Position 


The primary object of all promo- 
tion and display is to get people 
into the store. 

For some retailers this is more 
difficult than for others, but for the 
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Wagner Hardware it is a matter of E. H. Wagner sums it up. “That's 
substituting garden supplies for our best traffic builder. There’s 


the proverbial mouse trap. not a month in the year when we 
“We bring people into our store don’t sell some kind of garden 

for a package of seed,” is the way supplies.” 
113 
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But what makes this department 
tick off sales to the point where it 
has nosed out the store’s paint de- 
partment for first place to bring in 
one quarter of the total yearly 
volume? 

Key to capturing this volume is 
prominent display of seeds and gar- 
den supplies the year around. The 
displays are maintained in mass 
and are always in the same location 
so that every month of the year 
they maintain the same promo- 
tional impact as the paint, tool, or 
general hardware departments. 

Garden supplies, in fact, have 
been built into ane of the most at- 
tractive sections of the Wagner 
store. Focal point of the depart- 
ment is a giant island display for 
seeds, at the right side of the 
store as customers enter. Always 
colorful, this giant 12 ft long, 
shoulder high display, can’t be 
missed by store traffic. 

Behind this display are 10 bins 
from which different types of fer- 
tilizer are sold. And at one end of 
the fixture is sufficient display area 
for small hedge clippers and other 
small gardening tools. 

A second gardening display is 
built around a 9 ft. table, near the 
front of the store. On this table, 
separated by glass dividers, are a 
variety of flower bulbs, and in the 
open, under section of the table, 
coils of hose are displayed to ad- 
vantage. 





During every season of the year this giant, 12 ft display attracts traffic 
to the store's year-round gardening department. 


Behind the giant seed display 
and the bulb table are the displays 
of other gardening items, such as 
steel goods which comprise a 15 
ft. section of their own. Adjacent 
to this is another 15 ft. display de- 
voted entirely to insecticides which 
also incorporates an 8 ft. area for 
the display of sprinkling cans and 
miscellaneous accessories. 

On the ledge, over the wall dis- 
plays, large sprinkling cans and 
window boxes are neatly arranged. 
Bulk fertilizer and flower pots are 
displayed on the floor around the 
displays. 

And for extra seasonal emphasis 
on gardening supplies the six-inch 
ledge on the inside of the dis- 


Potted Plant Display Proves 
A Profitable Sales Stimulant 


A small display table 3 x 7 ft, 
where 35 varities of small potted 
house plant are displayed, has re- 
sulted in doubling seed and fer- 
tilizer sales. 
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A year ago Fortune Hardware, 
put in a line of small potted house 
plants which included several varie- 
ties of cacti, ivy, and fern. Prices 
for the small potted plants run 


play windows is dressed up with 
artificial grass matting on which 
sprinkling cans, sprinkler heads, 
and hose nozzles are attractively 
arranged. 

Also in the spring and summer 
months power and hand lawn 
mowers become an integral part of 
the gardening section. These are 
replaced by heaters during the 
winter—the only radical merchan- 
dise change that is made in the 
department. 

Thus it is almost entirely due to 
two factors that lawn and garden 
supplies are the big success for 
the Wagner Hardware that they 
are—mass display and continuity 
of display. 


from 19 to 59¢. Luther Fortune, 
owner of the store, reports that he 
is able to move from 75 to 100 
plants per week during the garden 
season. <A local greenhouse fur- 
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The 3 by 7 ft potted plant display 
at the Fortune Hardware. 


nishes the plants and keeps the table 
stocked. 

“The big advantage,” Mr. For- 
tune says, “is in the seed, garden 
supplies, and fertilizer sales that 
the small potted plant line stim- 
ulates. We are experiencing double 
the volume in garden supplies 
since we put in the small plant 
table and advertised the plants.” 

The store advertises the plants 
through small display ads in the 
local paper. Each week one or 
two new plants will be mentioned, 
with the price quoted. 

Then, at the beginning of the 
garden season, and once or twice 
after the season opens, small 
dodgers are printed and distrib- 
uted from house to house. These 
list all 35 varieties and give the 
price and in small boxed squares, 
especial instructions for trans- 
planting and care. 

The store uses one display win- 
dow during the garden season for 
all types of garden supply items. 
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~ctivey | Mass Fertilizer Display Sparks 
vn | Garden Supply Sales 


| part of 
hese are Garden supplies bring in 25 pct 
ing the of the store-wide volume for the 
nerchan- Dixie Hardware Co., where they 
in the are actively promoted during the 
spring and early summer months. 
y due to Al Vacek, owner of the store, 
garden begins early and begins with fer- 
ess for tilizer in going after this highly 
at they profitable business. Starting the 
ntinuity latter part of February, a giant 
display of sacks of fertilizer is 
built just inside the door. 
It is this display, which takes 
up 6 sq ft of floor space to at least 
waist-high height, that reminds 
every customer that the time for 
ical This mass display of fertilizer, occu- 
shat he pying 6 sq ft of floor space is the 
. Dixie Hardware's way of serving no- 
to 1 tice that it is time to. buy gardening 
garden needs and that the store is garden- 
se fur- ing supply headquarters. 
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buying his garden supplies is at 
hand, and the place in which to 
buy them is the Dixie Hardware. 

Result, the store has sold as 
many as 8,000 pounds of fertilizer 
in a day, Mr. Vacek reports. 

It’s the mass display of fertil- 
izer, taking up one-fifth of the 
store’s total 30 ft front, plus the 
direct approach to the most active 
gardener—the garden club mem- 
ber—that sparks gardening supply 
sales. 

Here’s one method that brings 
garden club members in. Mr. 
Vacek prints 100 membership 
cards and donates them to the 
local club. In addition, the store 
also donates a door prize, valued 
at about $1.50, for their meetings. 

But Mr. Vacek also promotes 
business in other ways. He ob- 
serves, “We’ve learned that the 
good will we get from lending our 
fertilizer spreader to persons who 
buy 100 lbs of fertilizer or more 
is worth much more than just a 
rental fee. It brings us many 
new customers, and they along 
with the old, buy all kinds of 
garden supplies, and other hard- 
ware items too.” 

The store uses movie screen ad- 
vertisements during the spring 
months to advertise its gardening 
lines. And starting the latter 
part of February, also, Mr. Vacek 
begins to move his power and 
hand mowers, and spreaders, by 
displaying them on the walk. 

These, backed up by interior 
displays, do a big part of the pro- 
motional job. Inside, in addition 





Al Vacek, left, builds good will and good business by lending spreaders 
with sales of 100 Ibs or more of fertilizer. 


to mass display of bag fertilizer, 
there is another one from which 
bulk fertilizer is sold, the fertil- 
izer being stored in large, new 
garbage cans right on the floor. 
Adjoining this display is one 
of garden hose. There is also a 
display island for small garden 





items such as sprinklers, nozzles, 
hedge and lawn clippers. At this 
point is a third display of fertil- 
izer—for the small packaged units. 
Customers must run the gaunt- 
let of these displays before they 
even enter the hardware and 
houseware departments. 


How to Use Service to Improve 


Gardening Supplies Sales 


power mowers for the first time 
and decided that the best way to 
call attention to their time and 
labor saving advantages was to 
give demonstrations on the lawns. 
He kept a power mower in the 
company truck at all times and 
whenever he was on a delivery in 
a particular neighborhood and 
saw a lawn that needed mowing 
he offered the homeowner the use 
of his power mower. 

“There is no attempt to pressure 
the homeowners into buying,” he 
commented. “I simply tell them 
I noticed that the lawn needed at- 
tention and would like to try the 
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(Continued from page 103) 


power mower on it. I generally do 
one row and then the man of the 
house takes over and finishes it. 
It gives him a chance to learn first 
hand of the advantages of the 
mower.” 

About 30 lawns were serviced 
this way last summer and sales of 
8 power mowers resulted, a per- 
centage which convinced him his 
method was sound. 

Mr. Chooljian makes regular 
calls on new homeowners in his 
area in spring and summer to offer 
advice on lawn and garden prob- 
lems, as well as offering them his 
special services for gardeners. He 


obtains his “leads” from a weekly 
issue of the Haverhill Gazette 
which gives data on new homes 
being built in the area. 

“At our store garden supplies 
not only are profitable items,” he 
said, “but they are _ excellent 
means of contacting new home- 
owners. They, I have found, are 
the best new prospects for hard- 
ware dealers.” 

Current figures at Shoe City 
Hardware Co. indicate the effec- 
tiveness of aggressive merchan- 
dising. Sales on garden supplies 
in 1951 have more than doubled 
those of 1950. 


HARDWARE AGE, FEBRUARY 7, 1952 














Matt 
specic 


HARDWAR! 


FACES of 1951 


Here are some of the new faces that made their bow 
before the hardware trade in 1951—faces 

that emphasize strongly the adoption 

by the trade of the visual window as a selling tool. 
These stores prove that whether large or 

small, in city or country, in shopping 

center or small town, they can make effective use 
of the modern trend towards visual windows, 
revealing bright, neat, and colorful 

interiors that put to work display characteristics 

of the merchandise they sell. 

aders Selected at random from the hundreds presented in 
HARDWARE AGE last year, on the following 
pages are but a few that are most 

‘: pre typical of the hardware trade's use of that vital 


f fertil- sales technique—the visual front. 
ed units. 
e gaunt- 
ore they 


ire and Turn Page > 
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Matt Hardware Co., Carrol, lowa, tops off its visual window with a stainless steel canopy which has a 
special louvre design that permits light to come through but yet shields the sidewalk from rain and snow. 
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New Faces 






of 1951 


Continued 






















Right, top, a 46-ft wide visual 
front exposes the 124-ft sales in- 
terior of the Palace Hardware, Erie, 
Pa. Double entrance gives the store 
a 12 by 7-ft window for featuring 
promotional items. 

Below, the entrance to the Yaskin 
Hardware, West Philadelphia, be- 
comes a part of the display front, 
which puts 85 pct of the merchan- 
dise on display in this shopping cen- 
ter store. Spotlights at night create 
"daylight." 











A 


=: 

















Left, top, window lights of the 
Warters Hardware, Tacoma, Wash., 
taper at the bottom to cut down 
glare and reflection. Below, the 
building design of the Midland Hard- 
ware & Furniture Co., Midland, Tex., 
makes it appear extraordinarily wide 
and helps it stand out from other 
stores. Bottom, Dickson Bros., Cam- 
bridge, Mass., attracts with color, 
yellow letters against green. Hol- 
low, they are covered with plastic 
and neon-lighted from within. 








~ 























Right, Ace Hardware, Waukegan, 
Ill., is part of a new retail building 
development. Windows angle in to 
guide street traffic. Entrance is off- 
center to street traffic down right 
side of store. 

Bottom right, the 6,000 sq. ft A. C. 
Eaves Co., Brawley, Calif., is housed 
in a steel and cement block building. 
Notice its attractive clean modern 
lines and canopy construction. 
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Above, a modern store front dis- 
guises the old building. Customers 
walk into what appears to be the 
street level floor of the Nicholas 
Hardware, Quakertown, Pa., but 
find themselves at the foot of 
stairs leading to the interior. 


A flashing electric sign 
attracts attention at the 
Belle City Hardware, 
West Racine, Wis. Cap- 
turing traffic are the win- 
dows which do 24-hour 
display duty for lights are 
on the entire night. Note 
how store lines identifica- 
tion is handled. 


Line identifica- 


tion rather than ; ae 
store name is vi a [ 3 FE C | / 


stressed by the 
Byrum Hardware, 
Suffolk, Va. Com- 
plete mederniza- oe 
tion turned two 


stores into one . cel 
hi Si. | 
+." 
%%, 








unit, by eliminat- 


modern selling t 
™ 
4 EMRE iy 


ing a center en- 


trance to the — ——— }, 
second story. " a eT 2 
Electric eyes op- ih | 
erate the two f 7 
new entrances to 


the store. 
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’ TWO QUICK DEPTH 
ADJUSTMENTS--FRONT 
AND REAR--MEAN THAT 
HANOLE CAN BE KEPT 
AT COMFORTABLE WRIST 
POSITION EVEN /N 


FAST-OPERATING BEVEL 
ADJUSTMENT PERMITS 
BEVELS AT ANY ANGLE 
FROM O° 70 45°; 
EAS/LY READ ON 
CALIBRATED QUADRANT 


Giectaic  f BEVEL CUTS CAN 
LEcTRO-SAW : BE MADE AT 
oo ws Ta i) Rall ANY DEPTH 
b= saws 7 


ADJUSTMENT 


Talk about FAST ADJUSTMENT 


..- Look what LECTRO-SAW gives you! 


Sales Features Galore make Lectro- 


PLas PLUS Saws easier to sell. And their perform- 


© Abundant Power POPULAR PRICES! ance in the wood completes the selling 
job! For new profits right now, order 


® Easy Handling @ 6” Heavy-Duty... $56.50 

” Lectro-Saws, Lectro-Blades and handy, 
© Maximum Safety ° wil Deluxe Heavy-Duty ...$76.50 new Protractors from your Lectro-Saw 
® Job Versatility @ 8” Heavy-Duty ... $92.50 Distributor 
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Special Service 


Sells Floor Coverings 


For the customer who wants de- 
signs in kitchen, bathroom, play- 
room and other types of linoleum 
floors, Westphal’s, in Manitowoc, 
Wis., has the answer. Herbert 
Westphal, owner, and Werner C. 
Wernecke, floor covering depart- 
ment manager, hired a local artist 
to create various designs in color. 

These designs have been placed in 
a special book, which the firm’s floor 
covering salesmen use to sell cus- 
tomers this extra service. Work- 


. INLAID 


How Westphal’s use design service and 


wide variety of floor coverings to bring 


volume to the store 


men installing the linoleum merely 
copy the designs and work them 
into the floor patterns. 

Floral, fish, animal, church and 
other designs can be had by cus- 
tomers. For example, designs of 
ducks are very popular with chil- 
dren, while fish designs are chosen 
in bathroom floors and for some 
kitchen floors by sportsmen. 

Religious designs please people 
of many denominations for use in 
various rooms in the home. 


LINOLEUM.... FOR 


“The design book helps to sell a 
lot of linoleum,” reports Mr. Wer- 
necke. “It shows many prospects 
just what can be done through de- 
signs to make floors more beauti- 
ful, conforming to individual tastes. 
We never fail to show this book to 
linoleum customers. Frequently 
such a showing will result in future 
sales with designs included.” 

Westphal’s has built a large 
business in floor coverings during 
the past 10 years. All types of lino- 





Part of linoleum stock display with wide aisles which enable easy in- 
spection of a number of rolls. Tables on end display a variety of tiles. 
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advertising ever... 


7 
I Spring ofits 
are ready to hatch 


Profitable Bruce Floor Products sales always multiply in the 
Spring. It’s only natural, what with housecleaning and all. 
Z.\ / : 
NS 
rm dD, 


But this year you can expect the biggest flock ever. Because in big 





colorful magazine ads, in hundreds of local newspapers, and on 
radio and television stations by the dozens, more people are going to hear 
more about Bruce than during any other time in history. 
Be sure to feature both in your Spring housecleaning displays. Bruce Floor 
Cleaner for linoleum and lightly-trafficked wood floors. Bruce Cleaning 
Wax for extra wax protection and gloss on wood floors. 
It’s a double merchandising opportunity that 


means an extra nest egg of profits for you! 


BRUCE (2x iti 


guaranteed by the world’s largest maker of hardwood floors 





Ss. L. BRUCE CcCO., MEMPHIS, TENN. 
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leum are handled and rugs and car- 
peting have been added to the line 
in recent years. 

John Erickson, installation man- 
ager, has a crew of six floor cover- 
ing experts who work an area of 
30 miles or more on such jobs. Rub- 
ber and asphalt floor tiles are sold 
and installed, as well as plastic and 
steel wall tile. The store also sells 
and installs Magnecite, a terrazzo 
type floor for commercial firms. 

The store will tackle any custom 
floor job and has installed large, 
outstanding jobs on car ferries, in 
schools, factories and homes. 

An average bathroom linoleum 
sale, plus installation, may run up 
to $400. Kitchen jobs, depending 
upon the size and type of material 
can run as high as $700. Most car- 
pet sales and installations start at 
$250 for small rooms and may go 
four to five times that amount in 
some homes. 

“We have found that rugs and 
carpeting work in well with lino- 
leum and tile work,” Mr. Wernecke 
says. “Often the homeowner who 
has linoleum installed is also in the 
market for rugs. On floor cover- 
ings we advertise that no job is too 
large or too small.” 

A large stock of linoleum, rugs 
and carpets is kept on the first floor, 
with numerous signs informing the 
public that 150 linoleum patterns 
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are carried, that work can be done 
by the customer himself, or turned 
over to the floor covering crew. 
Linoleum is displayed three rolls 
wide, with aisle space between each 
section. Thus customers can walk 
down the linoleum aisles and view 
many patterns. 


Carpeting and 

rugs get atten- 

tion in this sec- 
tion. 


Actual rugs are displayed in the 
department, as well as numerous 
samples. Carpeting is hung on 
rolls. Some rugs are neatly wrapped 
around supporting pillars, all of 
which tells the customer that this 
floor covering department has a 
varied stock. 





Salesmen show prospects special designs that can be 
provided for their homes. Linoleum mechanics follow 
these designs in making installation. 
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A large wallpaper department is 
also located in the same area of the 
store. Customers from one section 
often go over into the other section 
and thus added sales are frequently 
made. Plastic curtains and drapes 
are also stocked, as they make fine 
companion sales on many jobs. 

“Frequently the floor covering 
customer can make his selections 
at our store from our wide stocks, 
but if he wants us to visit his home 
to see special details, we'll give 
this service,” Mr. Wernecke points 
out. “From our experience we can 
often give homeowners on-the-spot 
Jayout and decoration advice which 
helps them solve their floor cover- 
ing problems.” 


80 Field Offices to 
Advise on Wage Lids 


Information about government 
salary controls now may be ob- 
tained from any of the 80 field of- 
fices of the U. S. Labor Dept. Wage- 
Hour Div., as well as from local 
outlets of the Salary Stabilization 
Board. 

Labor Dept. and SSB say their 
field offices will advise employers on 
salary-control questions, including 


explanations of how salary regula- | 


tions may apply to their situations. 
Official rulings are obtainable 
only from SSB, however. 





Pioneer Days Sale 


Old time costumes often lend 
much color to a sale. When mer- 
chants of St. Cloud, Minn., partici- 
pated in a Pioneer Days celebra- 
tion in that city recently, many of 
the clerks in stores were attired in 
old time clothes, such as_ bustle- 
backed dresses, peg top trousers, 
gold watch chain and fancy vest, 
old spats, etc. Many men sported 
curly mustaches and used phrases 
such as “Name Your Merchandise, 
Stranger,” when addressing pros- 
pects in stores. A couple of old time 
cracker barrels were on display, 
with crackers for all to eat. 





Band Festival 


Fifteen hundred youthful high 
school musicians visited Saginaw, 
Mich., to participate in a big band 
festival staged in that city. In addi- 
tion to a big parade with marching 
bands there was a rodeo, a massed 
band concert of 500 pieces and out- 
door dancing. 








| 
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The Dunham Spike- 
Disc is packaged in a 
safety carton to pro- 
tect you and your cus- 
tomers while it is on 
display. 


Ohio Machin 


Manufact the Dunk 


AS AKAWN MOWER 










The Dunham Spike-Dise will mean more profits and more 
customers for you. It's as essential in your store as a lawn 
mower. Stock this revolutionary new Spike-Disc and show 
your customers how to grqw beautiful healthy grass. 


The Dunham Spike-Disc No. 8T is a smaller model of the type 
used on all the better golf courses. Greens keepers know 
that soil aeration is essential to healthy grass. 


By using the Spike-Disc regularly, your,customers will have 
a lawn unmarred by ugly bare spots and brown patches. The 
knife-like blades of the Dunham Spike-Disc cut thousands of 
unnoticeable slots in the soil allowing air and moisture to 
circulate freely around the roots of the grass. 


For best results, the Dunham Spike-Disc should be used 
before seeding, fertilizing or top dressing. By sprinkling the 
lawn lightly after using the Spike-Disc, the seed and ferti- 
lizer will settle into the soil and will not be carried away 
by flooding rains or high winds. 


Manufactured by 


e Products, Inc. Columbus, Ohio 


am Hand sirwoy Water Weight R 





For more information write to: Dept. H.A. 1 


JOHN H. GRAHAM & CO., 


Sales Agent 
105 Duane Ney 


INC, 
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Rewer to Make * ~ 


im SALES, EXTRA PROFITS 


because it’s America’s STAND-OUT Flashlight Battery ! 


Those eye-catching Burgess zebra stripes pack a terrific sales 
punch for you! Designed to attract customer attention . . . care- 
fully engineered of on/y highest quality materials, Burgess Flash- 
light Batteries fill the bill for fast turnover and repeat profits. 


Stock Burgess Now! Cash in on the high volume 
flashlight battery market in your territory! 


Sales-Proved, Self-Service 
Displays 


Burgess zebra stripes have proved 
eye appeal—and these self-service 
merchandisers clinch sales 
on the spot. Two sizes: 12V 
holds one dozen cells, 48V 
holds four dozen—both dis- 
plays designed to give mass 
effect in minimum counter 
space. Order yours! 
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How to Close 


The Sale 


The sales opening couldn’t have 
been better. The way the sales- 
man handled it instantly attracted 
the attention of the prospect. Then 
the salesman followed through 
beautifully. His presentation 
answered objections before they 
could be put into words; it told 
about the features of the toaster 
from the buyer’s point of view. 

But the sale did not go through, 
despite the fact that the prospect 
was initially interested, had a 
genuine wish for the merchandise, 
and the price was competitive and 
attractive. 








Ask for the Order 


One thing lost that sale. The 
salesman forgot to ask for the 
order. 

Asking for the 
in such a way that “yes” is a much 
more natural answer than “no”’— 
has become not so much a forgotten 
art as an unlearned one. A whole 
generation of eager salesmen know 
how to write orders once they come 
in, but they are clumsy at the vital 
business of asking for, and getting, 
the order. They grew up into sell- 
ing at a time—during and immedi- 
ately after the war—when it was 
sometimes necessary to beat cus- 
tomers away with a club when they 
became too demanding in their de- 
sire to buy. Today, the experi- 
enced men are getting scarce. 
There is a real need to re-teach 
the art of closing a sale. 

Just saying, “Please order it, 
Mister” won’t do the trick, either. 
But the old time salesmen who have 
a lifetime of competitive selling be- 
hind them know how to get that 
order and when to get it! 

Here are eight tips that they 
pass along today: 


and asking 





Offer a Choice 


1. When he can’t make a choice, 
use the rule of three. Customer in- 
decision can often lose a sale. Every 
salesman has seen a customer who 
hesitated between the red and the 








blue one. First, he decided that the 
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pretty, too, in many ways. Al- | 

| ready sold and ready to sign the 
order if only he could make that 
bix decision, the customer flitted 










dn’t have from red to blue and back to red 
the sales- again. Finally he decided to make 
attracted a decision later. The important | 
ect. Then thing in such a case is that all too | 
through often the customer’s ardor cools 
entation and he buys neither the red nor 
ore they the blue one. | 
; It told There is a way to make up the id 
. toaster customer’s mind in a situation like | moe q / Country Gdatiadnin Maen 
eer that and so save the sale with a_ | = tines inal Cadhalie eee 
through, fast on-the-spot close. It is called | ‘ 
prospect the rule of three. Its workings are 
had a simple. Model 625 Zephyr ‘ 
chandise, 


All you do is introduce a third | 
choice into the picture. Give him | 
a green one in addition to the red | 
and the blue one. For some reason 
people who are unable to make a_ | 
positive choice of whether the red_ | 


one looks better (or wears better) | e 
/ ’ 
le. The than the blue one, have no difficulty | Everybody s Buying 


for the in making the negative choice con- | WORK-SAVER TOOLS 


sisting of ruling out both the green | 


The Saw with All the Features. 
6%" blade; depth of cut 2%”. 

Adjustable for depth and angle of cut. 
Bench and floor model saw tables available 


itive and 


™ 


r 








d asking and the blue in favor of the red. | Every one of your customers is a 
, com The rule of three helps to bring | prospect for one or more of these 
Bivadten, about a fast close whenever the | PorTABLE electric tools for doing jobs 
ripest customer is sold, but unable to de- easier—faster and better around the Model 1950 Zephyr — 
we “apo cide which of two he wants to buy. | home, on the farm, and in the shop. . 7 Va" Electric Drill. 
ey come 2. Give him a choice of your own | PoRTABLE offers a variety of tools Nerteontel and Vertical Brill Stands 
the vital choosing. The classic illustration that will appeal to your customers in — Multiply wses for this electric drill. 
getting, of the way this choice rule works | attractive streamline design, perform- 

nto sell- is the story of the two waitresses ance, light weight, and handling ease 
immedi- serving identical blue plate spe- —each tool an outstanding compet- 

it was ee to a gone « at adjacent itive value in every way. 
at cus- tables. ter the first customer 
en they finished and signalled for his To the dealer, PORTABLE tools mean 
heir de- check, the waitress said, “Do you. | Sales turnover at a good profit, and 

experi- want any dessert, sir?” The answer | Tepeat business for other tools, acces- 

scarce. was a fast “no,” and the customer sories, and attachments. 

ene an om 2 scgutiond or” _— So Don’t delay. Ask your wholesaler today, or write 

‘der it, The second waitress, however. for profitable dealer plan with window and 

either. was a born saleswoman. To her counter displays end ether merchandising helps. 

ho have diner, she said, “Do you want apple 

ling be- pie or peach cobbler, sir?” The 

et that customer ordered peach cobbler, 

then rose and paid a check heftier 
it they than that of the first diner. He 


left a bigger tip, too, according to 
the old story, because he appreci- 
ated the waitresses’ helpfulness. 





The story illustrates the im- 


portance of offering the customer Model 400 Hi-Power—Bench Grinder. Spraymaster SM-25—Complete portable 


paint spray outfit. 


choice, a choice of your own choosing. You 

mer in- can say: “Shall I send two, or 

rit Estee, tec. Sake” ete i PORTABLE ELECTRIC TOOLS, INC. 
er who want this at $2.98, or that at 332 West 83rd Street, Chicago 20, Illinois 

nd the $3.49?” However you phrase it, 

hat the the important thing is to restrict 
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It's SOUTH BEND for Action! 


From trout to tuna South Bend rods cine 
sportier thrill-packed angling. It’s 
ship, choice materials and designi 
that goes into the building of every 
the difference. To be sure of getti 
enjoyment that only quality can giv 
BEND when you buy. 


Goe Sates, Dr. Light Action Spinning Rod. An 
ideal 7’ bamboo rod for pond, stream, lake with 1/8 
to 1/4 oz. lures. No. 569 — $25. No. 669 medium 
action — $27.50. South Bend models $14.95 up. 


Joe Sates, hr. Medium Action Salt Water Spin- 
ning Rod. XL® Hollow Glass Shaft. 70” tip, 38” butt. 
No. 3869 — $39.50. No. 3769 lighter action — $37.50. 
LINES YOU CAN TRUST! 
Black-Oreno® Casting Line. Nylon — 10 
to 40 Ib. tests $1.20 up, silk —9 to 24 
Ib. tests $2 up, per 50 yards. 
Dependable® Line. Nylon — 24 to 108 

| Ib. tests in green or tan $1.40 to $3.60 

/ per 50 yard spool. i 
Excel-Oreno® Fly Lines. Double and | 
bug tapers, silk — $11, Nylon — 
$9.50. Level sizes, silk — $2.20 up, 
Nylon — $1.95 up per 25 yards. 





@=) 


FREE s00x ON FISHING 


Over 100 pages of fishing tips, 
instructions, fish pictures, new 
tackle. FREE! A post card gets it! 
SOUTH BEND BAIT CO. 
910 High St., South Bend 23, Ind. 
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the choice to one or two things, 
either of which is a sale. 


Aim for Positive Answers 


3. Avoid questions which allow 
a “no” answer. “Do you want it 
now?” allows the customer to say 
“no.” That’s bad. It is better to 
phrase your question in such a way 
that the more natural way is to 
answer a hearty “yes.” It is only 
yesses which mean orders. 

4. Try for the right psychologi- 
cal moment. There is always one 
best moment at which to try the 
close. With different customers, it 
comes at different times. When- 
ever you feel that he has come 
around, hit him with the close! 
Many a sale has been lost because 
the salesman talked too long. (In- 
cidentally, it is a good selling rule 
to clear out after you get the order; 
do not stay around and chat even 
with a good friend lest he think 
better of his decision and cancel or 
reduce the order.) 


5. Stress urgency. The entire 
sales presentation should not only 
sell the customer, but sell him on 
the urgency of ordering now and 
not being a day longer without the 
happiness, wealth or health which 
your merchandise can give. 


6. Play up limited time and spe- 
cial price whenever these apply. 
Limited quantities, limited time in 
which to order, special price—all 
of these are special urgency appeals 
which help to land the order with- 
out too much delay. 


Encourage Examination 


7. Let him hold it in his hand. If 
the merchandise you are selling is 
something which can be grasped in 
the five fingers, pass it over to your 
customer as you near the moment 
at which you intend to close the 
sale. There is something about tak- 
ing actual physical possession of a 
product which goes a long way 
toward helping to get the order. He 
has held it in his hand. It’s his. 
And letting go what he has pos- 
sessed is sometimes even harder 
than ordering. 

8. Lead up with questions which 
require yes for an answer. Getting 
Mr. Customer into a “yes” frame 
of mind, and into a pattern of an- 
swering in the affirmative, helps to 
prepare him psychologically for a 
“ves” answer to that final, all-im- 
portant closing question when you 
actually ask for the order. 
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li 
SEINE TWINES 
SEINE CORDS 


TROT LINES > 
STAGING 


— You can put your confidence in- 


r ’ 
the a 
®) 


Quality Twines and Cordages == ctorues unes 
BUTCHER'S TWINES 
FISHING LINES 


For cxample- Sameer (2K 





JUMP ROPE 


> FE dead MOP HEADS 
— WRAPPING TWINES 
‘Y % Z > KITCHEN LINES 
es Pa: og EXPRESS TWINES 


\ CHALK LINES 7 
KITE CORDS 
PARCEL POST TWINES 









BLACK LURE 


nylon casting line is of the very highest quality 
on the market... braided of du Pont nylon, 
waterproofed, precision stretched and set to 
avoid snarls, kinks and backlash. 


This attractive, colorful display package sells fishing Line 


Twin Spools (connecting) in plastic case with ivory base 









U 
< and clear cover to make ideal fly or plug box. Spools are ivory 
colored plastic evenly wound with 50 yards of black line to 
ORDERS OF $50.00 OR MORE, FREIGHT make a rich, attractive looking package. Labels of silver and 
PREPAID. Orders of less than $20.00 f. o. b. blue, and black and red, show test strength. Available in 12- 
Mill, Lawndale, N. C. or Marietta, Minn. Orders 15-20-25-30-35-40 lbs. test. Pound test also appears on end 
of $20.00 to $50.00, freight allowed to $1.00 of plastic box. 


per cwt. Freight prepaid does not include ex- 
tra charges incurred outside carriers regular 


zone of delivery. When you display the MEG! ine- 


‘ it Sells! 
Cleveland Mills Company ciwnoace, nontH canouina 


ESTABLISHED IN 1873 | 














Marietta, Minnesota 





— 


HARDWARE AGE, FEBRUARY 7, 1952 129 









Customer count of persons who 
actually made a purchase jumped 
14 pct in the first year after 
J. Oviatt Bowers modernized his 
hardware store. In the second 
year, each month’s customer count 
was greater than that of the pre- 
vious year. 

Phase one to increase business 
was the remodeling program, but 
phase two was an unique intro- 
duction of the store to Tuscaloosa, 
Ala. 

Mr. Bowers hired three attrac- 
tive girls to call upon the city’s 
homeowners inviting them to his 
store at 2015 Second St., a very 
long block from the downtown 
business area. They asked “Have 
you seen the newly remodeled 
store, Tuscaloosa’s Modern Hard- 
ware Store?” 

During their visits, the girls 
stressed the new store’s parking 
facilities—ample for 75 cars; its 
complete stocks of hardware and 
housewares, and also left a Home- 
makers Check List, to enable them 


A Glamour Promotion 





Attractive young girls called upon homeowners to 


tell them about this store. 


Girls calling upon 
homeowners in 
Tuscaloosa to in- 
vite them to the 
store, left these 
handy Home- 
makers’ Check 
Lists as proof 
that here was a 
real one - stop 
shopping center. 








J. OVIATT BOWERS COMPANY 


TUSCALOOS4'S MODERN HARDWARE STORF 


GIrt ci | DEPARTMENT 


) Brass Fire lrons 
) Brass Fire Suts 
) Bovelties ( ) Table Lampe 
( } Small Electric Appliacces 


HOUSE WARE DEPARTMENT 


) Brees Planters ( 


= 
t 
i 
4 


) La Ray Dishes ( ) Weet Bend & Buckeye Aluriou= 
) Sete of Dishes ( ) Enamel Kere 
) Glass Ware Hammered Aluminum 

Pyrex 


anna 
~ 


() 
( ) Cast Iron fare 


i 
a 
3 
4 
i 
g 
7 
3 


HOME DECORATION DEPARTWENT 


) Glidden Floor Enazel 

) Glidden Spred and Spred Satin 
Glidden Bleck Screen Enamel 
Glidden 011 Painte - Fist & Gloss 


( 
( 
; 
( ) Glidden Varnish 
( ) Turpentine 
( ) Linseed 011 
( ) Paint end Varnish Brushes 
An 


REN TA Q 





Depertnent 
( ) Floor Polishers ( } Wheel Chairs 
( ) Sanders and ( ) Crutehes 
( ) Rug Shampoo Machines ( ) asbestos Cutters 
( ) Veouun Cleaners ( ; Post Hole Diggers 
( ) Polding Chairs ( ) Fleetriec Drilis 
( ) Hospita) Beds ( ) Caulking Guns 





Did they get results? 


4 


( ) Gift Pyrex 

( ) Revere Ware 

( ) Silver 

( ) Crystal by Sherve 


) Cooking Sete 

) Can Openers 

) Food Mixers 

) Hawkeye Heapers 





& 


7) 


i 


) Mall Paper 








_ The J. Oviatt Bowers hardware store. Customer count in 1950, the year following modernization. was 
14 pct better. In 1951. each month's count bettered that for the same month the year before. 
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STOCK UP NOW WITH THIS 


“Propitwins PROMOTION 


The promotion that offers your farm trade 


FAMOUS QUALITY PRODUCTS The promotion that’s 
sure to be an early 


SELL-OUT 


this ” the popular deal: Backed by two famous merchandis- 
With each package of ~ ee Schwartz and DuPont... . 


this “Profitwins’” Promotion offers 


300 Perfection double profit opportunities to you. 
It will: (1) speed your sales and 

profits on Perfection DUBL-CHEM- 

DU BL-CH EM-FACED FACED Milk Filter Discs... and 
(2) build good will and future sales 

and profits for you on all Schwartz- 

MILK FILTER DI SCs made filters and DuPont Sponges. 


s It automatically multiplies your 

(three 100-disc neem, 3 tow) filter disc sales by 3... sells 3 
banded together as shown below packages instead of 1 . . . and it 
at the regular low price baat costs you no more to sell this 300 
package than a single carton of 100, 

DON’T DELAY. This offer is fora 
limited time only, Buy TODAY! 














Nationally advertised! 


Over 43 million ads 
in 1952! Ask your Supplier or mail this 


: coupon for full details 
we include, at no extra charge, .----=- 


‘ e °¢@ d . 
ae for a limited time only, disniiitak tides-tn, 
. e Two Rivers, Wisconsin 
u big Size 6-A Please send complete details of the 


“Profitwins” Promotion (Dubl-Chem- 
Faced Filters and DuPont Sponges). 
My supplier is: 






REG. U.S. PAT. OFF. 


modern cellulose SP ONGE 


WORTH 35¢ 


““NAME OF MY SUPPLIER 


“ADDRESS OF MY SUPPLIER 


*. 








Dependable Perfection DUBL-CHEM-FACED 


MY NAME.......... 
Milk Filter Discs: always good profit-builders be- 
cause these “Tripl-Filtring” filters give farmers more ADDRESS. .....--ooore-oveoeoveessoeseseeesessersessnmnnnnnnnnonnnnnten 
for their money. They protect milk quality three ways, 

eo Sg fy | | Sere 


More than ever it pays to feature DUBL-CHEM- 
FACED Filter Discs, , 
For free ‘‘Dealer Helps,"’ check here: 


Get your supply Early! TODAY !! (0 Folders [] Ad Mats [] Display Material 
me ae ae ae 


hy 
(ff SCHWARTZ MANUFACTURING CO., TWO RIVERS, WIS. 
MAKERS OF YOUR PROFITRIO LINE OF FILTERS 


2 a A A GI ee cco Ma 
— ee ee ee ee ee oe mel 





(1) Perfection DUBL-CHEM-FACED (2) ELGRADE (3) Perfection QUALITY Filters 
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“Reversible,” “Standard” and “Ideal” types, 


in all sizes, Jaws are drop forged from spe- 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/8 catalog strength (1,200 Ib. to 40,000 
lb.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 
“Ideal” Tongs have G_ shaped 
teeth for a sure grip on irregular 


shapes—fittings, etc. 


TRONG BROS. TOOL CO. 


“The Teel Holder People” 


GB16 W. ARMSTRONG AVENUE ° 








TRIPLE the SALES 
with TRIPLE the CUTS! 


ANNOUNCING 


NOT ONE—NOT 12-—BUT 
40 DIFFERENT CUTS! 


AAAAAAAAARS 
ahh hhisss See waas 


fy DADO SAWING oo 


New improved Warren Washers o 
a broader market for you in sit Pie 
ready for new sales, replacement sales 
—easier sales! 


GOOD PROFITS FOR YOU! 

No increase in price—new Warren Washers 
still retail at popular price of $4.95 per set, 
with no cut in dealer margin! 


NATIONALLY ADVERTISED— 


+r taonageanorcied ACCEPTED! 
Cogharese, geste them for making smooth 
inde. Ne wickly and easily with saa saw 
me advertising reaches 16 mil- 
makes Warren Washers a name 





pon ae pa 


SEND TODAY ot ee ee 


Send for just & sets discount 
of 33% “receive “shoolatel iy yt colorful 
working counter display and descriptive sell- 
ing literature! 


WARREN DADO SAWING WASHERS CO. 
Dept. 102, Box 98, North End Station, detroit, Mich. 
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to select their needs and then buy 
them at the store. 

Total cost of this novel promo- 
tion was an average of 12 cents 
per call. 

Phase three in promoting busi- 
ness for the J. Oviatt Bowers Co. 
is a continuing advertising pro- 
gram for which he budgets 114 pct 
of the gross volume of over a 
quarter of a million. The adver- 
tising program which attracts 
traffic to his 144 ft long by 51 ft 
wide, one-stop shopping center 
are newspaper ads, direct mail, 
and billboards. In each of these 
he uses “plenty of free parking” 
as a drawing card. 





TVA Falling Behind 
On Consumer Service 


Consumers of electric power gen- 
erated by government plants are 
headed for critical periods of ser- 
vice, Tennessee Valley Authority 
warns. 

TVA is telling Congress that it is 
no longer able to match growing 
demands for power with increased 
output. Expanding military pro- 
duction and atomic energy opera- 
tions are blamed for the sharp rises 
in power consumption. 

Household consumers definitely 
face periods of curtailed power de- 
liveries. according to TVA engi- 
neers. Situation will not improve to 
any marked degree until 1954. 
when new generating capacity is 
switched into use. 





Cause for Complaint— 
Railway Express Rise 


Another fringé cost is being 
added to business operations 
through the action of the Interstate 
Commerce Commission which has 
authorized the Railway Express 
Agency to slap a flat 6¢ surcharge 
upon each shipment the agency 
handles. 

This new charge is expected to 
add an additional $4,000,000 to the 
nation’s freight costs, just about 
the amount the agency says re- 
sulted from a recent cost-of-living 
increase to its employees. 

The effective date was expected 
to be about the last week in Febru- 
ary. In granting the new charge, 
the ICC warned that it might have 
to later suspend the surchage and 
conduct an investigation—that is. 
if a substantial number of shippers 
complain. 








No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 








a 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 

















USED CARS _) 


me | “Sseore ABE | 





YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screw Products 


@CAP AND SET SCREWS 
© SOCKET SCREWS 
© TAPER PINS e NUTS ® STUDS 
@ They’re Quality Made to be Trouble Free 
@ They're better packaged for easier stock 
room service 
@ They're a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 
Ask for CHICAGO and get “Sgfety Plus” from 
your HARDWARE DISTRIBUTOR today. 


CHICAGO SCREW COMPANY 


2809 Washington Blvd: * Bellwood lil 
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SIX ACRES OF PRODUCTION 


Continental has more than six acres of plant 
production for making HOLTITE and other screw 
fasteners. Equipment and facilities are unsur- 
passed. Products consist of a complete line of 
commercial and industrial fasteners in all stand- 
ard sizes, types, styles, metals and finishes with 
slotted or Holtite-Phillips recessed heads. Special 
fasteners can be made to your exact specifications. 

HOLTITE Screws are the kind of fasteners that 
make America strong. They bind our nation to- 
gether and keep it from splitting out at the seams. 


You can count on 








They hold our automobiles and aircraft, our ships 
and trucks and trains together. Without them we 
would have no radios, refrigerators, dishwashers 
or appliances. They are an integral part of the 
machine tools that make the machines that mul- 
tiply the productivity of our labor. They even 
fasten the doors to our homes. In peace or war 
they are sinews of strength. 


Whenever you need to put things together bet- 
ter, faster or stronger you can count on HOLTITE 
fasteners and the Continental Screw Company, New 
Bedford, Massachusetts. 





Copyright 1951, Continental Screw Co. 
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Displays Spur Plus Sales 


At the Norberg & Son Hardware 
& Supply Co., Kansas City, Mo., 
plus sales of related items and 
impulse buying are depended upon 
to bring in an extra slice of busi- 
ness. Display arrangements are 
designed to frustrate the customer 
who thinks he will simply walk in, 
buy an item, and walk out. 

The store divides itself in mer- 
chandise appeal so that when a 
man and woman enter the store 
together, they almost invariably 
separate as they see things that 
whet their individual interests. 

Front-of-store displays are the 
lure —for women, the newest in 


Carefully planned, modern display arrangements create 


the buying impulse that builds extra sales volume 


colorful housewares; for men, sea- 
sonal displays of power tools in 
the winter, garden supplies in the 
spring, and so on around the 
calendar. 

Because these front displays are 
changed frequently to keep cus- 
tomer interest alive, there’s a good 
chance that they will make a sale 
—that extra sale—before the cus- 
tomer has a chance to look for the 
purchase originally intended. 

But, in case these displays fail 
as a salesman, the women still have 
to face the temptation of well- 
lighted and carefully arranged 
displays of small appliances, 


kitchen utensils, glasswares, 
cleaning supplies, and all the 
other household needs that fill 
their part of the store. All are 
so arranged that when a woman 
finds an item she wants, displays 
nearby suggest themselves as 
needed accessories. 

It’s the same story on the men’s 
side of the store, with all that a 
man needs for his work around 
the house, or his hobby, arranged 
on tempting, open displays—hand 
tools, builders’ hardware, garden 
tools shown along the walls, and 
smaller items on step-up tables. 

The paint department, at the 





This store divides itself naturally into two merchandise sections, one to appeal to the man- 
of-the-house, as illustrated here, and a colorful housewares section that tempts the women. 
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No hardware dealer using the McKay Silent Chain 
Salesman needs a long winded sales story. The 
Silent Chain Salesman shows nine actual chains, 
lists sizes and prices. You can increase chain sales 
easily with this ‘packaged promotion.” Write and 
find out how! 


THE McKay company 


440 McKAY BUILDING - PITTSBURGH 22, PA. 


Since 188] 
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Paints are at the rear of the store, but because of wide aisles and 
the well-lighted interior, they draw customers down the entire length. 


rear, offers a complete line of 
nationally known paints, brushes 
and accessories, and glass. 

Final pull at the shopper’s 
purse is made at the wrapping 
counter, under which a brightly 
lighted case displays small, inex- 
pensive toys. If children accom- 
pany their parents, this display, 
right at the child’s eye-level is 
certain to mean plenty of buying 
pressure on the parent. 

Of course the displays aren’t 
allowed to be the single factor in 
creating the extra sales. The sales- 
people have been trained to offer 
friendly suggestions as to acces- 
sories needed to go with equip- 
ment purchased. Customers often 
express their appreciation for this 
help which saves them a trip back 
to the store. 

“It’s hard to say just how much 
we add to our sales by good dis- 
play, careful arrangement of our 
stock, and suggestions for addi- 
tional purchases,” admits Kenneth 
Norberg, “but we have few single 
item transactions. We think it is 
conservative to say that the plus 
sales pay the rent, at least, and 
make our operation a profitable 
one.” 

Ellis B. Norberg and Kenneth, 
his son, opened their hardware store 
in March, 1950. Its location, at 
8433 Wornall Road, is in a small 
shopping center just inside the 
city limits. The surrounding area, 
is thickly studded with residences, 
and the greater part of the store’s 
business comes from these home- 
owners. 

The senior Norberg, who is a 
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building contractor, planned the 
layout of the store and built the 
attractive natural birch, open dis- 
play fixtures that play an impor- 
tant part in creating extra sales. 

Good lighting, wide aisles, and 
plenty of uncluttered space are 
noticeable features, and the fix- 
tures are designed with such flexi- 
bility that merchandise can be 
shifted around easily to prevent 
the layout from becoming static. 

Dimensions of the store are 40 
by 60 ft., with a basement ware- 
room half that size. Fifteen feet 
across the rear of the main floor 


is divided off for receiving and 
office space. 

The front of the store is almost 
wholly glass, with double entrance 
doors at the center. As one en- 
ters, women’s goods are on the 
left, men’s on the right, with 
paints and accessories at the rear. 

Concealed fluorescent tubes in 
the wall fixtures and six double 
rows running the full length of 
the ceiling provide excellent light- 
ing for the open displays which 
are the rule in the store. 

The Norbergs chief thought has 
been to stock everything their cus- 
tomers want and need, in the 
quality they like best, so that 
people of the vicinity will depend 
on them and come to them first 
for their hardware needs. 

Stock was bought sparingly at 
the beginning and the first few 
months of the store’s operation 
were spent largely in feeling out 
the trade and learning what types 
and grades of merchandise were 
most in demand. Now the pattern 
of patrons’ wants has been well 
enough established to make it 
fairly easy to select stock for the 
store. 

For instance, experience has 
shown that men customers want 
nationally known, high quality 
hardware, and are willing to pay 
the price for it. This is especially 
evident in hand tools. 

“When a man comes in for a 
hammer, saw, or other small tool 

(Continued on page 144) 





The store draws its patronage largely from homeowners. Hence it 
features these important housecleaning supplies in an attractive and 
neat display arrangement. 
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ONE OF MANY REASONS WHY 
DAVIS IS DIFFERENT AND BETTER 


DAVIS Exclusive—The Flex-A-Matic Clutch... A throttle-controlled Advertising 
V-belt automatic transmission—with full safety release—that elimi- 

nates the need for a separate clutch control lever . . . and makes 

Davis Models 50/50 and 52 the easiest to operate, safest power 

mowers built. 


DAVIS Exclusive— Rubber Mulching Roller. ; . Holds cuttings in 
Rotary Model 51 until thoroughly shredded . . . then spreads them 
evenly over lawn. No unsightly windrows. 


DAVIS Exclusive —Non-Clogging Guard . ; . Rotary Mulching 
Model 51 also has the exclusive drive shaft guard that cuts stems, 
weeds and heavy grasses that clog ordinary rotary mowers. 


DAVIS Exclusive — Self-Aligning Sleeve ... Precision automotive 
4-SQUARE Medel 56 roller bearings with Davis self-aligning sleeve gives up to nine times 
ike. 6 yo the capacity of ordinary cup and cone ball bearings. 
Smartly Styled DAVIS Exclusive—Patented Unit Box...Affords greater protection, 
Davis Quality simpler stocking and easier handling . . . a better package for a 
precision product. 
DAVIS Exclusive — Today's Lowest Prices ... You be the judge. 
Just compare . . . model for model, hand or power—exclusive fea- 
tures and quality features resulting from half a century of uality- 
controlled Davis manufacturing. Compare carefully al ef ll 
agree — Davis is today’s lowest priced quality mower line. 
your Jobber or write: 


G. W. DAVIS CORPORATION 


Richmond, Indiana, U.S.A. * Established 1902 








SELL THE BOOKS THAT 


you proved 
the power of 
this hardware 
sales builder 


Increased traffic and sales in store after store 
across the country have resulted from promotion of 
the new Better Homes and Gardens Handyman’s 
Book. Early reports show results beyond all 
expectations — in profitable turnover of the books 
themselves, plus tie-in sales of countless other 
hardware items needed to complete the handyman 
projects it inspires. You, the country’s hardware 
merchants, have proved this to be one of the most 
successful promotions in hardware history. Don’t 
let it lose momentum! Be sure stocks are adequate 
for the Spring handyman season. 


Watch profits roll in, as customers $395 


4 H . less trade 
try projects like these: lens trade 


Service heating systems 
Use hand and power tools 
Paint, paper, lay linoleum 
Silence squeaking floors 


Fix faucets and drains 
Panel, tile, refinish walls 
Build shelves, closets 
Install cabinets, built-ins 
Reupholster furniture 
Fix broken glass, plaster 
Repair windows, doors 
Eliminate makeshift wiring 
Build storage walls 
Repair roofs, chimneys 
Waterproof basements 
Refinish floors, furniture 


Remodel old chairs 

Curb damage from rot 
Make plumbing repairs 
ix appliances, switches 
Build drawers, doors, etc. 
Repair shades and blinds 
Weatherstrip, insulate 

Do hundreds of other jobs 


Continued powerful promotion will back mer- 
chants who make their stores Handyman’s 
Headquarters. Strong national advertising will 
appear month after month during the big Spring 
selling season. A special Father’s Day promotion 
will spark extra gift sales. And every ad directs 
customers to your store. ‘The potential is there. 
Make sure you turn it into profit — with adequate 
back-up stocks, personal salesmanship, and _ tie-in 
displays at the point of sale. FREE display materials 
— posters, banners, giant books, newspaper mats, 
counter racks, stickers and product tags — are 
available to you. Ask your wholesaler for postpaid 
order card, or write Better Homes and Gardens, 


2121 Meredith Bldg., Des Moines 3, Iowa 
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Store-wide promotion gets results 


With 491 copies sold in 3 
weeks, Patterson Bros., New 
York, offers just one ex- 
ample of the sensational 
results that can be achieved 
with store-wide promotion 
and displays like the win- 
dow shown here. J. I. 
George, General Merchandise 
Manager for the Patterson 
stores, writes: 

“Your Handyman’s Book is 
not only a nice plus sale, 
but an excellent tie-in 
medium for promotion of 
nearly every other product 
we have to sell . . . Every 
customer that buys a copy 
has become a prospect of 
considerable new potential 
.. . We are further pleased 
with the way the book helps 
in the training of our sales 


had 


people . .. Congratulations! 


Order today from 
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SELL YOUR MERCHANDISE 


now...promote 
bigger garden 
sales with this 
Garden Book 


When you sell this best seller, you can count on 
quick, profitable turnover. For this new book is 
already pre-sold—through consistent national 
advertising, through the unparalleled prestige of 
America’s first home service magazine. Over three 
and a half million home-owning families — your 
best garden-equipment customers— know Better 
Homes and Gardens, follow it regularly, rely on it 
for advice on lawns and gardens. Naturally, they 
welcome this complete, authoritative guide written 
by experts they know and trust. Check your whole- 
saler now for adequate Spring stock. 

Your customers will need information $ 95 
on problems like these: less trade 
Pruning, feeding, watering 
Insect and disease control 
Slope control, drainage 

Fruit for the home place 
Growing fresh vegetables 
Managing a small greenhouse 


Monthly garden calendars 
& for all climates 


Starting and care of lawns 
Landscaping, drives, walks 
Achieving continuous bloom 
Seed-starting, grafting 
Shrubs, vines and trees 
Walls, banks, problem spots 


Building terraces, fences 
) pools, fireplaces, etc. 


it becomes your best salesman of all types of 
garden equipment. From the moment it leaves your 
counter, this book sparks added interest in all 
types of outdoor projects . . . and creates immediate 
demand for the tools and other equipment you sell. 
Make your store a Better Homes and Gardens 
Center ... and watch the customers come back 
again and again for such merchandise as: 


seeds, fertilizers soil soakers 

pest and weed killers plant food spreaders 

tree pruners, saws 

soil testing kits 

rakes, hoes, spades 

tools and materials for 
outdoor construction 


lawnmowers 
sprinklers 
hose and reel wheelbarrows, carts 
sprayers plant ties, stakes 
cultivators frost protectors 
pruners garden tractors 


other tools electric hotbeds 


your wholesaler 
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EVERYTHING FOR YOUR land and Lame 
THIS 1S YOUR GR GARDEN CENTER 
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Make your store 


a garden center 


To help you get your share 
of Garden Book and garden 
equipment profits this 
Spring — Better Homes and 
Gardens’ offers FREE a 
wealth of window and _ in- 
terior display material, in- 
cluding: attractive banners 
and pennants, full-color 
posters, eye-catching giant 
books, product stickers and 
string tags, counter racks for 
books, hard-selling news- 
paper mats, other selling 
aids. Ask your wholesaler 
for postpaid order form, or 
write Better Homes and 
Gardens, 2121 Meredith 
Bldg., Des Moines 3, Iowa. 

















Good Displays Attract Anglers 


Farmers Hardware tells its fishing tackle 
story in the store, at a sports show and 
in newspaper advertising 


Thousands of fishermen visit 
the Shawano area in Wisconsin 
each year to catch brook trout, 
bass, pickerel and other fish. 
Farmers Hardware wins the fish- 
ing tackle business of many of 
these people. 

One of the ways in which H. H. 
Meyer, president, and his staff get 
this business is through an excel- 
lent exhibit each year at the 
Shawano Sports Show in this town 


Below—Farmers Hardware sold plenty of angler's equipment with 
this 1950 Shawano Sports Show exhibit. A bid for sale of bicycles, 
outboard motors and baseball goods was also made. 
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of 4,500. The Farmers Hardware 
booth is always filled with mer- 
chandise suggestions for fisher- 
men. The show attracts people 
from surrounding counties and 
the use of newspaper ads in sea- 
son gives further impetus to its 
tackle volume. 

The identification sign for the 
booth states that Farmers Hard- 
ware is Fisherman’s Headquarters. 
Those who visit the store’s well 


stocked sports department learn 
that this is no idle claim. 

In last year’s sports show booth 
Mr. Meyer and staff showed fish- 
ing tackle boxes, outboard motors, 
bicycles, trout baskets and other 
items. In the background was the 
picture of a large, fighting fish, 
calculated to give the fishing fever 
to any red-blooded sports fan. 

“We always do pretty well at 
these shows,” states Mr. Meyer. 
“Outboard motors are always of 
interest to many prospects and at 






Above—Farmers Hard- 
ware sold plenty of 
angler's equipment 
with this 1950 Sha- 
wano Sports Show ex- 
hibit. A bid for sale 
of bicycles, outboard 
motors and baseball 
goods was also made. 
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EVANS 


“WHITE-TAPE” 
at 98° 


The Fastest Seller 
on record... 


Yes, Evans White-Tape toppled sales rec- and Exclusive Automatic Brake to hold 
ords even before its ad campaign hit its blade in place after measurement is made. 
full stride. Now more than 10,000,000 Free Sales Aids. Each White-Tape indi- 
potential customers are reading about this vidually boxed in code-colored package. 
better tape every month in their favorite Each dozen in multi-color display unit. 
national magazines. They'll read of Evans’ And a compact, sales-compelling display 
amazing low price—only 98¢ for the 6 ft. card with every dozen. 
They'll remember these outstanding fea- People snap up Evans White-Tape as 
tures: Sturdy Die Cast Chrome Plated Case; just the thing for SHOP—HOME—OFFICE. 
Jet Black Markings On Snow White Steel Order Evans “‘Lo-Inventory” assortment 
(white on both sides); Measures Inside and from your jobber now—a special one-dozen 
Outside; Economical Replacement Blades display unit carrying all sizes. 


| @ Ea W000 « 





« f high 
NS ee. ELIZABETH, WN. J. * MONTREAL, QUE. 
Makers of Evans 6-ft. Folding Rules 


®@ 7806 and "The Folding Yardstick” 
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SWING-OVER GARAGE 
DOOR HARDWARE 








Low installation cost! Adaptability to all types of garages! Quick, easy con- 
version! Smooth, effortless operation! Long, trouble-free life! These are some 
of the advantages of the Coburn Swing-Over Garage Door Hardware Set 
that make it a popular, easy-to-sell item. 

Because it is priced lower than spring-actuated door Sets, the Coburn 
gravity-actuated Swing-Over set is ideal for the great majority of home owners 
—which means that you’re able to cash in on the benefits of broader customer 
coverage. Get the full story on fast-selling Coburn hardware products. Write 
today for catalog and prices. 

For additional information write to Sales and Engineering, 56 Sterling St., 
Clinton, Mass. 


THE COLORADO FUEL & IRON CORPORATION, Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION, Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo * Chicago 
Detroit * New York * Philadelphia 


COBURN PRODUCTS 
(FI 





| 
| 





this show we get a chance to talk 
with many of them.” 

At the firm’s store, the fisher- 
man is pleasantly surprised by 
the amount of sporting goods 
equipment on display, especially 
fishing tackle. The first thing that 
catches the eye is a wooden cut- 
out of a fish on which are attached 
trout flies and other fishing needs 
plus price tags. This board can be 
swung either way, and has flies 
attached to both sides. 

Nearby is an excellent stock of 
fish lines, hooks and flashlights. 
The trout fishermen who fishes in 
brushy country needs plenty of 
line and hooks, and also a flash- 
light. Hip boots are shown 
nearby. 

A separate revolving stand fea- 
tures a selection of trout rods and 
also rods for lake fish. A large 
selection of trout baskets is on 
another table. These are impulse 
items that sell well for trout fish- 
ermen need baskets when travel- 
ing through swampy or brushy 
country. 

Besides carrying a full stock of 
fishing and general outdoor cloth- 
ing for sportsmen, the store also 
has an excellent display of guns. 
A rack on a center table holds 
about 20 guns and offers the 
hunter a good selection. 

Mr. Meyer says that during the 
spring, summer and fall season 
the influx of tourists into his store 
is really heavy. Many of them 
are interested in fishing and pic- 
nic supplies. For this reason the 
sports department has an up-front 
position. 





HARDWARE HUMOR 
By Hardware Age 





"We are not stuck with a bunch of 

last year's lawn and garden tools. 

We're well stocked for the coming 
season.” 
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foal The BIGGEST Name In Fuel Oil Filtering 


yrushy 
whet oo Because there’s a GENERAL for every need 
eloth- ; ; neni, General Filters have won outstanding popularity with heating 
2 also és contractors, dealers, and fuel oil service companies because 
guns. a there’s a General to fit every need. There’s one for your 
holds and simplest space heater job — and there's one to fill the bill on 
; the ; your biggest, heavy-duty installation, too. All General Filters 
ie Gir a: are economically priced. 
% * be ; 
— pe ‘Ip, OPEnings Because GENERALS are easy to install 
store Ae - In, Generals have a reputation with the men who install them 
them because they know that one wrench and a few minutes work 
| pic- ae ; do the trick. After that, all-metal casings insure years of 
n the gm leak-proof service. 
en . Because cartridges replaceable in 2 min. 


Service men like the General line, too. That’s because a new 
cartridge that insures trouble-free filtering for a long, long 
time can be installed in just two minutes. Don’t forget, either, 
that every time you install a General Filter, you've put your- 
self in position for repeat cartridge sales for years to come. 


Because customers want GENERALS 


Customers are also enthusiastic about General Filters because 
Generals deliver clog-free service that means protection from 
shut-downs month after month. Costly service “call-backs” 
are cut to a minimum. 


General Filters now distributes 

M CLEAN RIGHT SOOT REMOVER — 
Certain — safe for oil, gas, or coal 
heating plants. YOUR CUSTOMERS 
WILL LIKE IT. 


Re-examination Service Listing with 
Underwriters’ Laboratories means de- 
pendability — and customer confidence. 


12890 WESTWOOD AVE. 


GENERAL FILTERS 
DETROIT 23, MICHIGAN 


INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 
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SS) Displays Spur _—_Wh 
° _— Plus Sales Ww 
Ae /4 be back 2" = , (Continued from page 136) 
Toot VN MS the chances are three to one that 
Lo buy again cee 2b L he will walk out with one of our 
am Lo! betger grade tools,” Kenneth Nor- aia 
berg asserts. “If he wants a cheap oom" 
4 , Ul zara foam tool he goes to a dime store in — 
you FE AG: Al isos é the first place; but if he comes to ae “ 
; ale || nea the hardware store he expects to fo oe 
buy and pay for quality merchan- 
dise that will give years of good 
service. By AL 
Name Brands Best Sellers A Nev 
“We carry a low priced, com- sued to < 
petitive line of tools for those who taining t! 
want them,” he points out, “but made by 
we sell three of the more expen- amount ¢ 
sive, name brand tools to one of monthly 
the lower priced ones.” mailed t 
Women customers are not quite however, 
so discriminating in their buying. as incor? 
If they like an article they will in silenc 
buy it regardless of whether it “It is 
carries a known brand name. They purchase 
are less willing to pay the price court in 
for top quality merchandise, so making 
the store stocks many popular month tk 
priced types of housewares. him in 0. 
However, women are more likely an accou 
than men to complain when they This 
: feel they do not get their money’s stated,” 
It takes satisfied customers to build repeat business. And nothing worth, so quality is actually as Carolina 
satisfies customers like Cortland Brand Netting! important on the distaff side of rendered 
Why? Because Cortland Brand Wire Netting is extra strong, uni- the store as upon the masculine debtor | 
formly woven — made from finest corrosion-resisting steel to give side. ; : : either ex 
years of service. It’s heavily galvanized and easier handling, too — By operating this store with of law fr 
meets U. S. Department of Commerce, National Bureau of Standards’ careful attention to long recognized The p1 
specifications. principles of good layout and hardwar 
proper display, Norberg’s pulls in successf 
SELL THESE QUALITY CozZZeeca’ BRANDS plenty of traffic and makes numer- | recover 
@ HEXAGON POULTRY NETTING America’s ous impulse sales. gy 
most popular poultry netting. Made in 3’, Free MERCHANDISING KIT! m tt 
1” and 2” mesh from 20 gauge wire. Standard f 2 count is 
wise: 12” to 72”. Supplied in 150 linear ft. ZB = | HARDWARE HUMOR has bee! 
Galvanised Selore or ater weap = | Aaa By Hardware Age cent tin 
@ ANIMAL PEN NETTING Heavy grade heza- | arg makes n 
v - | " : : : 
cludes. Mink, "For and Crab Trap Netting je o™* ke} hed 
Mesh: 3%", 1", 114", 2”, 3”. Wire gauges: 14 4 y correc 
to 18. estork widths: 18” to 72”. Supplied a = a test to t 
in 150 linear ft. rolls. Continuous-twist type. your store as Poultry Netting § | the erro! 
@HARDWARE CLOTH Available in standard | path ony Inclodes Nail and { Furthe 
and heavy grades. Uniformly woven and {| Brad streamer. also folders | due on t 
heavily galvanized. Standard widths: 24” | ingWireScreening. Send for — “= é it the 
to 48°. Mesh: 2, 3, 4, 8. Supplied in 100 ~~ —_—your kit today! eS promptls 
linear ft. rolls. All-welded Wire Cloths also 3 
available in 4", 34” and 1” mesh. CO GE NO, i ac RR the sum 
| en billed is 
to do so 
WIRE SCREENING | | he cannc 
first tim 
BRAND NAILS & BRADS * WIRE eg gea"~ a invo 
ists on 
WB “= A deci 
WICKWIRE BROTHERS, INC. "| imagine he waste the double- court o 
edge blades. | know he shaves general); 
CORTLAND, N. Y. oe aa a ent the 
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——What the Law Says 


When an Invoice 


Is Incorrect 


A customer is not required to 








protest an incorrect statement 

each month but he is required 

to do so upon receipt of the 
first statement 


By ALBERT WOODRUFF GRAY 


A New York hardware dealer 
sued to collect an account, main- 
taining that no objection had been 
made by the customer to the 
amount although a long series of 
monthly statements had _ been 
mailed to him. This customer, 
however, had objected to the first 
as incorrect and had passed over 
in silence the later ones. 

“It is not incumbent on this 
purchaser,” said the New York 
court in this case, “to continue 
making such objections each 
month that the account is sent to 


him in order to avoid liability for ~ 


an account stated.” 

This legal term, “account 
stated,” is defined by a North 
Carolina court as, “An account 
rendered by a creditor and by the 
debtor assented to as_ correct 
either expressly or by implication 
of law from the failure to object.” 

The principle of law which this 
hardware dealer attempted un- 
successfully to apply in its suit to 
recover this unpaid balance, has 
long been established. It is based 
on the presumption that an ac- 
count is correct when a statement 
has been sent the customer, re- 
ceived by him and after a suffi- 
cient time for its examination, he 
makes no objection. The reason- 
ing is that if the amount were in- 
correct the customer would pro- 
test to the dealer and thus bring 
the error to his attention. 

Further, if there is some amount 
due on the account the law makes 
it the duty of the customer 
promptly to notify the dealer that 
the sum for which he has been 
billed is incorrect. When he fails 
to do so within a reasonable time 
he cannot afterwards and for the 
first time object to the amount of 
the invoice when the dealer in- 
sists on payment. 

A decision by a New York state 
court that has since been followed 
generally by the courts through- 
out the country, was made in a 
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‘ g899HW FIVE PIECE 

SCREWDRIVER SET 
The complete assortment eon! cus- 
ort ae check proof amber handles. 

. om 

Set includes: stubby, pocket, recessed, 
mechanic and electrician drivers. 
Branded and warranted. Order plenty; 
this set will rocket at the special 


Hardware Week price. 
Regular retail price $1.40 
HARDWARE WEEK SPECIAL ¢ 







ws 







W FIVE-IN-ONE 
SCREWDRIVER SET 
The-fastest moving set in the 
field! Includes handy roll kit: 
strong handle with 
chuck, to take 6 blader. re 
midget; cabinet and ll-pur- 


; ce 
pose. 4d 


Regular retail 
price $1.40 
HARDWARE WEEK ¢ 
SPECIAL 
All Fuller Tools Have ers Cs m $ 00 
STOCK UP AT THIS ge - 
“HARDWARE WEEK" E 


Ask your wholesaler's salesmen 


ORDER TODAY about these Faller specials. 


of Unbre 


Export Scles Department: John H Graham Co OS Duane St 


FULLER TOOL CO., INC. 905 FAILE ST. NEW YORK ag 


kable Ambe Hand 


New York, U 








suit to recover an account for 
which a statement had been ren- 
dered on June Ist. Within the next 
30 days a payment was made.-on 
account and later, when suit was 
brought for the unpaid balance, 
the customer disputed the amount, 
| “As a general rule,” said that 
_| New York court, “where an ae- 
count is made up and rendered, he 
who receives it is bound to exam- 
ine the same. If he admits it to 
be correct it becomes a stated ac- 
count and is binding on both par- 
ties. If instead of an express ad- 
mission of the correctness of the 
account, the party receiving it 
keeps the same by him and makes 
no objection within. a reasonable 
time, his silence will- be construed 
into an acceptance of its justness 
and he will be bound by it as if 
it were a stated account.” 









LAYER-BUILT % 
STEEL WOOL PADS: 


v fis the hand... 
YY fit the job! 









| Basic Sales Training 
| Study Is Planned 


Planned for 1952 by the Amer- 
| ican Home Laundry Manufactur- 
| ers’ Association is study of basic 
sales training practices, with the 
| 





Big, cushiony, Layer-Built Pads are 
tailored to fit the hand and are supplied 
in all grades to fit every job. Your cus- 
tomers appreciate their economy too. Nothing is wasted . . . the entire 
300 square inches of long, strong strands of precision cut steel wool 
in each pad can be used. - 


JEX HOUSEHOLD PADS 


objective an educational program 
sponsored by the organization and 
designed for retail appliance sales 
forces serving the industry. 
Richard J. Sargent, manager, 
home laundry equipment division, 
Westinghouse Electric Corp., chair- 
| man of the trade group’s automatic 
| washer division, in proposing the 
Housewives prefer these economical full | study, cited the experience of pro- 
bodied pads for cleaning, scouring and | fessional shoppers employed by The 
| 
| 





Salt Lake Tribune-Telegram to test 
the sales methods of electrical ap- 
pliance salesmen in the community. 


polishing pots, pans and kitchenware. 


BULK POUND TUBES —sun Ray one pound tubes provide Steel 
Wool in convenient bulk form for particular requirements. Ten 


grades to choose from. 


Get Shopper's Identity 


They found that more than two- 
fifths of all salesmen approached 
when they were not busy, did net 
greet the customer for two to three 
minutes. Only one-tenth took the 
name and address of the shopper 
or attempted to make an appoint- 
ment for a home demonstration. 
Two-thirds failed to ask the shop- 
per if she owned an appliance of 
the kind under discussion, or to 
offer to make a trade-in appraisal 
| or to explain the store’s selling 
| plans. 
| In 56 pct of all cases the sales- 











SUN RAY STEEL WOOL FITS 
EVERY ‘{STEEL-WOOLING”’ JOB! 


Write today for this free Sun Ray Steel 
Wool Uses chart. It will help you to 
quickly select the proper Sun Ray steel 
wool for every job... Your customers 
will appreciate this service. 





OL PRODUCTS TODAY 


aa 
* 


ORDER SUN RAY STEEL WO 
PERG , ee ees i 3 








man did not ask the shopper to 
buy. In 69 pct of the calls, the 
salesman neither gave the prospect 
his business card nor told her his 
name. 
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LAWN and GARDEN TOOLS 


HEDGE 
SHEAR 


Scalloped 
Blades cut 
clean...don't 
bunch or 


tear! 
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“This is only a sample of our 
modern-day selling ‘effort’,” Mr. 
Sargent said. “The sad part of it 
is, it is not the least bit peculiar 
to Salt Lake City. 


Where Is the Blame? 


“Whom should we blame? Well, 
it’s easy to blame the retail sales- 
man but possibly the real blame lies 
right with us. I feel sure that 
every member of the American 
Home Laundry Manufacturers’ As- 
sociation has tried, within his own 
resources, to solve the problem of 
retail sales training. To some of 
us the results have been discourag- 
ing, what with the rapid turnover 
of retail salesmen and the continu- 
ous new crop of inexperienced men 
to be trained. 

“The home laundry equipment 
business was built on the strong 
foundation of specialty selling. I 
would not attempt to define spe- 
cialty selling, but to most of us it 
implies, in part, that a good dem- 
onstration of our products is made, 
either in the home or on the show- 
room floor. 

“We believe that our industry 
has a tremendous responsibility— 
yes, you can even call it a duty— 
to make a thorough study of mod- 
ern sales training practices in an 
honest effort to develop a basic pro- 
gram that would have universal 
acceptance by retailers and retail 
salesmen.” 





HARDWARE HUMOR+ | 
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"Well, get the lady a mirror, 
so she can see the color.” 








Scientific design, pre- 
cision construction, 
and top-quality ma- 
terials . . . backed 
by BLAIR’S seventy 
years’ experience... 
make this the out- 
standing mower in 
the medium-priced 
field. 





The 
Homestead 





LAWN MOWERS 


D MARY APTITDING f 
Alh MAN FACTURING UJ 
Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 





MORE MASS SALES TODAY MEAN 


MORE CLASS SALES TOMORROW! 
< y< 





“New Rod-’n-Reel” 
a Big 


Success ! 


Has all features of 
an expensive 
reel — smooth- 
running, level- 
wind; holds 100- 
yard line. Detach- 
able handle, com- 
position cork 
grip; oil-tempered 
steel blade. 





Send for Bulletin. 
PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., iNC. 








5221 Highland Ave., NIAGARA fALLS, N. Y. 
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Control at the Source 
Means a Finer Rope 


The grade of Manila fibre each Filipino produces depends largely on his 
thoroughness in stripping the pulp from the freshly cut Abaca stalks. 


Immediately after stripping, the fibre is hung to dry in the sun. Its 
quality is ruined if it is not dried at once, or if it gets wet while drying. 
Carelessness in either of these operations—stripping and drying—can 
seriously impair the strength of a rope you may someday use. 


In order to obtain fibre of the finest quality we have our own organ- 
ization in the Philippines (Columbian Rope Company of Philippines, 
Inc.,) which comprises our own expert buyers as well as four grading 
and baling stations. This organization in the Philippines also supplies 
Manila fibre to other manufacturers throughout the world. 


COLUMBIAN ROPE COMPANY, 400-70 GENESEE STREET 
AUBURN “The Cordage City”, N. Y. 


ii 
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Abeca, from which Manila fibre 
is obtained, is a species of ba- 
nana plant native to the Philip- 
pines. The average plant bears 
in two years ond must be har- 
vested before blossoming since 
the amount of good fibre 
diminishes after flowers appear 





After the plont is cut down, na- 
tives peel off the layers of fibre 
in much the same way you strip 
a stalk of celery. Unless stripped 
within two days, the fibre be- 
comes weak and discolored. 





The origin of rope making is lost 
in antiquity. No one people (not 
even the Russians) can claim to 
have invented rope. The Egyp- 
tians, Greeks, Persions, Romans, 
and later the North American 
Indians, Peruvians and Nootka 
Indians of Vancouver Island, all 
knew thhow to moke satisfactory 
rope and cord. 





Here’s how to identify Columbian 
Pure Manila Rope. On all sizes of 
5° diameter and larger, you'll 
ind the distinctive red, white 
and blue surface markers, In one 
of the strands there is a red, 
white and blue paper tape which 
is your guarantee of the finest 


A 






| 






149 








Increases Plastic Items 
As Hedge for Future 








Increasing percentage of plastic purchases 
are made to offset shortages firm feels may 


hit store’s stock of metal goods 
g 





Every Home Gardener 
A Sure Prospect 


for this 
New, Improved 10-N 


GARDEN GROWER 





it will pay you to feature this highly 
usetul, versatile tool in your Spring Gar- — 

den showing. Every home gardener is - — e ° * 

a prospect. Replete with plastic items is this portion of the toy department. 
10 inch revolving reel with saw-tooth 
carbon steel blades. Double-edge weld- 
ing knife, adjustable for depth. 5-prong 








detachable cultivator. Sliuvel attach- 
ene mainte There is an increasing market portant lines during World War II | 
for plastic goods in a hardware at the store. 
pie aga nae a store, in the opinion of Irving Mr. Brody’s policy is to buy 
© Aspareges Knife diane © Full Line of Forks Brody, owner, Glenside Hardware plastics lines by departments and 
Co., Glenside, Pa. Mr. Brody is to place a portion of his orders, 
C. S. NORCROSS & SONS CO. considering the period in the for each department, in good plas- 
BUSHNELL, ILLINOIS future when deliveries of other tic merchandise. “At the present 
Ask Your Independent , types of hardware store merchan- time,” he says, “at least 70 pct 
Jobber. 4 | dise may be restricted because of of the items in our toy department 
diversion to war materiel manu- are of plastic material. We can 
facture. Plastic goods were im- always make a large selection of 








Quality Garden Toc Mass displays of plastic table items are shown 


Since 1891 in this section of the housewares department. semen 
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AUTOMATIC 
BALER WIRE 


BALE TIES 


BARBED WIRE 
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THE FARMER’S DOLLAR 


Most farmers are long-range planners—and careful 
buyers. They know that only high-quality fence pays 
off in extra years of durable, dependable service. 


That's why it’s wise to sell Bethlehem Fence. Your cus- 
tomers recognize the Bethlehem emblem—consider it 
a promise of superior farm products. 

One glance at Bethlehem Fence tells why it does a good 
job, year after year. Inspect the well-made hinge 
joints. Test the strength of the tough steel wires. 
Examine the smooth zinc coating that wards off rust. 

Made in all standard styles and sizes, Bethlehem 

Fence goes up faster and lasts longer when it's in- 

stalled on sturdy, easy-to-drive Bethlehem Steel Posts. 

Talk over your fence needs with your jobber today. 

And ask him about the other top-quality steel 

products shown below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethiehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Stee! Export Corporation 


— gg eS ae = 


eae —" 





“He likes to show how strong his Bethlehem Fence is.” 











Bethlehem Fence can take it! This advertisement is 


typical of our current campaign in farm magazines. 





CLOTHES LINE 


FENCE POSTS 


NAILS AND STAPLES 
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NEW COLORFUL DIS- 
PLAY makes sales on the 
spot! More merchandising 
helps available including 
folders, newspaper ads, 
mats, etc., to help you cash 
in with Keystone! 


tone 


FRAMELESS TENSION SCREENS 


It’s a MONEY-MAKER for you—this 
revolutionary new KEYSTONE Aluminum 
Frameless Tension Screen! Cash in on 
today’s great market—thousands of homes 
with double-hung windows need full 
length window screens. Keystone is the 
answer—a low cost, top-quality, new type 
of screen that appeals to your customers 

... and sells fast! 

You sell the COMPLETE screen, 
available in standard and special sizes. 
The user gives you width and height 
measurements and he can install complete 
unit in a few minutes. Sells on sight with 
these advantages: adjustable sill bar for 
tight fit on uneven windows, five strand 
selvage, easily replaced screening, low first 
cost and low upkeep, neat appearance. 


KEYSTONE WIRE CLOTH CO. 
Dept. B-10, Hanover, Penna. 


Without obligation, send me complete de- 
tails, prices and discounts on NEW profit- 
making Keystone Frameless Tension Screens. 


DUM. cccvecvrdvedeecdseceoosessans a 
Atm, OF... cccccsscvovceoceve cocvccescoeeece 
DON 0 ccwsecksssaseceseees eceabudbedduere 
BF cccescvcceys dacveseas BGs ccctecncece 


lower priced plastic toys that will 
appeal to our customers, running 
from 45 cents up to $5. A tre- 
mendous variety of plastic toys is 
offered including an increasing 
number of new and novel items.” 

For the housewares section the 
store has a good variety of plastic 
selections including tumblers, 
holders, containers, drain boards, 
ice cube trays, buckets and dishes. 
Plastic goods are displayed along 
with other types of housewares to 
enable customers to make an 
easier comparison. Plastic yard 
goods and screening are other 
lines of merchandise that have 
been responsible for good volume. 
Plastic yard goods and screening 
are displayed tegether since many 
patrons wanting the one type of 
merchandise are also immediate 
prospects for the other. In the 
plumbing department items such 
as toilet seats, towel holders, 
shower curtains and curtain hooks 
are displayed. 

Throughout the store plastic 
items are considered as_ staple 
lines at Glenside Hardware no 
opportunity being overlooked to 
handle those considered to have 
real sales value. 


UK to Import 30 Pct 
Of 1936-38 Base Rate 


The United Kingdom will permit 
during 1952 the import of 197 spec- 
ified manufactures of glass, clay, 
iron, steel and aluminum—includ- 
ing some sporting goods, electrical 
avparatus, and listed agricultural 
and garden machinery—at 30 pct 
of the 1936-38 base period levels. 
This is a reduction of 25 pct from 
last year’s 40 pct of the base period 
agreed upon under the Token Ex- 
port Plan. 





They Love Music 


As a test program, merchants of 
Marinette, Wis., sponsored a Music 
Festival last August in a local park. 
A near capacity crowd enjoyed a 
program of choral, band, solo and 
dance music by local talent. A col- 
lection was taken to help establish 
a scholarship fund for Marinette 
youth. So many people donated to 
the fund and wrote the sponsors 
that they would like to see the 
Music Festival made an annual 
event, that the Chamber knows it 
has a community project which is 
well worth while. 
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‘THE 1952 DISSTON. GARDEN TOOL LINE 


profit-making garden tools. 
e Disston Tools 
| headquarters. 


Again it's Disston!— way out 
omers know the Disston name me 
ctically on sight. This Spring, make 
e ‘52 line. And take advantage of th 


Your cust 


Stock, display, push th 


DISSTON NO. 158 HAND PRUNER 


Hardened and tempered blade and 
hook, Comfortable, non-pinching 
handle. 


DISSTON D-212 TREE PRUNER 


Two 6-ft. jointed sections. Simple 
rope control operation. 





DISSTON NO. 30 HEDGE SHEAR 


Hollow-ground blades of Disston 
Steel, hand set for easy action. 
Hardwood handles, securely 
pinned. 





DISSTON NO. 101 GRASS SHEAR 


Hollow-ground blades, hardened 
and tempered,  self-tensioning. 
Clean and easy cutting. 


eh 


DISSTON NO. 4 PRUNING SAW 


Disston Steel blade. One edge 
cross-cut teeth; one edge 
Lumberman style. 


en S| 


- DISSTON NO. 31 PRUNING SAW 


Disston Steel blade. Special beveled 
teeth, 7 points to inch; cuts on 
push stroke. Pressure-welded 
laminated wood handle. 


-_ 


DISSTON NO. 51 LOPPING SHEAR 


Easy, powerful cutting action. 
Drop-forged Disston Steel; blade 
and hook hardened and tempered 


KEYSTONE K-11 RAKETTE 

Sturdy, light-weight. hardened 
and tempered spring steel teeth. 
Designed so all teeth touch 


ground when raking. 
> 


ao 
; Sm 


DISSTON D-24 SPRING-ACTION RAKE 


The finest rake at any price! Flat 
spring-steel teeth; shock-absorb- 
ing “Backbone Spring”. The D-18 
rake has same general construction 
as the 1-24 but is smaller in size. 





DISSTON NO. 3 GRASS HOOK 

High quality tempered blade with 
long bevel and keen cutting edge. 
Comfortable hardwood handle. 


KEYSTONE NO. 10 GRASS SLASHER 


Keen-cutting tempered blade, 
sharpened on both edges. Iron 
shank. 


HENRY DISSTON & SONS, INC. 


[> 


154 Tacony, Philadelphia 35, Pa., U.S.A. 
( | | 





front with the fastest selling line of 
ans finest quality — they'll buy thes 
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FOR YOUR STORE— Window Display Material ! 
Bright, eye-catching window posters in gay Spring 
colors! The big customer-stopping streamer is a 
full 12” x 38’—shows and lists the leading sellers 
in the Disston ’52 line. The three bright “‘Bulls- 
eyes” are 12”’ in diameter; each features a different 
garden tool. Get the full set of these posters for 
your store right away .. . get off to an early start 
as Disston Garden Tool Headquarters! 


FOR MORE SALES—Special Advertising ! 


As always, Disston support for you starts with 
your customers. This year, the Disston Garden 
Tool line gets special advertising in Spring issues 
of BETTER HOMES & GARDENS—reaches 
your best garden tool customers when they are 
thinking of buying. PLUS—an “extra” for you! 
Newspaper mats featuring the ’52 Disston Garden 
Tools are available for use in your own store 
advertising! Ask your hardware wholesaler, or 
use the coupon. 


Order from Your Hardware Wholesaler 





Henry Disston & Sons, Inc. 

154 Tacony, Philadelphia 35, Pa. 

Please send me complete information on the items checked: 
_] Window Posters [_] Newspaper Mats 


[] The complete line of Disston Garden Tools 
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The merits of a popular dinnerware pattern are discussed with a prospect, the 
salesman holding a price list for prompt answers as to the price of substitutions. 


Personalized Selling 
Pushes Dinnerware 


When a member of the staff of 
Olive Hardware Co., Leavenworth, 
Kan., sees a regular customer 
browsing in the dinnerware sec- 
tion he quickly checks store rec- 
ords to see what the woman has 
previously bought both as to pat- 
tern and number of pieces. Thus 


154 


Olive Hardware turns a $3,000 dinnerware stock more 
than four times a year by keeping precise records of 


the individual’s purchases. 


Only open stock patterns 


are featured as a means of making replacement sales 


armed with facts he has a definite 
sales approach. This form of per- 
sonalized selling helps the firm 
turn its $3,000 dinnerware stock 
from four to five times in the 
course of a year. 

A customer is greatly pleased 
when greeted with a comment 


such as, “Since, Mrs. Jones, you 
bought a six service (pattern) 
maroon setup without the vege- 
table dishes, may I show you the 
new vegetable dishes in that pat- 
tern that just came in.” Whether 
or not Mrs. Jones buys she will 
at least look at the dishes and will 
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7D CAMP STOVES 
OE) and LANTERNS 




















LF a e@ The great Coleman 
aoe 1952 National Advertis- 

ing program is pre-selling 

Coleman Camp Stoves and Lanterns for 

. you stronger than ever before! No matter where you 
are located, your customers are being continuously 

reached and influenced by this powerful campaign. 


Sell ‘em Together 


Dealers everywhere find it easy to sell both the 
Coleman Camp Stove and Lantern at the same time— 
making two profits with one sale. Every customer who 
buys one is a natural prospect for the other. 


SERVE A DOUBLE PURPOSE —Supply light, heat and 
cooking facilities in times of disaster, power failures 
and other emergencies.‘ Also used and endorsed by 
leading outdoorsmen for hunting, fishing; ideal for 
Picnics, vacations, all outings. 

Display ’em together...demonstrate ’em together... 
and you'll sell ’em together! 
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Sales Messages 


Big, powerful Coleman ads in 
LIFE and the SATURDAY EVE- 
NING POST~and in all of the 
leading outdoor magazines — are 
repeatedly going into the homes 
of the great mass of Americans 
all of whom have need for equip- 
ment of this kind for emergency 
use, and who are also interested 
in outdoor recreation. 


Special Advertising 
Package FREE! 
You caf tie up and cash in on 
this Coleman National Advertis- 
ing with free mats of ads to run 








more in your local newspaper over your 

rds of own name —and wih free displays 

itterns that help you sell in your store. 
Ask your Coleman representative 

sales about all this sales help. 

es, you 

attern) 

Pp vege- 
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he will 
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STAR 


BLADES 
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Sales are easier when you 
carry the complete line of 
STAR metal-cutting prod- 
ucts. Over the years, a com- 
bination of a good product 
along with consistent ad- 
vertising to your Customers 
has made STAR hacksaw 
blades, frames, and metal- 
cutting band saws the easy 
brand to sell. 


Sold only through 
recognized distributors 


CLEMSON BROS., Inc. 


MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand ond Power Hack Sow Blades, 


Fromes, Metol Cutting Band Sow Blades 
and Clemson Lawn Machines. 


@® 1082B 





be impressed by the fact that they 
are available at Olive’s. 

Olive Hardware carries 10 pop- 
ular patterns in services for six, 
eight and 12 persons and priced 
up to $35.00. Typewritten price 
lists are always kept on the tables 
devoted to these goods. They de- 
scribe each item and its price. 
This permits quick tabulation of 
prices despite substitutions. 

“Can I get replacements?” many 
customers ask. The completeness 
of the store’s stock is then called 
to the customer’s attention. Upon 
occasion customers are taken to 
the basement stockroom to see the 
large stock of merchandise on 
hand. 

The department has_ several 
peak selling seasons for different 
types of dinnerware but for its 
better grades May and the Yule- 
tide season are the times of 


heaviest advertising. May adver. 
tising features the idea of bridal 
gifts of dinnerware services, 
Around Christmas time copy em- 
phasizes the quality of the line 
offered and the fact that out- 
standing patterns are offered with 
ample reserve stock for replace. 
ment. 

Plain white dinnerware enjoys 
a strong demand particularly 
among farmers at harvest time. 
Plates at 15¢ each are bought by 
farmers and by churches, lodges 
and other groups. By having a 
large stock of such goods, at all 
times, the store does a good busi- 
ness with quantity users of low 
priced dinnerware. 

Because housekeeping is so im- 
portant in the merchandising of 
dinnerware that section is daily 
subjected to a complete dusting 
and polishing. 


Fastener Display Speeds Selling 


Sample boards showing variety of bolts and screws, 
together with data on sizes and prices, speed up 
service to customers not sure of sizes or types 


Mechanics and handymen know 
what size and type of bolts and 
screws they want for a particular 
job. Often the homeowner or cas- 


; 
& 





ual user does not know precisely 
what he wants nor what to ask 


for. 
At Woodlawn Paint & Supply, 





Herbert Wingard with his display board featuring screws and stove 


bolts. It is on a 3 ft. by 6!/2 in. piece of 34 in. plywood. 
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10S, 
up A great new selling theme Energized Vertagreen, advertised more 
‘pes heavily than ever before, will bring a steady stream of garden 


r precisely conscious customers to you this Spring. And they’re customers 


k 
sadiead be who’ll buy your whole line of garden supplies. That’s why 


& Supply, thousands of dealers have found Vertagreen a real profit maker. 
Attractive displays, streamers, floor stands and direction 

folders, furnished free of charge to dealers, make it easy to 

keep Vertagreen on display with related lawn and garden items. 
Remember, too, use free Vertagreen mats in your own advertising. 


Mail the coupon below for full information on 


Vertagreen’s profit possibilities. 


| ~F Mail the Coupon! 























Ce “| 
[ 
| ARMOUR FERTILIZER WORKS 
| VERTAGREEN DEPT. HA | 
| P. O. Box 1685, Atlanta 1, Ga. | 
| Please send me further information about Vertagreen. 
| | 
| distribut retail 
PACKED IN hay (check Sanap obligation) ee 
| NEAT BAGS OF Name | 
| J, 5, 10,25, | ™ | 
50.and 100 | Addn 
1 stove POUNDS 1 City State | g 
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YANKEE 


SPECIAL 













———— s  S — 


a 


Handyman Driver 
and 
Drill Point Set 


priced to 
sell at 


298 


during IRHA Hardware Week 
April 17-26 


This “Yankee” Special for IRHA Hard- 
ware Week packs a powerful selling 
punch. Drill Point Set adds double 
utility to Handyman Spiral Ratchet 
Screw Driver ... double sales appeal 
to women as well as men. 

Four “Yankee” Handyman Specials 
are packed as a unit with colorful, 
counter merchandiser (above). 
Removable band announces special 
low price of $2.98 (regular $3.65 
value) for this big-selling Week. Make 
plans to stock “Yankee” 133HW Spe- 
cials now. Order from your jobber. 


“YANKEE TOOLS THE TOOL BOX 
NOW PART OF STANLEY OF THE WORLD 


Reg. U.S Pot. OFF, 






NORTH BROS. MFG. CO., Philadelphia 33, Pa 
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Stove, lag and carriage bolts and 
expansion shields are mounted on 
this panel 3 ft. long and 15 in. 


wide. 


9 N. 55th Place, Birmingham, Ala., 
Herbert Wingard, has saved con- 
siderable time for himself and for 
his customers with two display 
boards. One features screws and 
the other shows bolts and nuts. 
In each instance the sizes and 
price are indicated and each of 
the more commonly used sizes are 
mounted on these boards. When 
a customer requests a medium 
sized stove bolt he is shown the 
board on which are mounted those 
items by sizes. This system is a 
big aid to sales. 

Samples are wired to the boards 
and the boards are attached to 
the end of the bins in which stocks 
are kept. On the outside edge of 
each row is indicated the kind and 
size of screw or other type of 
fastener. Everything is where the 
customer can see it. 


Fewer Exchanges 


Says Mr. Wingard, “What a cus- 
tomer may describe as a medium 
size may be any of several lengths 
or diameters. Some customers may 
know that they want either a flat 
or a round head. Many of them 
do not, however, and so these 
boards enable them to quickly de- 
termine what they do want. Their 
use has eliminated many requests 
for exchanges.” 





When customers ask for 





reach for... 


PARKS 
quikaying 


shellac 


You're sure of top quality when 
you recommend Parks quick-drying 
Shellac . . . sure of satisfied customers 
and profitable repeat sales. 


Cash in on the DIFFERENCE 


in shellac ! 


Parks ‘‘sets” fast, dries hard, powders 
smoothly when sanded. For all in- 
terior uses, Parks quick-drying Shellac 
is preferred by those who know 
shellac. 

Freshness, most important for best 
results, is CODE-CONTROLLED in 
Parks . . . the quick-drying Shellac of 
a thousand uses. 





r full-bodied quality, 


fo complete cust 


ets of exceeds 
V-91e- 


Federal Specification TI- 


THE PA R K S COMPANY 


FALL RIVER, MASSACHUSETTS 
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RATAN 
Letters to the Editor 
AIO Nooo 


Herlong Supporter 


Dear Sir: 

After reading the comments in 
the Dec. 27 issue on the viewpoint 
of Sen. Blair Moody in regard to 
the Herlong amendment, we would 
like to go on record as being in 
full support of the Herlong amend- 
ment, as we feel that any changes 
will be detrimental to the future 
of our business and to other busi- 
ness enterprises. 

Yours very truly, 
C.C. Snee, 
President 
Snee & Sunday Co., 
222 Adams Ave., 
Scranton, Pa. 


Trocar Expert 


Dear Sir: 

If I’m not mistaken, a trocar is 
a degasser. That is, an instrument 
that is inserted into an animal to 
let out excess gas brought on, for 
example, by getting into the neigh- 
bor’s green corn. 

Yours truly, 
R. G. Herbst 
Herbst Hardware, 
Washington, III. 





Editor’s Note: Right you are, 
Reader Herbst, and your name is 
duly listed as a trocar expert. 


Toy Council Address 


Dear Sir: 

Will you kindly let us know where 
we can find out more about the 
“Toy Selection Guide” of the Toy 
Guidance Council? 

Yours truly, 
A. P. Grebler 
Grebler’s, 
2264 South 6th Street, 
Springfield, Ill. 





Editor's Note: Complete details 
can be obtained from the Toy Guid- 
ance Council, 1124 Broadway, New 
York 10, N. Y. 
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W No. 422 POWER VISE STAND 


Low price of this portable power drive for hand pipe 
tools frees it from present government restrictions on 
higher priced equipment. R ber—this is the ORIGINAL 
portable power drive imitated but never equalled. It’s 

» the ONLY machine of its type 
with the exclusive “AUTO-GRIP” 
semi-automatic front chuck. 



















Standard range Ve" to 2” 
ipe. Range with drive shaft 

yg to 8” pipe. 

Place your order NOW with 
your nearest Oster Distribu- 
tor... or write for more 
information, 






Sa he a ea al IIT. pres ss ; 
’ Bg, OS a alliemae 


THE OSTER MFG. CO. 2028 East dist St., Cleveland 3, Ohio, U.S.A. 
(0 Rush copy of catalog bulletin on No. 422 POWER VISE STAND. | 
[_] Rush names of Oster Distributors in our area. 


NAME . a ee eet eT 





| 
| 




















DROP FORGED HEAVY 
& SHELF HARDWARE 


'Whatever you may need—Drop Forged 
Hooks, Shackles, Wire Rope Sockets, 
Chain Connecting Links, Turnbuckles, 
Thimbles, Eye & Ring Bolts, Swivels, 
Blocks or Pulleys — Wilcox-Crittenden 
is prepared to take care of your needs! 
All items are made in a variety of styles 
and sizes. Drop Forged goods are weld- 
less. Galvanized items are thoroughly 
coated — even the threads — by the Hot 
Dip Galvanizing Process. 

Our Catalog ‘L’ will give you all the 
information you need. If it isn’t at your 
fingertips, write for a free copy today. 





-_ 
 ] 
" ¥ 


| WILCOX-CRITTENDEN 


"TA CENTURY OF DEPENDABILITY’’ 


r,s 
B 77 SO. MAIN STREET, MIDDLETOWN, CONN. 
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New Gift Department 
Has Bride Appeal 


Special attention to newlyweds produces 


extra sales to friends and relatives. 


Vicksburg hardware store’s gift depart- 


ment is in its own new attractive shop 


The patronage of brides and 
their relatives and friends is the 
prime object of the attractive new 
gift department, which is operated 
as a separate department of the 
O’Neill-McNamara Hardware Co., 
Vicksburg, Miss. 

“We contact the bride person- 
ally and invite hér*to come down 
to the store to seleet her patterns 
in silver, china and crystal,” ex- 
plains Mrs. Frank Fisher, man- 
ager. “If she finds it hard to de- 
cide between any patterns we set 


a table for her so she can see just 
how they will appear in use. This 
also enables her to choose har- 
monizing patterns in crystal and 
china. 

“After she has selected her 
favorites we enter her name on 
our books, together with the pat- 
terns chosen, and make a notation 
of pieces purchased if any.” 

“We prefer to push open stock 
china,” Mrs. Fisher says. “A 
couple who would hesitate about 
buying a complete eight- or 12- 


place set will buy a starter set of 
four and gradually add to it. This 
keeps them coming to the store 
and the more often they visit us 
the more we are going to seli 
them.” 

The store handles British, Bel- 
gian and Italian dinnerware. It 
stocks only American glass but 
takes special orders on Swedish 
and French. 

“Pottery sets in bright colors 
are steady sellers,” says Mrs. 
Fisher. “With them we sell peas- 
ant dinner clothes of gay hues, 
painted gourds, strings of red 
peppers and quaint Mexican fig- 
ures for table or patio decoration.” 

The Vicksburg hardware firm 
has maintained a gift department 
for many years but in an expan- 
sion program, last year, space was 
provided for a separate paint and 
wallpaper room and the enlarged 
and beautified gift room. 





China, glass and giftwares are shown in the approved manner in the 
new gift shop of the O'Neill-McNamara Hardware Co., Vicksburg, Miss. 
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‘Best operators in ae rssseavanand : 




















ricuaros-witcox Aul'o‘DoR’ 


Electric Operators 
open and close garage doors automatically 


Here you see the perfect answer for every home-owner who wants 
garage doors that open and close automatically—the R-W No. 1251 
AuT-o-DoR Electric Operator, especially designed for opening and 
closing sectional or one-piece type residential overhead garage doors. 
Easy to Install—R-W No. 1251 Operators come completely assembled 
in a single carton, ready to install and hook to AC current. Especially 
recommended for R-W 999 Garage Doors. 

Easy to Service—Long life self-lubricating oilite bearings are used 
throughout. Roller chain is completely enclosed. Tension of chain is 
easily adjusted. V-belt drive has automatic adjustment. No special 
tools required to service any parts in this operator. 

Choice of Three Controls—Three different types of controls are avail- 
able, as shown above. Each type functions smoothly and efficiently. 
Send for catalog A-87 with detailed information about R-W No. 1251 
AuT-o-DoR Electric Operators—write our nearest office today. 

















33 RICHARDS 
WwIiLCOx 





ichards-Wilcox Mfg. Co. 


ar a a or ae a. i a io mol | TRAD. StS EE 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities 
OR HANGERS & TRACK © FIRE DOORS & FIXTURES * GARAGE DOORS & EQL 
NO TRIAL NVEYORS & CRANES «© SCHOOL WARDROBES & PARTITIONS 
ELEVATOR DOOR OPERATING EQUIPMENT 


OVER 72 YEARS 






PMENT 
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With men, who 
appreciate truly 
fine cutting tools, 
the superiority of 
Mann Axes ha$ been 
—<—e since 
they were first man- 
ufactured . . . back in 
1843. There is a model 
to fic every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 





LEWISTOWN, PENNA. 


162 








Radio Spots Highlight 
Specials 


Spot radio announcements pro- 
moting individual items are build- 
ing sales for the Skidmore Hard- 
ware Co., Elizabethtown, Ky., re- 
ports its owner, H. F. Skidmore, 
who has been using spot time and 
station breaks since 1950. 

Here’s a sample of the results 
obtained. 

A 60-word, 30-second spot fea- 
turing milk filter disks broadcast 
two successive mornings at 6.15, 
sold five cartons (36 units per 
carton) in three or four days, at 
the regular price. Previously 
sales had been about one carton a 
week. 

The day after washers were fea- 
tured on a radio spot, two models, 
at the regular price of $100 each, 
were sold. 

Last winter, 50 pairs of tire 
chains were sold in two days 
through use of radio spot an- 
nouncements. 


Stages Fall Promotion 


Skidmore Hardware annually 
stages a fall promotion for which 
it mails out 5,000 four-page circu- 
lars, one to each rural home in 
the county, which in its trading 
area takes in 50,000 persons. When 
this direct mail was supplemented 
with 17 spot announcements, the 
store enjoyed its largest fall sell- 
ing season in 10 years. 

Radio spots proved as fruitful 
last spring when 10,000 vegetable 
plants were sold in three days. 

When Mr. Skidmore started his 
radio advertising, he paid $1.00 
for each spot announcement, on a 
one-year contract for 326 spots. 
Since that time the station has 
switched to selling only 120 word 
spots, at $1.75 each time on a 
yearly contract. 

These announcements give him 
an opportunity to feature items he 
had never promoted in news- 
papers ads. And radio also seems 
to pull equally well on large or 
small items, and in all seasons, 
Mr. Skidmore has observed. 

The reason for this, he explains, 
is that Elizabethtown is only 14 
miles from the U. S. Army base in 
Knoxville, and radio reaches the 
shifting military population that 
has not yet established the habit 
of reading local newspapers. 

Skidmore Hardware uses an 
average of 20 radio announce- 
ments a week. 
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SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


. . 4 
Eadéier to identify see now the tabet 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


. 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


° 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 


your guarantee. 
(Perr eee. 


Reel business builders | 
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“First in the Field” display card, in full color. 
Size 27” x 22”. Free to dealers. 


SAVAGE SALES CALENDAR 
1952 MARCH 1952 





Pull the sales trigger and hit the bull’s-eye of firearms profits 
during 1952 with! avage, Stevens and Fox shotguns and rifles. 
New models . . . new features . . . new values will make the 
‘First in the Field’’ line your firearms profit line for °52. 


ww the label 
he top-most 


ent screws, 
Saves time! 


Telling and Pre-Selling 


= eet Throughout the firearms selling seasons Savage, Stevens and 

on and off Fox national consumer advertising will be beamed at your cus- 

es tomers... digas them on features and values .. . creating 
, an urge to buy . . . directing them to You—their Dealer. 

iable deliv- 

warehouses. 

> ‘STEVENS .22 Cal. Auto-Loaders— 


Early-in-the-year Sales Leaders 


oducts are 
sy to sell. 
ause they’re 
‘putation is 


You'll want an ample stock of Stevens Models 87 and 85 on 
hand for early-in-the-year business. These, you know, are the 
famous, low priced, dependable .22 cal. auto-loading rifles with 
an exclusive feature which makes them instantly adjustable as 
auto-loaders, bolt action repeaters or single shot rifles. National 
advertising will help create a demand for them . . . be ready to 














ers supply them. Order from your distributor now. 
$ SAVAGE ARMS CORPORATION 
$s ° 
wits Firearms Division Chicopee Falls, Mass. 
s 
ers 
few Nuts | 
ed Nuts 
Brass 
—Brass — 
ef SAVAGE - STEVENS + FOX Rifles and Shotguns 
marae | 
= bm) SAVAGE * WORCESTER Power and Hand lawn Mowers 
we 


STEVENS .22 Ca]. Auto-Loading Rifles @ 
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Cultivator —1114" long 





ao 


Transplanter —11 1" long 


Se 


Trowel 1214" long 


ze 


Weed Cutter —11” long 








Fork —1014" long 


Cultivate Sales 











Garden Tools 


UT a full display of Trump 

Garden Tools on your counter 
and watch them sell themselves! 
Trump Tools are madé‘of heavy 18 
gauge steel with smooth hardwood 
handles. Tools are perfectly finished 
in a bright green baked enamel. 
Gardening enthusiasts want Trump 
Garden Tools—so have them handy. 
Packed separately or three tools in 
a neat, attractive box. Order your 
Trump Tools from your wholesaler 
now. To be certain that they are 
genuine, high quality Trumps look 
for the trade mark on the handle. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. © PASCAGOULA, MISS. 


OMING SOON 


...@ brand new, selling display 
for Trump Garden Tools. It will be 
ready to help you cash-in on extra 
sales during Hardware Week — 
and after. Watch 
for it... order 
it from your 
wholesaler as 
soon as if is 
announced. 
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Hardware and allied 
trade events up-fo- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 


Assn., semi-annual convention meet- 
ing jointly with the Southern Whole- 
sale Hardware Assn., April 6-10, 
at the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Arthur L. Faubel, 
342 Madison Ave., New York City 
17, secretary-treasurer of the manu- 
facturers Association; T. W. Mc- 
Allister, 814 Metcalf Bldg., Orlando, 
Fla., managing director, wholesal- 
ers’ association. 


Builders’ Hardware Show and Con- 


vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 


Hardware Week (irha), April 17-29, 


sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind. 


Industrial Supply Convention, May 


19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Association. R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 
Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, FE. L. 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 


International Trade Fair, March 22- 


April 6 at the Navy Pier, Chicago, 
Ill. Executive vice-president John 
N. Gage, Col. U.S.A. (Ret.). Head- 
quarters, Merchandise Mart, Chi- 
eago 54. 


Locksmith’s Convention and Trade 


Show, May 3-4, at the Hotel Park 


Sheraton, New York, sponsored by 
regional and locksmith’s associa- 
tions throughout the U.S.A. Con- 
vention headquarters, 110 E. 59th 
St., New York City; Robert Rog- 
non, chairman. 


National Association of Sheet Metal 
Distributors, annual spring meet- 
ing, May 8-9 at the William Penn 
Hotel, Pittsburgh, Pa. Thomas A. 
Fernley, Jr., 1900 Arch St., Phila- 
delphia 3, executive secretary. 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 


National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Southern Wholesale Hardware Assn., 
annual convention meeting jointly 
with the semi-annual convention of 
the American Hardware Manufac- 
turers Assn., April 6-10, at the Palm 
Beach Biltmore Hotel, Palm Beach, 
Fla. T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., managing di- 
rector, wholesalers’ association; 
Arthur L. Faubel, 342 Madison Ave., 
New York City, secretary-treasurer, 
manufacturers’ association. 


Sportsmen’s Show, 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, at the Grand Central 
Palace, New York City. 


Toy Fair, March 10-19, at permanent 
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To Stimulate Spring and Summer Sales - 


gut | KILGORE'S NEW 18-PIECE PARTY and PICNIC KIT 


up-to- 
issue 






















Age "It's new... it’s practical . . . it’s nicely pack- 
aged—and it can be promoted at full profit 
for just $4.75. Display it open (as illustrated) 
“one and it will practically sell itself. Easy-to-read 
panel on inside tells customers what set is, 
what it consists of, and lists suggested uses 
such as TV parties, buffets, picnics, camping, 
and auto trips. 





Set includes 6 each 10” divided gril! plates, 
extra thick 73 oz. hot beverage cups and 
large 10 oz. flared tumblers—in the new 
Shel-glo ‘‘softones'’ of Chartreuse, Coral, 












ynsored by 
5 menceiis Dove Grey and Turquoise. Very handsome 
S.A. Con- and serviceable corrugated kit has no adver- 
0 E. 59th tising on outside. Looks like a travel case with 
bert Rog- n iT i 

attractive 2-color striping. Kit measures 19% x 

10% x3%. % dozen to a case. 
eet Metal 
ing meet- 
iam Penn 
homas A. 
st., Phila- 
tary. . 

° 
Oct. 6-10, 
New York 
1al Hard- 
son Ave., 
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lirector. 
scx | with th & Picnic Kit! 
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cise | With the Party icnic Kit! 
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America, 
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Here is a natural companion piece to sell with the Party & Picnic Kit 
e Assn., —and it matches perfectly in the same Shel-glo ‘‘softone’’ colors. 
* jointly Ideal for iced beverages because of its big 44 ounce capacity and 
ntion of wide neck which takes whole ice cubes easily. Snug fitting plug will 
yo keep contents from sloshing out top on auto trips. Housewives will also 
" Beach, like its eye-appealing design, two non-drip pouring lips and space- 
Metcalf saving shape that takes less width in refrigerator than a quart milk 
zing di- bottle. Retails about $1.00. Packed 1 dozen to a case—3 each Char- 
ciation; treuse, Coral, Dove Grey and Turquoise. 
on Ave., 
easurer, 
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Jational 
Show, FACTORY OFFICES 
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Make this a 
PEERLESS 


Year 





with 


PEERLESS 
Super Value 


FREEZERS 


Famous triple-action freezing for 
fast, easy operation and fine 
textured, delicious homemade 
ice cream. Quality constructed 
thruout. Totally enclosed, easy- 
running gears. Streamlined de- 
sign. A durable freezer and a 
super value for stepping up your 
sales in '52. Write for complete 


information. 

Household Sizes: 2 to 10 QOts. 

Hotel Sizes: 12 to 20 Ots. 
Features: 


DASHER WITH 
ADJUSTABLE SCRAPERS GEAR FRAME 
4, GEARS INCLOSED 


The PEERLESS FREEZER CO. 


WINCHENDON, MASS. 


Ask Your Jobber 
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exhibits in 200 Fifth Ave., 1107 
Broadway, and other year-around 
permanent locations in New York 
City; hotel exhibits at the McAlpin 
and New Yorker. Sponsored by the 
Toy Manufacturers of the U.S.A., 
Inc., 200 Fifth Ave., New York 


City; H. D. Clark, show manager. 

Trade Fair, Chicago International, 
March 22-April 6, Navy Pier, Chi- 
cago, Ill. Headquarters. Merchan- 
dise Mart, Chicago 54; executive 
vice-president, John N. Gage, Col- 
onel, U.S.A. (Ret.). 


Regional Events 


Coast-to-Coast Stores Central Organi- 
zation, Inc., 39 S.E. Main St., Min- 
neapolis 14, Minn., Annual Meeting, 
Feb. 17-20; Mastercraft Convention, 
April 6-8. 

Decatur & Hopkins Co. Spring Open 
House, Feb. 19-22 at company head- 
quarters, 93 Berkeley St., Boston 
Mass. 

Gift, Toy, Housewares Shows, Feb. 17- 
21, Olympic and New Washington 
Hotels, Seattle, Wash.; Feb. 24-27, 
Columbia Athletic Club, Portland, 
Ore. 

Marshall- Wells Stores Congresses, 
sponsored by the Marshall - Wells 
Co., Duluth 1, Minn., at the follow- 
ing places: Duluth, Feb. 11-13; Spo- 
kane, Wash., Feb. 18-19; Seattle, 
Wash., Feb. 20-21; Portland, Ore., 
Feb. 25-26; Billings, Mont., March 
3-4. 

New England Housewares Show, Feb. 
17-19, in Mechanics Bldg., Boston, 
Mass. Sponsored by the Housewares 
Club of New England. 

Rehm Hardware Co. Spring Dealer 


Convention and Merchandise Ex- 
hibit, Feb. 12-18, at the company’s 
warehouse, 1501 Blue Island Ave., 
Chicago 8. 

Sportsmen’s Show: Detroit Congress 
Sportsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 
Show), March 15-23, at the State 
Fair Grounds, Detroit, Mich. 

Sports Travel and Boat Show, Feb. 
29-March 9, at Civic Auditorium, 
San Francisco, Calif. Sponsored by 
California Sports, Travel and Boat 
Shows, Inc., 369 Pine St., San Fran- 
cisco 4. 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 

Wisco Annual Merchandising School 
and Sales Show, March 25-27, spon- 
sored by the Wisco Hardware Co., 
Madison, Wis., at company head- 
quarters, 15 S. Brearly St. J. A. 
Fitschen is president and general 
manager. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention and exhibit, March 30- 
April 1, at Whitley Hotel, Mort- 
gomery, Ala. Mrs. Euna G. Ramsey, 
1926 Fourth Ave., North Clark 
Bldg., Birmingham, secretary. 

Arkansas Retail Hardware Assn. Con- 
vention and exhibit, Feb. 21-22, at 
Robinson Auditorium, Little Rock. 
Headquarters, LaFayette Hotel. J. 
Wayne Tisdale, 604 Rector Bldg.. 
Little Rock, executive secretary. 

Carolinas, Hardware Association of, 
convention and exhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 

California Retail Hardware Assn. Con- 
vention and exhibit, Feb. 11-13, 
at Fairmount Hotel, San Francisco. 
K. B. Jacobsen, 262 Western Mer- 
chandise Mart, San Francisco 3, 
secretary-manager. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
at George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. O. 
Box 183, Waycross, Ga., executive 
manager. 

Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, at Chicago. 


Convention at Sheraton Hotel, ex- 
hibit at Navy Pier. W. F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
managing director. 

Intermountain Assn., convention, Feb. 
11-12, at Boise Hotel, Boise, Idaho. 
Leon L. Weeks, 211 Continental 
Bank Bldg., Boise, secretary. 

Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 12-15, at Des 
Moines, Iowa. Sessions, Hotel, 
Savery; exhibit, Iowa Exhibit Bldg., 
State Fair Grounds. Philip R. Jacob- 
son, Mason City, secretary. 

Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
at Grand Rapids. Sessions, Hotel 
Pantlind; exhibit, Civic Auditorium. 
H. W. Schumacher, 1916 Olds Tower 
Bldg., Lansing 8, manager. 

Missouri Retail Hardware Assn. con- 
vention -and exhibit, Feb. 19-21, 
Jefferson Hotel, St. Louis. Harry F. 
Scherer, 1180 Arcade Bldg., St. 
Louis, secretary. 

Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, at 
Omaha. Sessions, Hotel Paxton; ex- 
hibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, secre- 
tary. 

New England Hardware Dealers’ 
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Cust Gatinctns you) ond 40. 


Youll Profit More 4... 


Robesons Froze 


And the reasons are simple . . . Robeson products 


are sold to you direct from the factory, at the same price 





as everyone else. There’s no middleman, so you make 
more net profit on each item. At the same time, when you 
stock Robeson cutlery, you reap the full benefits 


of Robeson’s exclusive double-impact sales story. 


First, there’s the story of the ‘‘Frozen Heat*’’ 
process itself. No other cutlery is made this way. 
Robeson’s high-carbon stainless steel is first 
exposed to white heat, then to 100 degrees below 
zero, making Robeson blades sharper, stronger, 


many times more resistant to dulling. 


Second, Robeson’s full schedule of national advertising 
actually pre-sells your customers through hard-hitting 
ads in Time, Good Housekeeping and Better Homes 


and Gardens. 


What’s more, Robeson’s ‘‘Frozen Heat*’’ Cutlery 


is unconditionally guaranteed. That’s your customer’s 


Loge 


“Frozen Heat” 
Cutlery 








Robeson 





Guarantee: We unconditionally guarantee every product 

we make. Should any customer, FOR ANY REASON, be dissatisfied 
with the performance of any Robeson knife, it will be replaced 

or reconditioned without charge. 

*Reg U.S. Pat. Off. 
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n Heat Cutlery 


assurance, and yours, that if a Robeson knife fails 
to give complete satisfaction for any reason, 


we will replace or recondition it without charge. 


So why don’t you see for yourself how Robeson Cutlery 
Sales can bring more profits for you? Fill out the coupon 
below today, and start on the road to greater profits... 


just between you and us. 






<ount cro r 
* Guaranteed by» 
Good Heuschooping 


S045 aovearist aes 







Household Cutlery...Pocket Knives... Gift Cutlery Sets 


Robeson’s “Cutlery Corner” 

. .@ 5-foot showcase that's 
a whole warehouse in itself. 
All the items your customers 
want, displayed with an 
eye-appeal that helps sell knives 
for you every minute of the day. 
Other floor and counter displays 
to fit every retailing need. 








Robeson Cutlery Co., Perry, New York 
| want to know how | can handle the Robeson line in my 
community on a direct-from-factory basis. 


Please send me details about 


Displays 
Dealer Mats and Helps 


Complete line 
—__Gift Sets only 











Street 
City Zone State 
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CASH, BOND 
and UTILITY 
oD € 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 
construction 
HEAVY GAUGE STEEL 





+ x 


es @ 
x PREFERRED for beauty 
3{ HAMMERED SILVER FINISH ~< 


e ¢@ 
3{ PREFERRED for styling 9 
SEAMLESS ONE PIECE x 
CONSTRUCTION 
All corners rounded 
Choice of 
FLAT KEY LOCK oe 
or CORBIN 
COMBINATION LOCK 
No. 10 Series (Shallow Box) 
SIZE: 11% x 6 x 2%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 114 x 6x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 


lock or combination lock. 
ALL STYLES INDIVIDUALLY BOXED 
Sold by leading jobbers 


SK” 
WRITE FOR CATALOG @ 


ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST. 
CHICAGO 


Export Representatives 
Frazor & Co., 50 Church Street, New York 7, N. Y. 
Cable Address ‘*FRAZAR'* New York 
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Assn., convention and exhibit, Feb. 
20-22, at the Statler Hotel, Boston, 
Mass. Executive secretary, Russell 
R. Mueller, 185 S. Darmouth St., 
Boston 16. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
12-14, at Buffalo. Sessions, Statler 
Hotel; exhibit, Memorial Audito- 
rium. N. H. Kiley, Hills Bldg., 
Syracuse 2, secretary. 

North Dakota Retail Hardware Assn. 
convention and exhibit, March 25- 
27, at Fargo. Exhibit, and meetings, 
Crystal & Avalong Ballroom; head- 
quarters, Graver Hotel. Miss E. J. 
McGrann, 54% Broadway, Fargo, 
secretary. 

Southern California Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, at Long Beach. Sessions, 
Wilton Hotel; exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W. 
8th St., Los Angeles 14, secretary. 


South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-3, at Cataract Hotel, Sioux Falls. 
O. R. Baily, 1300 So. Jefferson Ave., 
Sioux Falls, secretary. 


Tennessee Retail Hardware Assn. 
convention, Feb. 17-19, at Nashville. 
Morris Jones, P. O. Box 784, Nash- 
ville 2, secretary. 


Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, at 
Herring Hotel, Amarillo, Tex. M. 
D. Shepherd, Canyon, Tex., secre- 
tary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
at Hotel John Marshall, Richmond. 
George T. Omohundro, Jr., Scotts- 
ville, secretary. 

West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
at Waldo Hotel, Clarksburg. James 
C. Fielding, 1628 McClung S&t., 
Charleston 1, secretary. 





HARDWARE HUMOR 
By Hardware Age 


BPORTS 
PARTMENT 


FOOTBALL 
FQUIPMENT 














"Your clearance sales prices on foot- 
ball equipment are certainly attrac- 
tive, but | really came in for a set of 








table tennis." 


| 








SHARON HAS SHIPPED ITS 





ONE - MILLIONTH 





ASSORTMENT 





PROOF POSITIVE 


THAT SHARON 
REFILLABLE ASSORTMENTS 





TURN LOSSES ON DIME 
SALES INTO PROFITS 


2b 
Shavou Bolland Seren tLo- 


BOSTON 10, MASS. 


























No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 









Shawn im 


LICENSE 
PLATE 





FASTENERS 
No. 012558 


Rust-proof. 
With wing 
nuts. For 
older 
model 
cars 



















Aft your 
favorite jobber 
or write direct 


x 2 
Sharon Bott aud Serta Lo. 


BOSTON 10, MASS. 
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person’s efficiency and boosted volume $5,000 in one year. 


“Our National Sales Register 





‘‘We were pleasantly surprised 
when we increased our sales 
= $5,000 and cut losses $900 
| after putting in the National 
System. 
; “Not only will our National 
Sales Register soon pay for 
itself in time and money saved, 
| but it has given us complete 
' control over our business. For 
example, there is no longer 
any confusion over our tax- 
able sales. And, customer good 
will has increased greatly due to faster and more 
accurate service we are now able to give. 
‘Although we have been in business 63 years, the 
National System helped us show a greater profit. It 
is undoubtedly one of the best investments we ever 
made.” 





A. H. MERRITT, of 'The 
W. E. Merritt Company 
Mt. Airy, North Carolina 
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THEIR NATIONAL SYSTEM helped increase W. E. Merritt Co.’s sales- 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO See 





THE NATIONAL SYSTEM has eliminated confusion in computing the 
W. E. Merritt Company’s sales taxes. 


increased our sales *5,000 a year 
...reduced losses *900!” 


Like Mr. Merritt, thousands of Hardware owners 
have discovered that their salespeople hold the key 
to higher profits. 

When you know what each salesperson sells, and 
each one knows that you know, this is a powerful 
incentive for them to multiply their sales effort. As 
a result, your total sales volume goes up, expense 
ratios decline, and your profits increase! 

Why not call your National representative today? 
He will survey your present methods and show you 
how you can increase your sales, have better cash 
and credit contro], simplify your record keeping, and 
cut your operating costs. 


CASH REGISTERS © ADDING MACHINES ~ 
“ACCOUNTING MACHINES; ee A 


kar I 
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WHAT'S NEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 


grip at each side to make removal 
and replacement simple. The Skotch 
Kooler is about 14 in. high and 12 
in. in diameter, retailing for $7.95. 
Hamilton Metal Products Corp., 
Hamilton, Ohio. 





Flower Box Kit 


Here is an attractive wooden 
flower box that can also be as- 
sembled as a bookshelf or a play 
bench for children. Packed in a 
kit in pieces with directions for 
easy assembling, and no tools are 





needed. Overall measurements of 
the completed flower box are 
33x 954x17% in. Macklanburg- 
Duncan Co., Oklahoma City, Okla. 





All-Purpose Opener 


A can tapper, bottle opener, cork- 
screw, friction opener and cello- 
seal cutter are combined in the 
Vaughan Tap Boy. Metal parts are 
brightly plated tool steel and the 





handle is red plastic. The cork- 
screw locks in a safety pocket 
when not in use. Retail price is 
49¢. Vaughan Mfg. Co., 3211-25 
Carroll Ave., Chicago 24, Ill. 
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Saw Blade Line 


Here is a new line of saw blades 
called the Simonds Si-Clone line. 
It includes the following types of 
saws: rip; regular cut-off; flooring 
cut-off; fine tooth cut-off; easy-cut; 
planer (hollow ground combina- 
tion) ; Nos. 52, 54 and 60 combina- 
tion; carbide tipped, dado; nonfer- 
rous and friction. The saws are 





s 


furnished up to 12 in. in diameter 
only, and come with round or spe- 
cial shape center holes for use on 
table, radial arm, or electric hand 
saw machines. Simonds Saw & 
Steel Co., Fitchburg, Mass. 


Fisherman's Cap 


Here is Congo Cap, Model 435, 
for fishermen, made with an over- 
size duckbill visoy in tan and un- 





derlined with green material, while 
the crown is tan, red, or navy twill. 
It is equipped with Clearsite glare- 
shield on a sliding track that may 
be worn up or down, or offered as 
Model 436 without the glareshield. 
The Brearley Co., Rockford, Il. 


New Fan Models 


The new 16-in. floor model fan, 
shown here, 16DA Debonaire, cir- 
culates 2,700 cu. ft. of air a minute, 
and can double as a coffee table. It 
stands 20 in. high, the top surface 
is 22 in. in diameter, and available 
as an accessory is a serving tray, 





19 in. in diameter. Finished in 
green gray and chrome, it has a 
suggested retail price of $54.95, 
and the serving tray sells at $9.95. 
There is also a 16-in. combination 
window ventilator and portable fan, 
16WF, selling at a suggested retail 
of $49.95. Westinghouse Electric 
Corp., Springfield, Mass. 





Pyrex Skillet 


A new 7-in. Pyrex brand skillet, 
available with or without a detach- 
able metal holder, has been added 
to the Flameware line. Can be used 
on top of the stove or in the oven, 





and the detachable holder allows it 
to be used also as a serving dish. 
Retail price each: with holder, 
$1.49; without holder, $1.00 Con- 
sumer Products Div., Corning Glass 
Works, Corning, N. Y. 





Three Electric Ranges 


Three new Admiral electric 
ranges have been added to the 1952 
line. All new models can accommo- 
date the exclusive self-basting 
rotary roaster, shown here, with 
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i eclor Cou of Our New Fe oe 
\ SAA Wn Nine = P _ COLONIAL’S NEW 

_z-~ PRIZE-WINNING 
BZ PAINT BRUSH 
== COUNTER 
=—- DISPLAYS 


"RETAIL 10¢ TO $1.98 



















Me Ent OR 4 REFUND 
= KO Ry 
=~ $ Guaranteed by @ 
~ Good Housekeeping 
\ AS apverrised THE 
f!/ \\ \ SSN 
[i yee s 
/ +601 SINGLE THICK VARNISH BRUSHES #511 DOUBLE THICK VARNISH BRUSHES 
BLACK CHINESE BRISTLES BLACK CHINESE BRISTLES 
RETAIL 15¢ to 39¢ Retail 35¢ to 59¢ 
Quontity Size Bristle Length Retail Quantity Size Bristle Length Retail 
1 Doz. y," 14,” 15 1 Doz. ig 11546” .35 
3 Doz. is 11%6" -20 1 Doz. 1,” 11546” 45 
2 Bes. VA" » V6" -29 Doz - 11544” 59 
1 Doz. a 11146" .39 3 Doz. Total 
7 Doz. Total 
+601W, SINGLE THICK VARNISH BRUSHES +511W DOUBLE THICK VARNISH BRUSHES 
Same as +601 with WHITE BRISTLES Same as +511 with WHITE BRISTLES 
Retail 10¢ to 29¢ Retail 29¢ to 50c¢ 
Quantity Size Bristle Length Retail Quontity Size Bristle Length Retail 
1 Doz. ,” ly,” .10 1 Doz. sf . 11546” 29 
3 Doz. 1146" 15 1 Doz. ly,” 11546” .35 
2 Doz. 14,” 11146" .25 1 Doz. 2” 11546" .50 
1 Doz. 3 116" -29 3 Doz. Total 
7 Doz. Total 
#650 7/,” THICK WALL BRUSHES 
PURE BLACK CHINESE BRISTLES 
RETAIL $1.49 to $1.98 
Quantity Size Bristle Length Retail 
If not available Yy Doz. ¥ 2% ad 
° 1 : Yn" y e 
at your jobbers, = 09 re 24" 1.98 
write us giving 1 Doz. Total 
name of jobber. 











COLONIAL BRUSH MANUFACTURING COMPANY, INC. 


160 WASHINGTON STREET, NORTH 
BOSTON 14, MASS. 
NEW YORK Telephone: Richmond 2-2515 CHICAGO 
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WHAT'S NEW 








spit that automatically makes 2% 
revolutions a minute. Oven racks 
have been redesigned to provide a 
hand grip at the front for adjust- 
ing them, and can be placed in 14 
different positions. Other features 





include a high speed Hot-Spot unit 
on the range surface, a pull-but- 
ton automatic timer clock that 
starts, times and stops the oven, 
and an appliance outlet. Frame 
and chassis are all steel welded 
type construction, finished in por- 
celain. Admiral Corp., 3800 Cort- 
land St., Chicago 47, Ill. 





Picture and Wall Hanger 
Here is a new picture and wall 

hanger, called Hang-It, that is guar- 

anteed always to hang straight. It 





consists of a bracket that nails to 
the wall and a plate that nails to 
the picture frame and then slides 
into the bracket. Made of 20 gage 
plated steel and holds 50 lb. No 
screw eyes, wires or hooks are 
needed. Envelope containing three 
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hangers and necessary nails retails 
at 19¢, and 24 envelopes come 
packed per card with a self-demon- 
strating plastic display. Chestnut 
Co., Box 7182, Philadelphia 17, Pa. 





Self-Wringing Mop 

A new self-wringing mop, the 
Teddy Cellu-Mop, is made of strong 
cellulose sponge material cemented 
to a hardwood lacquered block. 
Sponge head is easily removed and 
a new head can be quickly at- 
tached. The mop wringers are 
strongly made and will not bend out 
of shape. Available in green, red, 
and blue. There is also a heavy 
duty Teddy mop, with an extra 





large head to hold more water. 
Fred V. Fowler Co., 551 Tremont 
St., Boston 16, Mass. 





Special Window Screen 


A new aluminum tension window 
screen designed specifically for 
Panel Window System, the new 
“glass wall” involving Thermopane, 
has been added to the Durall line. 
New York Wire-Cloth Co., New 
Canaan, Conn. 





Dry Cleaning Fluid 


Renofab, a completely non-in- 
flammable dry cleaning fluid, is now 
available to the hardware trade. It 
will not injure fabrics, dries at 
once, and leaves no odor. The 4-oz. 
bottle, shown here, with self-moist- 
ening mohair applicator top, re- 
tails at 49¢. It is also packed in 
pint cans at 98¢, quart cans at 
$1.69, and gallon cans at $3.98. A 


special deal offers two free 4-oz. 
bottles with each order for 22 
bottles. With each 24 bottle case 
there is a colorful counter card and 








window streamer. Renofab Prod- 
ucts Co., 507 E. 120th St., New 
York 35, N. Y. 





Work Gloves 


There is an improved plastic 
coating on these new, flexible Mon- 
key-Grip work gloves that is tough 
and liquid-proof. It is bonded to 
the fabric lining and will not crack 
or peel. The gloves are highly 
abrasion resistant, and also resist 
oil, grease, acids and other chem- 
icals. Available in knit-wrist, band- 





top and gauntlet styles, coated over 
all or palm and thumb. Edmont 
Mfg. Co., Coshocton, Ohio. 





Canned Milk Dispenser 


The new E-Z Way Plastic Canned 
Milk Dispenser holds a standard 
size milk can which is opened auto- 
matically when the cover is closed. 
A metal prong fitted into the un- 
derside of the lid and connected to 
the pouring spout, pierces the can 
and makes it ready for instant use. 
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Full 21-inch 
Cutting Width 
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Precision manufacturing and a world- 
famous name give Savage mowers 
terrific sales appeal. 


Savage lawn mowers are built with the same 
care and skill that have made Savage firearms 
known and respected the whole world over. 
Cash in on the selling power of the Savage 
name, and the strong user preference for rug- 

t \ ged, easy-operating Savage power and hand 
mowers. Stock and display the fast selling 

Savage line. Write today for catalogue. 


USERS HAIL THESE 
GREAT SAVAGE FEATURES 
Tougher “Sta-Temp” Blades * Totally 


Enclosed Chain Drive * Convenient 
Finger-Tip Controls + Special Protective 


Grass Guards ° 
Floating Handle * Large Heavy-Duty, 
Tractor-Tread Tires * Famous Timken 
Bearings * Dependable Briggs & 
Stratton 1.6h.p., 4-cycle Engine 


Shock-Absorbing, Free 


SAVAGE 


MODEL 90 








™ 
S 





hd 
as 


SAVAGE 


LINE 


for 52 


SAVAGE Yard Chief Model 90 
— 21” cutting width (illustra- 
ted below at left). 


SAVAGE Power Chief 
MODEL 75 
18” cutting width, a 
Popular priced power 

mower. 1.1 h.p., 
4-cycle engine. 





SAVAGE Rotor Chief 
MODEL 80 

19” cutting width. fi 
Meets the growing 4 
demand for rotary 
mowers. 1.6 h.p., Smead 
4-cycle engine. 





SAVAGE Dyna Chief Electric 
MODEL 70 
18” cutting width. 


Quiet, easy to operate. | 
Runs on 110 volt j 


AC current. hs 
Ps / 
of 
a 





SAVAGE Lawnchief 
MODEL 55 

16” and 18” cutting 
width. One of three 
precision-made* 

hand mowers. 

The line includes 

Model 45 (16"') and 
Model 35 (16"’). 


_— — 





SAVAGE ARMS CORPORATION 
Lawn Mower Division 
CHICOPEE FALLS, MASSACHUSETTS 
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WHAT’S NEW 








prevents dripping and keeps milk 








fresh and unspoiled. Available in 





red with ivory cover, or ivory with 
red cover, and retailing for 98¢. 
Ray Plastic Co., Leominster, Mass. 


Plastic Window Shade 


Here is the new Hartshorn Tex- 
tone vinyl plastic window shade, 
that is completely water-proof and 
washable, sunfast and weather re- 
sistant. It is made of a heavy gage 
plastic sheet, with shantung em- 
bossing for added weight and thick- 
ness, and is non-flammable and fire- 
resistant. Available in white, tan, 


oe wemnee 








egg-shell, and green, and in a com- 
plete range of sizes, including the 
54-in. size. Stewart Hartshorn Co., 
350 Fifth Ave., New York, N. Y. 


Garbage Container 


Here is the Leigh Swing-Away 
garbage container that fastens to 
the inside of a kitchen cabinet door. 


A latch provides a positive seal that 


The outer container, of heavy gage 
metal with white enamel covering, 
holds a 10 qt. metal pail that is 
easily removable. Container pop- 
up cover opens and closes auto- 
matically by a simple trip mecha- 
nism when the door is open and 
closed. Unit is packed one per car- 





ton, complete with screws and in- 
structions for installation. Leigh 
Building Products Div., Air Control 
Products, Inc., Coopersville, Mich. 





Appliance Switch 


Yhis double-pole appliance switch 
is capable of withstanding inter- 
mittent temperatures up to 600 
deg. F. and sustained temperatures 
up to 450 deg. F. The positive snap- 
action mechanism is enclosed in a 
precision-molded box of electrical 
porcelain, and overall dimensions 
are 113/16x13/16x1%4 in. Special 


face plates for mounting can be fur- 
nished, and large-headed screw ter- 
minals are on the back for easy 
wiring. John I. Paulding, Inc., 
New Bedford, Mass. 
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Gas Circulator Line 


A complete new series of eight 
Warm-Aire gas circulators, called 
Superliners, in 30, 40, 55, and 
70,000 B.t.u. ratings, has been 











added to the Stiglitz 1952 line. The 
finish is heat-resistant silicone that 
blends with modern or traditional 
home furnishings. A new oil cir- 
culator has also been introduced. 
Stiglitz Furnace & Foundry Co., 
2007 Portland Ave., Louisville, Ky. 





Window, Screen Lifter 

Here is a lifting device for 
screens and storm windows, called 
Frame Up. It holds at least 70 Ib. 
with a no-slip grip and unlocks 





By attaching a 
length of rope, Frame Up can be 
used to lift screens and storm win- 
dows from the ground to upper 
floors. Retail is $1.98. Household 
Gadgets, Inc., 41 Broad St., New 
York 4, N. Y. 


automatically. 





Rotisserie and Broiler 


Here is a portable rotisserie and 
broiler combination, the No. 57 
Superstar. For barbecueing, roast- 
ing and broiling there is a three- 
heat switch control, broiler tray 
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BOONTONWARE is a top volume housewares producer! 
Here’s how it backs up your merchandising with 
a complete promotional program. 


Check these 12 that help you sell: 


1. GUARANTEED AGAINST BREAKAGE! Writ- 
ten guarantee with every purchase. 

2. NATIONALLY ADVERTISED IN FULL COLOR 
in Good Housekeeping — Better Homes 
and Gardens. 

8. Beautiful full color Consumer Folder. 
Shows complete Boontonware line. 

4, Tumbling Barrel shows Boontonware in 
action! 

5. Complete assortment of handsome dis- 
play-and-ship packages. 

6. Counter Cards — national ad full color 
easel cards, mounted Guarantee, others. 

7. Mat Service—complete series of mat ads. 

8. Advertising Aids — complete kit — fine 
glossy photographs, layout suggestions. 

9. Catalog Sheet in full color. 

10. Sales-training Sheet — for quick, easy 
briefing of staff. 

11. Stock Sheet-Order Blank—makes inven- 
tory, reorders a cinch. 















12. THE TOP QUALITY 

LINE PRODUCED. 
THE BEST CONSUMER 
ITEMS AND COLORS. 


FINE DINNERWARE FASHIONED OF MELMAC® 


Product of Boonton Molding Company, 
Boonton, N. J. 





When you day Loe OWL (ont LAN : 
you day Whe Hite 2 
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DIETZ COMET 
Red Enamel 






DIETZ No. 2 D-LITE 
Blue Gray Enamel Finish 


EVERY HOME NEEDS 
A DEPENDABLE 
STAND-BY LIGHT 


for darkness without warning 
or unexpected emergencies 


R.E. DIETZ COMPANY 
Gas SYRACUSE 1, N. Y. Bea@@ibcas 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 








THE LAST WORD IN 






WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 













STRANDED 
AND SOLID 





BRASS, COPPER, 
DARK, TINNED, 

GALVANIZED 

COILS AND SPOOLS 
1 OZ. TO 20 LB. 








PACKAGES 
BRAIDED 
PICTURE WIRE 
STRANDED 
AERIAL WIRE 
RADIO 


ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE YOURS FOR PARTICULARS 


CONFIDENCE 











with#H 


QNCHOR 
WIRE CORPORATION 
i 4 


AMA IC AVE 


BUY 





A 3 LONG ISLAND NEW Y 
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WHAT'S NEW 








positions are adjustable, and for 
use as a rotisserie, there is a spit. 
A spatter shield with oven glass 
window is removable. The unit has 
triple chrome plating and double 











Bie f 
¥ 
“ oa 


wall construction. Inside area mea- 
| sures 143/16 x 103/16 x 11 in. For 


use on AC only. Stern-Brown, 42- 
24 Orchard St., Long Island City, 
mM. YX. 


Knife Sharpener 


This new Model 40 Peerless knife 
sharpener is adjustable for all types 
of cutlery. It can be used as a gen- 
eral utility bench grinder, a drill 
sharpening attachment can be add- 
ed to it, and a buffing or polishing 
wheel, wire brush, or emery wheel 
can be used. There is a 14 h.p., 115 
volt, 60 cycle, 1725 r.p.m.,_ball- 





bearing, resilient mounted, split 
phase motor, and the unit measures 
2214x13x11% in. Retail price is 
$49.50. The Fate-Root-Heath Co., 
Plymouth, Ohio. 





Spinning Bait 

A new bait, called the Spinning 
Tin Liz, is ideal for bass, croppies 
and most game fish, and recom- 
mended in fishing schools of black 
or white bass. The %4 oz. weight 
combined with the streamlined 


shape helps casting accuracy, and 
there is a colorful rubber-tailed 
hula skirt. Available in body colors 
of pearl, yellow and chub, and re- 
tail price is 50¢. Packed in an as- 





sortment of 12 on a counter display 
card. Fred Arbogast & Co., Inc., 
313 W. North St., Akron, Ohio. 





Paper Hanger Size 


Here is an improved _super- 
strength paper hanger size called 
Placo Wall Paper Size, made from 
selected grades of gelatin animal 
glue. Recommended reduction is 
5 parts of cold water to 1 part of 
size for heavy papers, or it can be 
increased to 9 parts of cold water 
to 1- part of size, depending on the 
condition of the wall surface to be 





covered. Added to plaster paris 
or patching plaster it acts as a 
binder, eliminating the extra size 
coat, and its strength makes it use- 
ful as an additive to wall paper 
paste. Packed in pint, quart and 
gallon cans. Park-Leggett-Altman 
Div., Paisley Products, Inc., 1770 
Canalport Ave., Chicago 16, IIl. 





Home Cooling Unit 


Limitéd production of a new sum- 
mer cooling unit for use with its 
Blend-Air heating and ventilating 
system has been announced. It fits 
on top of the Blend-Air furnace, 
which can be switched from winter 
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heating to summer air condition- , 
ing. The new unit is a central sys- | 


tem that dehumidifies and circu- 
lates cool air, and is offered in two 
and three ton sizes. The Coleman 
Co., Inc., Wichita,- Kan. 





Plastic Waste Basket 


This large plastic waste basket 
has been added to the Lustro-Ware 
kitchen ensemble. It measures 
914x9¥%x1l_ in., has _ convenient 
carrying handles, and will not rust, 
chip, peel, dent or leak. Round cor- 
ners eliminate unsanitary crevices 
and prevent marring floors. Avail- 
able in popular kitchen colors, plain 
or lettered to match canisters and 





bread box. Suggested retail is 















$2.98. Columbus Plastic Products, 
Inc., Columbus, Ohio. 





Bright Wire Goods 


A complete new Turnbuckles 
bright wire goods line is now of- | 
fered. The line includes: round 
and square bend screw hooks in 
steel and brass; large, medium and 
small screw eyes in steel and brass; 
gate hooks and eyes; plate and 
screw type clothes line hooks; brass 
cup hooks; lag thread eye bolts; 
brass shoulder hooks; porch swing 
hooks; plate and screw type ham- 
mock hooks, and steel and brass 
eight hooks. All are packaged in 
easily identified cartons. Turn- 
buckles, Inc., Michigan City, Ind. 





Double-Oven Range 


Features of this new Gibson 
Model J electric range include two 
ovens, four surface units, and a 
master pilot light that indicates 
when any of the surface units are 
operating. The larger oven mea- 
sures 16x16x20 in., and the smaller | 
one is 16x9x20 in. There is more | 


| 
| 
| 
| 
| 
| 
| 
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ways to profit with 


REMASTER 


WHEEL GARDEN TRACTOR 





8 Cultivating & Plowing Attachments 
8 Mowing Attachments 
19 Utility Attachments 





LIST PRICE 


$15475 


Plus Freight 


Our dealers will tell you their Choremaster success story in 3 words... 
PRODUCT! PROMOTION! PROFIT! Choremaster’s unique combination 
of these three essentials has quickly established this garden tractor as a leader 
in a highly competitive field. Proof is offered in typical dealer success stories. 

The product is right, the promotion is right, the profit is right—and you 
have a BIG PLUS...35 money-making attachments. Write for dealer sales 


kit giving complete information. 


Sell the ATTACHMENTS Make the complete line of at- 


tachments work ‘for you! The 


and you sell Choremaster with various at- 


CHOREMasTER tachments displayed attracts 
attention, makes sales! 





ONE WHEEL GARDEN TRACTOR 








CHOREMASTER DIVISION the Lodge & Shipley Co., 828 Evans St., Cincinnati 4, 0 
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sninaneeaie’ to cut // 


CLEAN 
ACCURATELY 


with less 
effort 


Twelve in a display 


No. 023 

No. 024—Best —_ - 
for General Use w/linng 
wherever 

tapping is 

advisable 


A Product a 


Red Devil Toots 


Irvington 11, , CS. 








HC-70 
with CD-70 
Counter Display 





Here is a new tool that handymen, small 
shops and service men buy on sight. A drop 


whe fay EY FS 
wi puller... jobs easy 
Thy eve household c “- afford. 

CD-70 Counter No. HC: Carton ca 
individwally boxed ". Pullers rite 
52"'; Reach 3°’; Screw '/2"' *°). 

On your counter or in your iahes this dis- 
carton will bring you extra sales and 


Write for Gateing Sheet and name of your 
nearest jobber 


ala pecabisisin-p stall BRAY & €O. 


48 No west Highway. CHICAGO 3 U A 
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New | 
De 


nil 





than 3 cu. ft. of storage space, an 
appliance outlet, and a fluorescent 
lamp for cooking surface and con- 





Retail price: $329.95. Gibson 
Greenville, Mich. 


trols. 
Refrigerator Co., 





Power Mower 


Here is the 1952 Reo Royale De 
Luxe power mower, a completely 
equipped, big capacity mower with 





a new automatic re-wind starter. 
There is a sturdy handle, a totally 
shielded clutch and drive mecha- 
nism, a 21-in. cutting swatch, and 
a 134 h.p. Reo-built engine. Reo 
Motors, Inc., Lansing 20, Mich. 





Matched Service Line 


A new line of matched service 
and giftwares has been added to 
the Kromex line of “Pantry Part- 
ners.” Shown here is the relish 
service, a heavy partitioned plate 
with a chrome plated steel revolving 
base. It is 12% in. in diameter and 
retails for $1.98. Others in the 
line include a jam jar, tidbit tray, 


silent butler, covered butter dish, 
mayonnaise bowl, cheese and crack- 





er service, and a lazy Susan. Kro- 
mex Corp., 880 E. 72nd St., Cleve- 
land, Ohio. 


Correction 


The correct address of Miracle 
Adhesives Corp. is 214 E. 58rd St., 
New York 22, N. Y. The address 
listed in the Nov. 29, 1951, issue 
of HARDWARE AGE, on page 62, was 
incorrect. 


New Cooking Ware 


Nine new McKee products intro- 
duced recently include a_ shelless 
egg boiler, a line of basket servers 
for the Glasbake ovenware line, a 
French handled casserole and serv- 
ing tile, and six new milk-white 
glass editions of the Range-Tec top 





of stove ware. The vacuum coffee- 
maker, six-cup percolator and 
whistling teakettle are three of the 
six new editions of the Range-Tec 
ware. McKee Glass Co., Jeannette, 
Pa. 


Nylon Ratchet 


A new nylon ratchet for pull 
chain sockets and _ lampholders 
eliminates any possibility of elec- 
tricity shorting through to the pull 
chain. Monowatt Dept., General 
Electric Co., Providence 7, R. I. 

(Resume reading on page 13) 
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TO HELP YOU SELL 
New Displays and Other 
Dealer Sales Helps 
er dish, (Continued from page 13) 
d crack- 
men, display, sales approach, cus- 
tomer instruction and customer 
follow-up for power lawn mowers. 
It is available without charge from: 
Falls Products, Inc., Genoa, IIl. 
Blender Display Card Whether playing games or 
Sales features of the Osterizer ° 2 
liquifier-blender are pointed out on selling chisels the hardwar e 
this new display card. The cut-off dealer still chooses a time- 
1. Kro- A 
- Cleve- tested winner rather than 
gamble on a substitute. 
Miracle “Shark” Brand Swedish 
ha Charcoal Steel Chisels, al- 
— though often imitated, have 
never been equalled in 
workmanship, steel or per- 
- intro- formance. 
helless 
» ge So why take chances with 
1 serv- p) 119 
-white fits directly over the Osterizer, your customer s goodwill i 
"ec top ae Se ee ene Offer them “Shark” Brand 
is in. wide an in. high. : , 
John Oster Mfg. Co., Racine, Wis. Swedish Chisels, sold na- 
tionally for over half a 
Electric Fan Sales Aids century. You’ll find they’re 
Promotion for GE electric fans ; . 
this year will feature a snow man not only dealer S choice, 
and the theme, “Hot? Keep cool but customer’s choice 
with a GE fan.” There is a com- 
plete kit with a snow man display as well. 
piece fitting on any standard GE 
fan, a full color counter or window 
coffee- display for use with the A-1 all- WRITE FOR 
eee purpose fan, two window stream- INFORMATION ON 
0 e ers, six display-type price tags, two e ” 
zye-Tec display balloons, and a quantity of SHARK” BRAND ESKILSTUNA, SWEDEN 
inette, colorful stuffers. The kit costs 98¢. CHISELS 
General Electric Co., Bridgeport, ALL PATTERNS 
Conn. AND SIZES. 
r =pull ‘ ‘ 
olders Range Promotion Aids 
' elec- There are a number of promotion 7 
e pull aids available for the Roper Spring fan2dvik few & oo/ 47 WARREN STREET 
eneral Style Show, featuring a flower a ’ NEW YORK 7, N. Y. 
» I. theme. A consumer folder printed \ Sivhten of Gondeth: Steck, tne j 
13) in spring colors illustrates and de- 
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TO HELP YOU SELL 








scribes three Roper gas range 
models, and is priced at $8.00 per 
thousand. There are green price 
tags with black lettering for attach- 
ment to ranges, and letterhead 
paper for the Spring Style Show, 
both available free. Pennants mea- 
suring 12x18 in., and available in 
sets of four, will be furnished free, 
and there are also ad mats and 
radio spots. Geo. D. Roper Corp., 
Rockford, III. 





Cabinet Ware Display 


Here is a cabinet hardware dem- 
onstrator, the Amerock No. 600. It 
shows Amerock’s new “Streamline” 
designs, which will eventually re- 
place the present “Standard” pat- 
terns, and a line of concave knobs 
and back plates, “Rocket Style” 











concealed type hinge, and a new 
rubber roller spring catch for in- 
terior doors. Three model doors 
permit customer operation. Dem- 
onstrator is packed with 78 items 
for resale, and total retail value, 
as well as dealer cost is $34.50. 
American Cabinet Hardware Corp., 
Rockford, II. 





V-Belt Bulletin 


New improved Manhattan Single 
Groove V-Belts are described in a 
new bulletin, No. 6830 B. New 
standardized belt numbers and a 
list of standard sizes of belts are 
included in the bulletin. Raybestos- 
Manhattan, Inc., Manhattan Rubber 
Div., Passaic, N. J. 
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Tool Merchandiser 

This new Stanley Tool Station 
is one of the new merchandising 
units in the 1952 sales program. It 





is a self-service permanent island 
fixture of modern design, measur- 
ing 60x20x58 in. and finished in 
red and gray. There is space for 
the various tools, and each is clear- 
ly priced and numbered. Dealer 
cost is $119.50, when ordered with 
a small balanced stock of Stanley 
tools. Stanley Tools, New Britain, 
Conn. 





Fastener Packaging 


Here is a new line of packaging 
for all miscellaneous Chase prod- 
ucts, providing ready identification, 
and a minimum number of pack- 
ages. The purpose of the new pack- 





aging was to bring standardiza- 
tion and uniformity to the widely 
varied sizes of burrs, cotter pins, 
fastenings, nuts, tacks and nails. 
Chase Brass & Copper Co., Water- 
bury 20, Conn. 





Insecticide Applicator 


Here is a new package for the 
application of insecticidal dusts, 
being offered for use with Mysteri- 
ous Roach Powder and Magikil Ant 











Dust. There is a rubber bulb ap- 
plicator that is made ready for use 
by simply snipping off the top. The 
concentration of dust can be varied 
by varying the amount of pressure 
applied to the tip. The container 
can be refilled from a companion 
refill container. Lethelin Products 
Co., Inc., 15 MacQuesten Pkwy, St., 
Mt. Vernon, N. Y. 








SALES ¢ 
WITH 


Humidifier Equipment Aids 

Here is the new counter display 
rack for the Viking No. 5082 kit of 
five humidifier replacement evapo- 
rator plates, which are being pack- 
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(Resume reading on page 14) 
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No. 7B Display 
36 Items 


TION Hyde offers a variety of beautiful hardwood dis- 
PRO MO plays—colorful, compact—featuring the famous 
e e Hyde Putty Knives, Scrapers and Wood Scrapers. 

They’re fast-moving items—priced for 50% 
mark-up, quick turnover. Other Hyde products 
include filler-type paint rollers, wallpaper re- 
movers, linoleum knives, roofing knives, sloyd 
knives, butcher knives, palette knives and 
spatulas. Write for full information—on Hyde 
products and promotion aids. 









No. 8 Display 
78 items 





$8.80 PROFIT $10.00 PROFIT $10.51 PROFIT 


H Y D E MANUFACTURING C0. sournsnioce, wass., usa. 





SALES CLIMB THROUGHOUT VERDUGO HARDWARE 
WITH POWERFUL BURRITE-WARE PROMOTION 


"Sales in Other Departments Increased.” . . . Verdugo 
Hardware’s Emily Craig reports that “Sales in other departments 
have also increased because of the Burrite-Ware promotion.” 


This points up a prominent fact in the success story of the new 
Burrite Merchandising and Promotion Plan which is hanging up 
sales records in store after store. 


A POWERFUL, COORDINATED PROMOTION . . . Impact of the Burrite-Ware 
Promotion on sales volume and store traffic is borne out by reports from 
many stores, the manufacturer states. Built around a display of the complete 
line of Burrite-Ware, the new Burrite Plan has helped to establish sound, 
profitable plastic housewares departments where dealers heretofore had 
been unable to cash in on this lucrative business. The sound, proven mer- 
chandising plan that goes with the display and promotion is making new 
records everywhere. Even in stores where space is at a premium, it is found 
that the Burrite Plan returns more profit per square foot of display space 
than any previous housewares promotion. 


TRAFFIC UP THROUGHOUT STORE . . . Not only in plastic housewares, but all 
over the store, volume is usually higher during the Burrite-Ware Promo- 
tion. As stated by Miss Craig of Verdugo Hardware, the Burrite promotion 
stimulated general customer shopping. Many purchases were made in other 
departments. This is typical of the total result of the Burrite-Ware Promo- 
tion in stimulating shopping and sales. 


BIGGER UNITS-OF-SALE . . . The colorful display of the entire Burrite line 
tends to increase units-of-sale. Customers who can select matched colors and 
styles are more likely to buy whole sets and ensembles than when choices 
are limited by the showing of only a few individual items. Many women 
who come in looking for single pieces will go out with sets and ensembles. 


THE PROMOTION IS NOW AVAILABLE to all hardware and house- 
wares dealers throughout the country. It is completely pretested 
and packaged and available immediately through jobbers. 
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Verdugo Hardware’s sparkling display of Burrite-Ware 
built store-wide sales, according to Emily Craig. 





Full details of the Plan are included in the 
Burrite Business Booster. For a free copy, 
write direct to BURROUGHS MFG. CORP., 
3831 Verdugo Road, Los Angeles 65, Calif. 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Margin Control Along 
With Pricing Chart 
Set for Wholesalers 


Hardware wholesalers, among 
others, may soon find themselves 
out from under the General Ceiling 
Price Regulation and operating in- 
stead with the complexities of a 
tailored order. 

Latest OPS word on the subject 
is that such an order, which has 
already been presented to whole- 
saler representatives, will be a 
margin-type regulation similar to 
the burdensome CPR-7 which it 
issued for retailers. 

And while the wholesalers 
strongly expressed sentiments 
against any order that entailed a 
pricing chart (it would be an end- 
less one for hardware wholesalers), 
the regulation OPS has in mind 
would require the use of a chart 
that would show what goods cost 
at a designated base period, what 
they sold for, and the margin be- 
tween cost and selling prices. They 
would, however, establish their 
own categories. 

Meanwhile, retailers had another 
session with OPS, at which they 
learned that reporting under Sec- 
tion 53 of CPR-7 would be elimi- 
nated in the near future, and that 
the agency was planning a regula- 
tion permitting uniform retail ceil- 
ing prices for brand-name mer- 
chandise. 

OPS also has in view some aver- 
aging device for granting relief 
from higher freight costs. And in 
the agencies mill are several drafts 
of a special order for small retail- 
ers. Grass roots views will be 
gleaned for these, the agency plan- 
ning to get dealer comments and 
reactions at their places of busi- 
ness. 


Issue Screw Medbiae 
Products Price Order 


Pricing of mechanical precision 
springs, metal stampings, and screw 
machine products now is adminis- 
tered under terms of a new regula- 
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tion tailored specifically for these 
products. 


Basically, Ceiling Price Regula- 
tion 119, effective Jan. 21, sets ceil- 
ings on the basis of the price-de- 
termining method used by the 
manufacturer during the period 
Jan. 1-June 24, 1950, as applied to 
labor and materials costs as of 
March 15, 1951. All overhead costs, 
rates for general administrative 
and selling expense, profit markup, 
discounts and allowances and any 
other basis for computing prices 
in relation to costs, effective in the 
period Jan. 1 - June 24, 1950, are 
applicable. 


CPR - 119 exempts so - called 
“small orders” in which total dollar 
volume of sales in any calendar 
quarter is not greater than total 
value of similar sales in the high- 
est-sales-volume quarter between 
Feb. 1, 1950, and Jan. 31, 1951. 
Orders affected are those of less 
than $200 for mechanical springs; 
less than $500 for metal stamp- 
ings; and less than $400 for screw 
machine products. 


Producers wanting exemption on 
small orders must report to Office 
of Price Stabilization in which 
quarter during the 12-month peri- 
od they had the greatest dollar 
volume of such sales. 


Fastener Producers 
Get Price Orders 


OPS on January 16th issued a 
tailored ceiling price regulation, 
CPR-118, covering producers of 
bolts, nuts, screws, and rivets, 
which establishes ceiling prices on 
the basis of published list prices a 
producer had in effect on Jan. 25, 
1951, subject to the same discounts, 
differentials, terms, and conditions 
of sales and delivery which the 
producer had in effect on that date. 

In addition, the new regulation 
which became effective Jan. 21, 
permits customary pricing for- 
mulas (applied on the basis of base 
period costs) in the determination 
of ceilings for preducts which were 
not sold during the base period. 

CPR-18 covers a wide range of 
industrial fasteners made from 
ferrous and nonferrous metals and 
includes under the general term 
“bolts, nuts, screws, or rivets,” 
blank bolts, wood screws, threaded 
nuts, and miscellaneous headed, 
threaded, punched, bent or cut off 
products. The term does not in- 
clude explosive fitting, pipe plugs, 
cut nails, cut tacks, brads, cotter 
pins, washers, pipe fitting, pipe 
plugs (other than socket plugs), 
solid and flexible staybolts, and ex- 
pansion or toggle bolts when sold 
with shield or expansion nuts. 


Wholesalers to Retain Historic Markups 
By Categories Under Proposed OPS Order 


Representative of wholesalers in 
the consumer durable goods fields 
met January 23 with officials of 
OPS to discuss a proposed whole- 
sale regulation, which would be a 
margin type order, giving each 
wholesaler his own historic mark- 
ups by categories of goods. 

The pricing chart technique 
would be used, which is similar in 
principal to the retail regulation, 
CPR-7, OPS stated. That is, the 
wholesaler would show on his chart 
what his goods cost him as of a 
designated base period, what he 
sold them for, and what his margin 
was between cost and selling price. 


This would establish his allowable 
margins for pricing goods cur- 
rently. 

A major difference between the 
proposed wholesale chart and the 
retailer’s chart, the agency said, is 
that the wholesaler would establish 
his own categories, rather than use 
the categories prescribed in the 
regulation. 

Discussion of the proposed regu- 
lation brought out four main in- 
dustry viewpoints, according to 
OPS: 

1. Committee members were 
unanimous in their feeling that a 
pricing chart requirement should be 
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DIXIE LAWN MOWERS 


SOMETHING NEW IN ROTARY POWER MOWERS 


“DIXIE” “DIXIE” DIRECT DRIVE MODEL R-1, 20" CUT 


DIRECT This fine quality Rotary Power Mower has direct drive with 
DRIVE no chains or belts, which eliminates many intricate parts, 
MODEL R-1 assuring unsurpassed performance and low cost mainte- 
20" CUT i nance. Four cycle 2 h.p. engine. Adjustable handle. 3 ball- 
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bearing wheels. Semi-pneumatic tires. Adjustable 
cutting height 1 to 4% inches. Cuts extra smooth and 


permits close cutting around trees. 


"DIXIE" FLYER ROTARY ELECTRIC MOWER 


An exceptional value in Electric Rotary Mowers, 
incorporating the popular three-wheel patented 
feature of our Model D-F 16. 3 rubber-tired ball- 
bearing wheels. Motor 1/3 h.p. mounted on sturdy 
cast aluminum base. Width of cut 16 
inches. Handle is electric welded steel 
tubular type with rubber grip. Adjustable 
cutting height 1 to 3 inches. Blade is fully 
guaranteed in all direc- 

tions. This attractive light- 

weight mower is easy to 

operate and a popular seller 

wherever shown. 


Send for literature which gives complete details. 


SOUTHLAND MOWER CO., Inc. 


Selma, Alabama 


“DIXIE” 
FLYER 
ROTARY 
ELECTRIC 
MOWER 
MODEL 
D-F 16" 
CUT 








Hardware Dealers 





See for yourself how fast you 
can turn over tools! Indestro now offers 3 
red hot Deals, bringing you 3 new, all-metal 
Display Boards with the HOTTEST SELL- 
ERS in tools! 
This new, easier, better way to sell tools 
brings you only the cream of the HOTTEST 
SELLERS .. . there are no obsolescent 
numbers—no “shelf warmers” ... every 
tool is in BIG DEMAND! Get all 3 red hot 
Deals at sensational money-saving values— 
PLUS the 3 all-metal Display Boards with- 
out extra cost! Look at the red hot assort- 
ment of Punches, Chisels and Screwdrivers 
you get with Deal No. 2. Order yours 
TODAY! 


INDESTRO MFG. CORP. 
N. Kildare at Schubert, Chicago 39, III.,U.S.A. 


GET ALL 3 DEALSFORONLY $9245 


Make a profit of $4637 on every 
turnover! 


Get started NOW...mail your order TODAY! 
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Retails for $44.36 
On Every Turnover 


You Make #/4,§2 


SIXTY OF THE HOTTEST 
SELLING PUNCHES, CHISELS, SCREWDRIVERS 57 of th 
e 


Sales records prove these punches, chisels and 
screwdrivers to be the HOTTEST SELLERS! All are 
nationally known, nationally advertised Indestro 
i Chrome-Alloy steel, beautifully fin- 
ished. They are identified by name, size, number 
and price on the colorful, all-metal Display Board 
that you get without extra cost! 


Punches * 12 Cold Chisels * 4 Pocket-Type Screwdrivers * 
4 Phillips Screwdrivers * 14 Assorted Levees With 
Pyralin Handles and Chrome-Alloy Steel Biodes. 





26 Chrome-A 


10 
Includes: 8 Taper Punches * 14 Pin Punches * 4 Center in paren! 10 Attachments 
es 


Drive size— $36.36 


HOTTEST SELLING Box 


Woy Steet Hex Sockets 


Selling 15° Souare 


ImDESTRO 
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MORE VALUE! 


now—added 
sales appeal with 
the new improved 





MELNOR HOSE 
CONNECTIONS 








No. 30 


YES! These new improvements make 
Melnor hose connections values your 
customers won't want to miss. Check 
these added quality features: 


1. Designed to fit both plastic 
and rubber hose. 


2. Larger inside flange insures a 
rubber-washer watertight seal. 

3. Longer shank—to hold hose 
more securely. 

4. No hubs inside clinching washer. 
Hose slides all the way in. 


5. Solid brass and plated steel, 
entirely rust resistant. 





WRITE TODAY for Melnor's complete 
catalog—showing the entire line of su- 
perior hose connections and sprinklers— 
plus Melnor's latest price list. 


MELNOR METAL PRODUCTS CO., Inc. 


112 LAFAYETTE STREET, NEW YORK 13, N. Y. 


avoided if at all possible in view of 
the thousands of items handled. 

2. In connection with the ques- 
tion of a suitable base period, most 
committee members expressed their 
belief that the base period estab- 
lished in the General Ceiling Price 
Regulation—Dec. 19, 1950, through 
Jan. 25, 1951—would be preferable 
to a current base period. 

3. Committee members expressed 
doubt that one regulation to gov- 
ern all wholesaling in the consumer 
goods field can be successfully de- 
vised and administered. It was 
suggested that instead of a single 


| regulation, there might be several 
covering different fields, as for ex- 


| ample, 








separate regulations for 
hardware and furniture. 


4. There was general agreement 


among committee members that 
landed costs should be the basis for 
computing chart markups and for 
determining current ceiling prices, 

Some committee members also 
expressed concern over an OPS 
proposal that two separate whole- 
sale regulations — one for small 
wholesalers and one for large con- 
cerns might be issued. Fears were 
expressed that this would put large 
operators at a disadvantage, since 
pricing by small companies might 
be more loosely controlled. 

OPS officials explained, however, 
that there would simply be a dif- 
ference in technique, and that cer- 
tainly the agency would not be dis- 
posed to put any segment of the 
industry at a competitive disad- 
vantage. 


OPS to Suspend Some CPR-7 Reports; Action 
Soon on Uniform Retail Ceiling Prices 


At a recent meeting of the Re- 
tail Industry Advisory Committee 
with OPS, the agency announced 
that current reporting require- 
ments of Section 53 of CPR-7 will 
be suspended in the near future. 
Other topics of discussion at the 
meeting concerned pricing of pre- 
ticketed brand-name merchandise, 
a small retailer regulation, freight 


| costs, and averaging of prices. 


Section 53, CPR-7, on which OPS 
is to take definite action requires 
a report of base period initial per- 
centage markups or gross margins 
and a current report for the re- 
tailer’s accounting period whenever 
the current markups exceed those 


| in the base period. 


merchandise, 





Reporting on a forthcoming reg- 
ulation to provide methods and 
standards of obtaining uniform re- 
tail ceiling prices for brand-name 
OPS indicated that 
the latest revision of this order had 
been completed and would soon be 
issued. The agency advised thai 
the forthcoming order will place 
primary responsibility for notifica- 
tion of price changes and for mark- 
ing and tagging on the manufac- 
turer or wholesaler. 

On the problem of increased 
freight costs, OPS presented four 
subcommittee recommendations for 
applying these increases to costs 
of merchandise. Generally, these 
methods would involve some sort 
of averaging device with use of a 
factor to allocate increased freight 
costs to articles of merchandise. 

To meet the pricing situation of 
retailers who receive, at lower cost, 





merchandise identical with goods 
inventory, an optional ceiling price 
averaging method, as worked out 
by a subcommittee, is proposed for 
future issuance. Also, ‘in the draft 
stage is an amendment to provide 
an alternative list date for certain 
seasonal merchandise. This pro- 
posal would enable a retailer to file 
an amended price chart setting a 
base date within the normal sell- 
ing season of that merchandise. 

On the work of the Small Retail- 
ers’ Subcommittee toward a Small 
Retail Regulation, OPS reported 
that it plans to present various 
alternative proposals to small mer- 
chants at their places of business. 
OPS District Office personel will be 
asked to call on small merchants 
and get their comments and reac- 
tions. 


Ask Compliance Action 
On Hog Bristle Order 


Action to insure compliance with 
Order M-18 (Pigs’ and Hogs’ 
Bristle products) was _ requested 
recently by the Paint and Varnish 
Brushes Industry Advisory Com- 
mittee at a meeting with NPA. 

Members reported that pure 
bristle brushes are still being of- 
fered by some manufacturers to 
dealers in apparent violation of the 
prohibition which has been in effect 
since Jan. 27, 1951. A committee 
member submitted several recom- 
mendations offered by a represen- 
tative group of paint and varnish 
brush manufacturers. 

This industry group has _ re- 
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ADJUSTABLE 
WIRE- LOCKING 
PICTURE HANGER 


A GREAT 
NEW 
ADDITION 
to the 
EVERGRIP 
LINE * 
fil 
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*Including 5¢ and 10¢ 
items . .. all attrac- 
tively packaged fo sell. 
Counter displays, mer- 
chandising materials 
available. 


No. H-52 
Round edge, rust-resistant 
steel bright-brass plated 
and lacquered. Nails are 
specially tempered ground 
needle-point for easy drive 
and protection to plaster. 


EVERGRIP is proud to present the greatest develop- 
ment in 50 years! Permits raising or lowering picture 
instantly . . . self-locks wire so no constant re-leveling 
is necessary. Truly a worthy addition to a great line. 


Send for complete file of EVERGRIP items today in- 
cluding a complete hanger group, push pins, cup 
hooks, skeleton keys, tidy pins, key rings, poultry sets 
and many other year-round steady sales-makers. 


Extaldished 1913 


eee eh hom me momen @ 2°) © We aek, | 
265 CANAL STREET e NEW YORK 13, N. Y. 
CORTLANDT 7-1410 



































5 Water Jets 


+ Attractive Display 
Packages 


~ Moulded Rubber 






RETAIL PRICE *495 


WITH 36” HANDLE 
WITH 10” HANDLE $395 


EVERY HOME NEEDS ONE 
LACO E-ZEE WASH is a light-weight top- 
quality brush for the car owner and the 
householder. Blended horse hair bristles 
—flare 4Y2”—are set in molded rubber 
brush part. Brush is easily replaceable— 
snaps off or on—held firmly by pressure 
of the rubber. Five water jets—sturdy 
light weight tube handle—36” or 10” 
long—attaches to standard garden hose. 
Interchangeable scrub brush available. 





SNAP-IN SNAP-OUT 


Pliable rubber 
cap 


Pat. Pend. 






















No. 395—10” handle 
individually packed in 
attractive 3-color dis- 
play box. 












No. 495—36” handle 

attractively packed— 

colorful display box in 

3 colors. 

Complete free newspaper 
mat service. 















See Jobber—or write us 


LAITNER BRUSH CO. 


2000 BROOKLYN AVENUE ° DETROIT 26, MICHIGAN 


Manufacturers since 1855 
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any liquid. Pint, 


World's finest continuous sprayer. 


tank. Pump borrel is highly polished brass 
seamless. Appealing, modern design. Sprays 


construction. Extreme'y popular. A fast seller. 





(reece 


TO SHOW THEM IS TO 
SELL THEM 















Made in 
2 sizes: Pint, Quart 





e, glistening solid copper 






Quart (39 ounce). Strongest 












FLAME GUN SPRAYER 
HUNDREDS OF USES 


2000 degrees controlled heat. 
Destroys weeds, brush, rubbish. 
For burning safety strips and 
fire lanes. 4 gal. tank. 7 ft. oil 

Light. Compact. 
Burns kerosene or 


while spraying. 
steel or copper 


proof hose. 
Portable. 
range oil. 





sion Services.) 


D. B. SMITH & CO. 426main s 


“ORIGINATORS OF SPRAYE 
SOUTHERN TERRITORY: BENJ. D. SMITH, JR 
CAWADIAN REPRESENTATIVE GORDON L. COHOON, 1265 $ 





KNAPSACK SPRAYER 


Finest knapsack sprayer made. Pump 
lever develops high pressure easily 


conditioned preventing dampness 
reaching the back. 
nozzle. (Recommended by Exten- 


SPEEDEX GARDEN & 
TREE SPRAYER 

Solid brass. 

ary Large adjusta- 

pe x ble nozzle for 

' spraying trees, 

. shrubbery, 

| flowers, weed 

killing, ete. 


Sturdily built. 
Low priced. In big demand. 





5 gal. zinc - grip 
tank. Tonk is air 


Adjustable brass 





t. UTICA 2, N.Y. 


RS SINCE 1888" 
BOX 847, SANFORD, N. C 
TAMLEY ST. MONTREAL 2, CANADA 


SEND FOR CATALOG 
DESCRIBING THESE AND 
OTHER ITEMS 








Absolutely no change 


in quality—but pr 
slashed to... 


$500 


THERE ARE NO FINER TAPES on the market 
than Roe Steel Tapes. And now — with 
oe rice of the 50-foot model slashed 

0 $5 5.00, and other sizes priced pro- 
pe sn Bm — Roe Tapes are far and 
away the biggest dollar value you can 
give customers today. 

Roe Tapes are tops in design, mate- 
rials and workmanship. They are 
permanently easy to read. They are 


JUSTUS ROE 


4 
ff 2), 
ameueanet if 





Makers of Fine Steel Tapes since 1876 
PATCHOGUE, 
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ice 


iy, 





quick-winding ... have a flush-folding 
handle, press button center, roller 
mouthpiece. 

Order Roe Steel Tapes from your 
jobber and start cashing in. There are 
cases of metal-banded leatherette; 
metal-banded or handsewn leather . . . 
25, 50, 75 and 100-foot lengths... feet 


in inches and eighths or in tenths and 
hundredths. 


& SONS, Inc. 


NEW YORK 





quested that NPA adopt a system 
of quarterly brush allotments to 
distributors and dealers, similar to 
a plan used in World War II. If 
this is impracticable, the group 
suggests a 120-day moratorium 
from the requirement of Order 
M-18 that bristle brushes be sold 
only on DO-rated orders. The in- 
dustry contends that painters will 
not apply DO-rating when buying 
brushes at retail. Brushes are pil- 
ing up in manufacturers’ inven- 
tories for lack of DO-rated orders, 
NPA was told. 


More Items Added to 
Wood Products Order 


OPS recently announced that 
flat veneer products such as plow 
handles and related items; wood 
dowels; wooden _ clothespins; 
bungs and wood faucets; trellises, 
arbors, and other allied products, 
are to be priced under Ceiling 
Price Regulation 95, covering 
Turned, Shaped or Other Allied 
Wood Products. 

The change is prescribed in 
Amendment 1 to CPR 95, effective 
Dec. 31, and is designed to give 
manufacturers of such products a 
simple pricing formula. Some of 
the wood products produced by 
those manufacturers had been 
priced under the GCPR, some 
under CPR-22, 


Ironing Board Cover 
Production Halved 


NPA recently issued an order 
which will in effect reduce the pro- 
duction of asbestos ironing board 
covers by 40 pct and oil burner 
wicking by 30 pct. 

The action was taken in a new 
order, M-96, effective Feb. 1, which 
prohibits the use of asbestos fibre 
yarn or cloth in greater quantity 
than certain specified percentages 
of base period use for five end prod- 
ucts. The restriction also applies to 
threatre safety curtains, gun cov- 
ers, and passenger car woven brake 
linings. 


Ops Battery Prices 


OPS recently approved increases 
from 3 to 6 pct in manufacturers’ 
price ceilings for lead acid storage 
batteries to reflect an increase in 
lead price ceilings of about 2 pct 
made last Oct. 2. The rise was af- 
fected in Supplementary Regula- 
tion 6 to CPR-30, effective Jan. 14. 
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GOLDBLATT 


Mason Tools 


Give You... 


‘Profits : 





















. Faster Turnover 
rs_* Repeat Sales 











=" ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one order, 

one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 












SEND TODAY FOR THE 1952 CATALOG — Write 

== fOr your copy of Goldblatt’s illustrated catalog 
describing the most complete line of the finest 
masonry tools and equipment. 


offer attractive dealer discounts. 





Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 






FIRST CHOICE OF THE TRADE FOR 65 YEARS 





GILBERT PLASTICS @ GILBERT PLASTICS @ GILBE®, 





--. for 
1,001 USES 


Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen ... all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored . . . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 


designs for each size. 
PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 





or foul lines. ncealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 


Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 


in your order now! 
Plastic boxes made te 
your specifications. 


* 
G | L 8 E R T PLASTICS CORP. @ HILLSIDE, N- >” 
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SELF-SERVICE ISLAND 


New Low- 
Cost Store 
Fixture 


Add Sales Company is 
introducing a new Self- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
merchandise regardless 
of shape or size. FLEXO- 
SPACE ‘gives you Self- 
Service, Mass Display, 
More Selling Space, Fix- 
ture Flexibility, and 
time-saving and money-making features. 
Thousands of retail dealers have found Self-Service in- 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 12/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Immediate 
a Write for Free catalog page on FLEXO-SPACE— 
ay. 





many other 


ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 


















Bath Seal 


Sales records prove it—the out- 
standing name in bath scales is 
Health-o-Meter! Yes, ever since 
1919, when Health-o-Meter intro- 
duced the first bath scale, more 
and more shoppers all over the 
country have chosen this famous 
name as their assurance of accu- 
racy and dependability. 

You can’t miss with the bath 
scale line which offers a ready 
market built up by more than 30 
years of consumer acceptance. 
Ask your jobber for detai 


*Watch for Health-o-Meter ads in 
Good Housekeeping, Ladies’ Home 
Journal and 
Better Homes 
and Gardens. 








CONTINENTAL SCALE CORPORATION 
5701 S. Claremont Avenue + Chicago 36, Illinois 
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~ Washing ton 
and. VIEWS 


Reports on Events Affecting 
The Hardware Business 





(Continued from page 10) 


Anti-Trust Suits 
To Get Speed-up 


Reports of alleged anti-trust law 
violations are to receive speedier 
handling under a new government 
prosecution policy. 

Attorney General Howard Mc- 
Grath is instructing all Justice 
Dept. field offices to report more 
promptly any suspected violations 
of federal anti-trust statutes. 

Under the new handling arrange- 
ment, district attorneys are to ob- 
tain all necessary details and trans- 
mit the material, with recommenda- 
tions, to the anti-trust division of- 
fice in Washington or one of its 
field offices. 

Purpose of the new procedure, as 
government lawyers see it, is to 
strengthen the anti-trust program 
by lending a more willing ear to 
complaints. 

McGrath’s instructions to field 
offices include this notation: 

“Persons who have been injured 
as a result of illegal discrimination 
should be assured that they can re- 
late their difficulties to your office 
with the assurance that their iden- 
tity will remain confidential.” 


Tighter W Curb Plea 
Falls on Deaf Ears 


President Truman’s request for 
tighter controls over installment 
credit (Regulation W) has thus far 
failed to stir up any great enthusi- 
asm among members of Congress. 

In his annual economic report, 
Mr. Truman asked Congress to im- 
pose stricter controls on credit pur- 
chases of such products as automo- 
biles, refrigerators, television sets 
and on new homes. 

The President also asks that 
banks be required to keep a higher 
percentage of their deposits on 
hand in cash, and that ceilings be 
set on the amount of credit a trader 
may have on commodity-exchange 
dealings. 


(Resume reading on page 11) 


“DAISY une 


FORCE CUPS 


RED OR BLACK RUBBER WITH 
GREEN ENAMELLED HANDLES 





The DAISY Line of House- 
hold Rubber Goods is full of 


fast selling, long profit items for Hard- 
ware Stores. To name a few—Force Cups, 
Tank Balls, Bath Sprays, Sink and Bowl 
Stoppers, Faucet Washers, etc. Get new 
catalog and prices now. Write— 


SCHACHT RUBBER MFG. CO. 
DEPT. H HUNTINGTON, INDIANA 























DECTO-STICK 


FURNITURE REPAIR KIT 


An ingeniously compounded stick that 
Fills and Colors NICKS,. DENTS and 
GOUGES in natural-finished or stained 


woodwork, furniture, radios 
leather and plastics. eee 
EASILY APPLIED {@ 

CAN BE BLENDED £& 

NO HEAT 
TAKES ANY FINISH 
NO DRYING TIME REQUIRED 
LASTS AS LONG AS*THE WOOD 
WILL NOT BLEED OR SHRINK 


Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 
4 Decto-Sticks (dark mahogany, light mahogany, 
walnut and maple) a scraper and instructions. 


SOLD THROUGH JOBBERS 












| DYcYou Com Co nolo hb tora-m Ge) 


SALEM 6 MASS 


Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 
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Reinforced Wire 
Corners 


* Automa' 
* 26” Car 
© 12” Ins 
* Dust Re 
* Corners 
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DEPT. HA 
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HARDWARE 





wonderful new traffic item! 
sells on sight! 
every home a potential user! 








e&> FIXTURE 
it takes just no wires to connect no tools or skills required 
Boal 


3 simple steps 
to replace 
old-fashioned 
one-bulb 





fixtures 





The Creston MODERNIZER is 
the perfect lighting fixture re- 
placement. Commended by 
Utility Companies and R.E.A. 
Available in a wide selection 





of colors and motifs to beau- 
WA PRAAPRRRARRARRPRRE RRR RRR 


$% 5.9 . : 
Jouse- ; SSOOOUUCCOOOU OOOO DOLD LL 
= : b TRIPLE GUARANTEE 
bt _ < SURER—<d-CON is guaranteed to destroy 
‘or Hard- rats and mice on your property or your 

money . 

rce Cups, LASTING—d-CON is guaranteed te per- 
and Bowl manently contro! your rat and mouse 
Get problems or your money back. 
> = SAFER—<-CON is 


tify any room in the home. 





Write for FREE literature 
describing Special Package 
deal — Selection #2 


juaranteed relatively 
safe to humans and farm and domestic 
imais when used according to the 


an 
simple directions. 


om 
>. CO. POO OODoDODODOOOOO OOOO AANA 
INDIANA 











PURITAN LIGHTING FIXTURE CO. 
21 Boerum St., Brooklyn 6, N. Y. 
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POLLY PRIM 


DUST 
PANS 












ae The Sanitary Dust Pan: 
* <<“ * 26 Gauge Material. 
sas he of * Automatic Closing Lid. Size 12% x 8 x 2%. 
ahogany, * 26” Carpet Sweeper Handle. + Preferred by Housewives. 
yo * 12” Inserted Steel Edge. * Demanded by Janitors. ve i 
Co * Dust Retaining Hump. . payee for Schools PAO PSR IANG 
* Corners Reinforced. and Institutions. Ce ie 
Write today for literature and price list on the ''Fulton Line"’ oe * ae 4 sy E. H. TATE CO. 








rr PATENT NOVELTY CO. Mr 2s: causewav a 


STON * MASSACHUSETTS 
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Phoenix Hardware Co. Builds 


New Offices and Showroom 


The Phoenix Hardware Cu., 
Phoenix, Ariz., is building an 
addition to its old quarters at 
1021 N. 21st Ave., which will 
house new and modern offices 
and showroom at 1023 N. 21st 
Ave. The addition will con- 
tain approximately 7,200 sq. 
ft. 

Upon completion of this 
building by Feb. 15, 1952, a 
state-wide hardware show 
will be held, in which about 
1,000 Phoenix Hardware ac- 
counts, from Arizona, New 
Mexico and parts of Cali- 
fornia, will be invited to par- 
ticipate. 

This is the third move to 
larger quarters within five 
years for Phoenix Hardware. 
The business was started five 


years ago on Washington St., 
Phoenix, with approximately 
1,800 sq. ft. of space, and 
after one year it was moved 
to a building of about 10,000 
sq. ft. at 415 E. Van Buren. 
The following year the move 
to 1021 N. 21st Ave. was 
made, where 20,000 sq. ft. 
was available, and again in 
the latter part of 1951 inade- 
quate space caused the firm 
to start construction on the 
new addition. 

The officers of Phoenix 
Hardware are: Irving Katz- 
ke, president; Harry Kay, 
vice-president, and Phillip 
Katzke, treasurer. Eight 
salesmen cover Arizona, New 
Mexico and parts of Cali- 
fornia. 


Ernst Hardware Wins 
in Kentile Ad Contest 


Ernst Hardware Co., Seat- 
tle, Wash., operating 11 hard- 
ware stores, won first prize 
cf $500 for the best individ- 
ual ad in the newspaper ad- 
vertising contest sponsored 
by Kentile, Inc., manufac- 
turer of asphalt tile flooring, 
58 Second St., Brooklyn, N. Y. 
Hardware wholesalers _ re- 
ceiving prizes included Z. C. 
M.I., located at 1665 Bennett 


Rd., Salt Lake City, Utah. 


The contest was divided 
into two parts — individual 
ads run by dealers between 
Aug. 1 and Oct. 31, 1951, and 
a campaign of six or more 
ads run in that time. 

Seventeen hardware, paint, 
furniture, building supply 
and flooring dealers from 12 
states and Washington, D. C., 
were awarded a total of $4,- 
175 in prizes by Kentile, Inc., 
and entries were judged by 
three advertising experts. 








Sporting Goods Convention 
Sets New Attendance Record 


Highlighted by a new 
record high attendance, the 
annual convention of the Na- 
tional Sporting Goods Assn., 
held in Chicago, Jan. 20 to 23, 
marked the end of what was 








NSGA Elects 1952 Officers and Directors 





New NSGA officers and directors elected at the 1952 annual meeting: Seated (left to 
right): G. Marvin Shutt, executive secretary; E. R. Vandervoort, Vandervoort Hardware 
Co., Lansing, Mich., outgoing president; Gene Walby, Athletic Supply Co., Seattle, Wash., 
vice-president; C. L. Higgins, C & S Sporting Goods, Austin, Texas., president; Orien W. 


Todd, Jr., Stanley Andrews Co., San Diego, Calif., treasurer; C. G. 


Wood, Charlie Wood, 


Inc., Macon, Ga. Standing (left to right): J. S. Oshman, Oshman’s, Houston, Texas; Floyd 
G. Beard, G. A. Beard & Son, Evansville, Ind.; David S. Wilson, Gougar & Todd, Denver, 
Colo.; Clarence S. Shenk, Shenk & Tittle, Inc., Harrisburg, Pa.; Mel J. Corrie, Corrie’s, 
Minneapolis, Minn.; Hobart K. Robinson, William Westland & Co., Quincy, Mass.; Ed 
Brendamour, Ed Brendamour, Inc., Cincinnati; William W. Crymes, Faul & Crymes Sport- 
ing Goods Co., Charlotte, N. C., and John M. Elliott, R. S. Elliott Arms Co., Kansas City, Mo. 
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described as the best year 
the sporting goods industry 
has experienced since 1946. 

Sporting goods authorities 
attending the _ convention 
made the prediction that 
sales in 1952 could exceed 
1951 volume, provided the in- 
dustry stepped up its pro- 
motional and merchandising 
activities. 

Attendance at this year’s 
show totaled about 6500, ac- 
cording to G. Marvin Shutt, 
executive secretary of the 
association, a figure about 
500 above 1951. Exhibitors at 
the show totaled 375, a new 
record and comparing with 
331 a year ago. 

The outlook for the indus- 
try was summed up in the 
annual report by E. R. Van- 
dervoort, president of the 
group. Mr. Vandervoort also 
reviewed the promotional as- 
tivities of NSGA in the past 
year. 

At the head of this list was 
the “It Pays To Play” pro- 
ject, described as a_ three- 
year, multi-thousand dollar 
campaign. American Educa- 
tion Press has been engaged 
to carry out this project, 
which calls for the prepara- 
tion of a half million booklets 
on the sporting goods indus- 
try, its place in the American 

(Continued on page 200) 
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Stephenson Returns To 
Active Hardware Role 


William F. Stephenson, 86, 
recently retired as vice-presi- 


dent of Stratton - Warren 
Hardware Co., hardware 
wholesaler, 37 E. Carolina 


Ave., Memphis 2, Tenn., has 
taken over the direction of 
the publication of a catalog 
for Stratton Baldwin Co., 
Inc., 700 Tchoupitoulas St., 
New Orleans, La., hardware 
wholesaler owned by Strat- 
ton-Warren. 

This is the first new cata- 
log for the firm in 10 years, 
and information and pictures 
of 35,000 items is being com- 
piled. 

Mr. Stephenson has been 
in the hardware business for 
63 years, 38 of which have 
been with Stratton - Warren 
Hardware. Upon completion 
of his work for Stratton 
Baldwin Co., he will return 
to his home in Memphis, and 


H. F. Seymour Given Award of Merit; 
E. K. Tryon, 3rd, Heads Philadelphia Group 








will probably serve Stratton- 
Warren Hardware in an ad- 
visory capacity. 





WILLIAM F. STEPHENSON 








Buying at Housewares Show 
More Selective This Year 


While buying was reported 
variously from “normal” to 
“strong” at the fourth annual 
housewares show in Chicago, 
Jan. 17 to 24, sponsored by 
the National Housewares 
Manufacturers Association, 
manufacturers found buyers 
in a more selective mood than 
they were at the same show 
last January when the talk 
of scarcities was even greater 
than at the recent show, 
when shortages were more of 
a reality. 

Both from the point of at- 
tendance—over 8,000 buyers, 
from many foreign countries 
as well as every state—and 
from the point of exhibitors 
—650 of them—it was the 
largest show of its kind ever 
held in the housewares in- 
dustry. 

For the first time since the 
mid-winter show has been 


held in Navy Pier, in Chi- 
cago, the nearby Drill Hall 
of the University of Illinois, 
was used for exhibit space, 
and this huge auditorium was 
also filled to capacity. 

While buyers weren’t buy- 
ing in depth as much as they 
had last year when there was 
much scare talk about im- 
pending shortages in metal 
items, they realized at the 
end of their rounds of the 
show that the supply problem 
is really going to require 
more study this year. 

Many factory representa- 
tives truthfully explained to 
buyers that there will likely 
be no supply problem of any 
kind for the entire year on 
their own lines. However, 
those manufacturers who are 
dependent on aluminum, cop- 
per, zinc, tin and_ similar 

(Continued on page 196) 
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Harold F. Seymour, presi- 
dent of the Columbian Vise 
& Mfg. Co., Cleveland is the 
recipient of the 1952 Award 
of Merit, presented by the 
Hardware Merchants’ & 
Manufacturers’ Association 
of Philadelphia. 

The award, made annually 
to an outstanding individual 
connected with the hardware 
industry, was made at the 


Harold F. Seymour wearing 
the Award of Merit. 


66th annual banquet of the 
association at Philadelphia, 
Jan. 24. Another highlight 
was the installation of Ed- 
ward K. Tryon, 3rd, Edw. K. 
Tryon Co., Philadelphia, as 
the new president of the 
group. Mr. Tryon was intro- 
duced by Edward J. Weier- 
stall, North Bros. Mfg. Co., 
retiring president. 

The presentation of the 
Scroll and Gold Medal was 
made by E. E. Chandlee, 
chairman of the Jury of 
Award. Other members of the 
jury were Fayette R. Plumb 
and Jacob S. Disston, Jr. 

Mr. Seymour said that he 
accepted the award with a 
feeling of deep humility and 
a strong determination to 





strive to be of still greater 
service to the hardware trade. 

He said that he took great 
pride in the historic develop- 
ment of the hardware trade 
from the importers of 1850 to 
today’s modern and efficient 
distributing channels of the 
manufacturer - wholesaler - 
retailer. 

Mr. Seymour particularly 
stressed the vitality of this 
manufacturer - wholesaler - 
retailer relationship, but 
warned that the trade must 
be prepared to fight efforts 
to injure these relationships. 

There is urgent need, he 
said, for eternal vigilance to 
forestall Federal regulations 
that would throttle business. 

Mr. Seymour paid tribute 
to Thomas A. Fernley, Jr., 
secretary-treasurer of the 
Hardware Merchants’ and 
Manufacturers’ Assn., and 
executive secretary of the 
National Wholesale Hard- 
ware Assn., and to Dr. A. L. 





EDWARD K. TRYON, 3RD 


Faubel, secretary-treasurer, 
American Hardware Mannu- 
facturers Assn., for their 


many contributions to the de- 
velopment of the hardware 
trade. 

Other officers installed by 
the Hardware Merchants’ & 
Manufacturers’ Association 

(Continued on page 199) 
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Ekco Products Advances Four 
In Sales; Forms New Division 


Formation of a new flat- 
ware sales division by Ekco 
Products Co., 1949 N. Cicero 





EDWARD MARDER 


Ave., Chicago, IIll., and the 
appointments of several sales 
executives to new and more 
responsible posts, has been 
announced. 

Edward Marder, vice-presi- 
dent, has been named head of 
the newly created table flat- 
ware division. Succeeding 
Mr. Marder as general sales 
manager of the staple brands 
division is Donald R. Long. 
Harold Adams was named to 
the newly created position of 
assistant sales manager for 
nationally advertised lines, 
and Robert T. Brazier was 
advanced to sales manager of 
the variety chain division. 

Mr. Marder has been with 
Ekco since 1935, starting as 
a trainee in the factory. He 
transferred to bakery sales 
in 1938, and to the house- 
wares sales department in 
1939. For the past three 
years he served as general 
sales manager of the staple 
brand division. 





DONALD R. LONG 
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Mr. Long has been a mem- 
ber of the Ekco sales staff 
for six years, most recently 
serving as sales manager of 
the national accounts divi- 
sion. Along with his new 
duties, he will continue to 
handle some national ac- 
counts. Prior to joining Ekco, 
he was a buyer for Mont- 
gomery Ward & Co. 





HAROLD ADAMS 


Mr. Adams has been with 
the firm for the past five 
years as sales representative 
in Chicago, and had earlier 
experience in the housewares 
tield with the Toastmaster 
Products division of McGraw 
Electric Co. Mr. Brazier 
joined Ekco as a sales trainee 
in 1940, and except for Army 
service has been selling for 
the firm since that time. 


Cotter & Co. Offers 
Mid-Winter Circular 


Cotter & Co., dealer-owned 
wholesale hardware distribu- 
tor, 365 E. Illinois St., Chi- 
cago 11, IIll., has prepared 
for its dealer members a four- 
page, three-color rotogravure 
consumer circular for distri- 
bution to customers. 

Circulation of the mid-win- 
ter circular is 300,000 copies, 
and it contains more than 150 
hardware and _  houseware 
items. The front page fea- 





* tures many items at 9¢, and 


special prices are featured 
throughout the circular. 

A special section is devoted 
to enamelware, plastics and 
glassware. New features in 
the circular include a special 
offer of a glass relish dish at 
29¢ with a coupon, and an 
electric mixer is featured 
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with a 16-piece glass luncnh- 
eon set at $39.95. 

Two special groups of tools 
priced at 98¢ and $1.98 are 
included in the circular. 

Dealers plan to distribute 
this circular in February. 
The next promotion planned 
for Cotter & Co. dealers is a 
32-page rotogravure spring 
and summer consumer cata- 
log ready for distribution in 
April. 





M. W. Lyon Heads Sales 
For Midway Tool Co. 


M. W. Lyon has been ap- 
pointed sales manager of the 
Midway Tool Co., Inc., Mel- 
vin, Ohio. He will be in 
charge of sales for the entire 
Midway line. 

For the past two years, 
Mr. Lyon has served as the 





M. W. LYON 


firm’s New York representa- 
tive. Prior to that, he was 
tool buyer for Charles Wei- 
land, Inc., and has also been 
associated with Masback, Inc. 


Sales Head of Disston's 
Hardware Division 


William P. Gillespie, sales 
manager of the power tool 
division of Henry Disston & 
Sons, Inc., Tacony, Philadel- 
phia, Pa., for nearly two 
years, has been appointed 





WILLIAM P. GILLESPIE 


sales manager of the firm’s 
hardware division. John H. 
Dingee has been named to 
suceed Mr. Gillespie. 

Mr. Gillespie joined Henry 
Disston & Sons in 1936 as a 
junior salesman, and three 
years later he took over spe- 
cial assignments in the hard- 
ware sales department at the 
home office. He was made 
assistant hardware _ sales 
manager in 1944, and in 1948 
became manager of the Dis- 
ston market requirements 
department. In 1950 he was 
made power tool sales mana- 
ger. 

Mr. Dingee joined the firm 
in 1947 as sales promotion 
manager. In 1948 he became 
advertising manager. 








Clarke Sanding Machine Co. Purchases Floor 
Sander Line from Porter-Cable Machine Co. 


The floor sanding machine 
line of Porter-Cable Machine 
Co., Syracuse 8, N. Y., has 
been sold to Clarke Sanding 
Machine Co., Muskegon, 
Mich. The sale includes the 
patent rights, tools, and fix- 
tures of the line. 

Moving the assets pur- 
chased by the Clarke Co. 
from Syracuse to Muskegon 
will be completed in 60 to 90 
days after the date of pur- 
chase. 

This purchase will broaden 
Clarke’s line to a full line of 
floor finishing and mainte- 
nance machines for both pro- 


fessional and rental dealers. 

Porter-Cable will now de- 
vote more time to the engi- 
neering and distribution of 
portable electric tools. In the 
past three years, Porter- 
Cable has purchased the as- 
sets of three portable tool 
companies. These include: 
Unit Electric Tool Co., Syra- 
cuse, maker of a line of 
routers, shapers and planes; 
Sterling Tool Products Co., 
Chicago, which manufactured 
a line of finishing sanders, 
and Johnson Engineering & 
Sales Corp., maker of a line 
of air sanders. 
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Here's the stove pad that will bring 
Springtime into your housewares department. 
This beautifully designed multi-color 
lithographed pattern will prove to be a volume 


3 : ; Designed to Match 
builder as a companion piece to the g 








National Can Corporation ‘Blossom Time” National Can Corporation 
kitchenware ensemble or as a highly BLOSSOM TIME 
salable item by itself. In two sizes: . 
SSPIE 17x 19” and 14x 17”. Kitchenware Ensemble 
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amed to 5815 KINSMAN RD. © CLEVELAND 4, OHIO 
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83,979,514 


POTENTIAL CUSTOMERS 
EACH MONTH 
SEE THIS 
NATIONALLY 
ADVERTISED 


TANK BALL 
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MEDITERRANEAN SPONGES 


Tough! Absorbent! Economical! 
Alwdys in demand because of their 
long-wearing durability on the most 
rugged Cleaning jobs! High quality — 
low price! Expertly assorted and 
packed for shipment. Complete stocks 
of Cuba and Florida sponges available. 


Floor 











ne Co. BE ASSURED! BUY AMSCO...FOR BETTER RESULTS! 
dealers. IN LOCAL NEWSPAPERS DUET double-action CLEANING CLOTH 
~ & FROM COAST-TO-COAST. Saat tea, 

e eng , Many Hardware Supply Dealers claim 
_ “a P DUET to be the best all-around cloth on 
gc. Mr. Dealer. --are you getting your the market! . 

the as- “ b z For the finest imported chamois skins... 
ble, too share of this lucrative business? AMSCO brands: British Lin, Britanni, 


Joan of Arc and DuBarry. Prepared by 


o., Syra- the oldest and best-known tanneries 

line of in England and France. 
| planes; * ORDERS FILLED PROMPTLY FOR SPONGES. CHAMOIS, DUETS! 
icts Co. Ask Your Dealer for These Famous Brands. If He Can't Supply You Write Direct 








wie | |THE WATERMASTER COMPANY AMERICAN SPONGE & CHAMOIS CO. Ine, = 
f a line NEW BRUNSWICK - - - NEW JERSEY a Be: agente eg , eae 
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Three Vice-Presidents Appointed by Olin 
Industries; Five New Divisions Established 


F. S. Elfred has been ap- 
pointed executive vice-presi- 
dent and B. E. Bassett was 





F. 8S. ELFRED 


named vice-president for pro- 
duction of Olin Industries, 
Inc., East Alton, Ill. M. W. 
Acker was also appointed a 
vice-president. Olin Indus- 
tries has also established five 
additional integrated operat- 
ing divisions. 

These new divisions are: 
Metals, Explosives, Arms and 
Ammunition, Electrical, and 
Export, and are located prin- 
cipally at East Alton, IIl., and 
New Haven, Conn. Mr FIl- 
fred will have administrative 
responsibility for the opera- 
tion of these divisions. 

Mr. Elfred joined Olin in 
1837 as a member of its exe- 
cutive staff. Prior to his 
new duties, he was general 
manager of the Explosive 
division. He is also a mem- 
ber of the board of directors 
of Olin Industries, of the 
Equitable Powder Mfg. Co., 
the Columbia Powder Co., and 
the Egyptian Powder Co. 

Mr. Bassett is principal as- 
sistant and adviser to Mr. 
Elfred. He was formerly re- 





B. E. BASSETT 
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gional manager of all manu- 
facturing operations at East 
Alton, having joined the firm 
in 1936. He is a director of 
Olin Industries, and was for- 
erly general manager of the 
United States Cartridge Co., 
an Olin subsidiary. 





M. W. ACKER 


Mr. Acker joined Western 
Cartridge Co., now an Olin 
division, in 1918, establishing 
an intra-company training 
school for employees, and 


News of the Trade 





shortly thereafter becoming 
sales manager of the com- 
pany’s brass division. In 1924, 
he was elected to the board 
of directors. He has served 
as a director of Olin Indus- 
tries, Inc., since its organiza- 
tion in 1944. 


Penn. Salt Ranks Among 
10 Best Managed Firms 


Pennsylvania Salt Mfg. 
Co., 1000 Widener Bldg., 
Philadelphia 7, Pa., was se- 
lected as one of the 10 best 
managed corporations out of 
more than 3,000 studied by 
the American Institute of 
Management. 

In conferring its Certificate 
of Management Excellence, 
the AIM reported that its 
analysis to determine this 
rating covered 10 categories. 
These include: economic func- 
tion, corporate structure, 
health of earnings growth, 
fairness to stockholders, re- 
search and development, di- 
rectorate analysis, fiscal poli- 
cies, production efficiency, 
sales vigor, and executive 
evaluation. 


Van Deren Hdwe. Named 
Blackstone Distributor 


The Van Deren Hardware 
Co., Merino & Water Sts., 
Lexington, Ky., has_ been 
named by Blackstone Corp., 
Jamestown, N. Y., to distrib- 
ute the firm’s line of house- 
hold washers, dryers, and 
ironers. Van Deren Hard- 
ware will cover central Ken- 
tucky except the most south- 
ern counties. 

Vincent J. Stanley and 
Blyss R. Gates have been 
named district sales mana- 
gers for Blacktone Corp. Mr. 
Stanley will cover Rochester, 
N. Y., with headquarters 
there, and Mr. Gates will 
cover the east central section 
of the country from offices in 
Philadelphia, Pa. 





Represents Vise-Grip 
In Western Territory 


Larry Phillips has _ been 
named western representa- 
tive for Vise-Grip hand tools, 
made by Petersen Mfg. Co., 
DeWitt, Neb. Mr. Phillips 
was formerly manager of 
Roesch & Spears, Vise-Grip 
distributors in California. 














At its 52nd annual convention and exhibit at the Bellevue-Stratford Hotel in Philadel- 
phia, Pa., Jan. 22 to 24, the Pennsylvania & Atlantic Seaboard Hardware Association, 
elected J. H. Huston, New Castle, Pa., to succeed M. W. Allen, Carlisle, Pa., as president. 
Newly elected vice-presidents are Julius M. Wagner, Baltimore, Md. and Harold M. Musser, 
Mifflinburg, Pa. Cecil G. Wilson, Braddock, Pa. was reelected to the executive committee 
and George W. Eddy, Frenchtown, N. J. and C. G. Avery, Springville, Pa. are its new 
members. W. Glenn Pearce, Philadelphia, was reelected managing director and Harry D. 


Kaiser, Philadelphia, continues as assistant treasurer. 


he organization: favored support 


of the McGuire Bill to amend the Federal Trade Commission Act; urged economy in gov- 
ernment; reafirmed its support of the move for tax equality and pledged its aid in en- 
couraging citizens to vote and combat communism. In the photo, left to right are, Julius 
M. Wagner, and Harold M. Musser, first and second vice-presidents, respectively, J. H 
Huston, new president, M. W. Allen, retiring president, W. Glenn Pearce, managing direc- 
tor, and Harry D. Kaiser, assistant treasurer. 
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MR. HARDWARE DEALER 


Grip 
tory Day after day, the people in your territory who are about to build 
= Bo: their own new homes are located by the world’s largest construction 
one tools, news gathering organization. 
Mfg. Co., Then . . . a book of catalogs, illustrating and describing 
Phillips the varied products needed for new homes, is mailed to these prospects 
ods of yours. This book — Home Owners’ Catalogs — is used and kept 
fornia. while these prospects are planning what they will want to buy 
for their new homes. It is important to you that the products you stock, 
show and sell are completely described to these buyers before 


they make their final decisions. 





That is why so many leading manufacturers of 

the products that are bought for new homes 
distribute their consumer catalogs in Home Owners’ 
Catalogs. These companies know that this is 

the way to do a thorough pre-selling job 

for you. They know these people are prospects 

for you because home-planners must buy the 

kind of things you sell. 












































Find. out how you too can get the names and addresses 
of hand-picked, pre-sold prospects in your territory. 
—MAIL COUPON TODAY 
Pee eee eee ee ee ew eee ee ew ew were rr eerrerrrerrerer-- 4 
| 
Tell me how I can get the names and addresses of prospects for 4 
hiladel- !  new-home products . . . in my territory (37 Eastern States only). ! 
ciation, I 
esident. 1 i 
Musser, ! NAME _ , 
nmittee ; 
its new \ COMPANY ' 
arry D. l 1 
support ee STATE__ Cicteeaieieniteenes 
in gov- —— — = SSS 
; ° = j 5 Sees 
Julius “| HOME OWNERS’ CATALOGS 
5 5 ! 
, | thee Dept. HA,119 West 40th St., New York 18, N. Y. : 
Loewe ee OOO SOOO ee SSS SOS SSO Oooananeaneae wae ad 
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Housewares Show 
Buying More Selective 


(Continued from page 191) 


tight metals outlined to the 
best of their present knowl- 
edge how their own lines 
would be affected in the im- 
mediate future. 

From talks with scores of 
factory men it was quite evi- 
dent that there will be more 
than enough goods to be sold 
in the nation’s: stores. 

Some manufacturers at the 
close of the show had written 
enough business to tax their 
productive capacity for the 
first quarter of the year. 

There were decidedly fewer 
new products at the show 
than at previous shows, but 
many familiar products were 
seen in new dress—restyled 
rather than completely rede- 
signed. 

It was also noteworthy 
that many manufacturers 
have eliminated certain of 
their less popular items from 
lines in instances where such 
eliminations would result in 
savings of scarce metals 
which will be used to con- 
tinue production of more 
popular numbers. 

While price considerations 
were the prime factors to 
many of the buyers at the 
show, particularly those con- 
nected with large chain oper- 
ations, there wasn’t as much 
merchandise available to them 
on special prize deals at this 
show 

Emphasis at many _ ex- 
hibit was on new point-of- 
sale materials, and on strong 
advertising and promotional 
material. Campaigns have 
already been started by nu- 
merous of the larger manu- 
facturers, particularly those 

(Continued on page 198) 


“A PERFECT FIT,” Carroll 
Williams, Dallas, president of 
the Texas Housewares Club, 
tells A. W. Buddenberg, when 
he presented the popular 
N.H.M.A. executive secretary 
with a real Lone Star Stetson, 
at the openir@ of the Chicago 

show. 
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HARDWARE MEN were among the Yankee house- 
wares people shown as they were boarding one of 
the two “Frying Pan Specials’ which carried 80 
members of the Housewares Club of New England 
to Chicago. 





THE LOS ANGELES POT & KETTLE CLUB was another group that went to the 


National Housewares Show in a body. This one has a special car on a Santa Fe Chief. 





REGISTRATION WAS HEAVY as is indicated by this shot which shows several 


hundred buyers waiting their turns on opening day of 
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the Chicago show. 
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SHOW _) SELL ‘EM 
TAYLOR'S "422” , ng em 


DOOR KNOB : eet 
ww ASSORTMENT [x.y cara Sa 


(left to right) are 
410, 400, 402P. 

This is a proven VOLUME-BUILDER “right 

up front" inviting your customers to 

give their homes new beauty. A colorful 

display and inventory in one unit bound to 

get extra profit from your store traffic. 

The assortment includes: 






No. 410—BRASS PLATED—2 PAIR 
No. 400—FLUTED GLASS—3 PAIR 
No. 402P—SOLID BRASS—1 PAIR 


_ —_ —_ DD agg 


< 


For safety's sake always say TAYLOR for Night 
Latches, Inside Lock Sets, Key Blanks, Padlocks, 
Builders' Hardware and Replacement Parts. Dis- 
tributed exclusively through your hardware whoie- 
saler since 1920. 


TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA 


till te 











| 





THE 
O-- 


=|) ~ QUALITY LINE 
of 


a BRIGHT WIRE 


= Larson Bright Wire Goods are = ae 
packaged in extra heavy tan HELLER 
kraft boxes. Yellow labels with HERE'S HOW BUILDS 


half tone illustrations are used ADDITIONAL SALES AND PROFITS FOR YoU 


giving complete information. 








Just think! You can now cash in on greater sales and 
All Larson products are | profits with the present stock you are now carrying. 

100% sorted and inspected || The time tested fact is sales and profits go up when 
added attractiveness is imparted to a store with smart new 





Larson’s Bright Wire 


Goods fit the need of ee aeenee 
every consumer. With every Heller fixture, sectional and interchangeable, 
you receive the finest in construction, materials and quality, 

















See Your Jobber or Write to | @ tradition since 1891 — and your assurance of sturdy, dur- 
able, warp proof, eye-catching, sales producing fixtures. 
You'll surely want to take advantage of these new sales 
< H A S . O L A R S Oo N < O. and profit possibilities. Get full details by writing for cata- 
STERLING «+ ILLINOIS log No. SIHH. 
| W. C. HELLER & COMPANY MONTPELIER, OHIO 
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Ring up more sales with products you know will 
move! For years, Wonder-Paste and Lingerwett 
have been America’s largest-selling removers. 
Painters depend on them for good results . . . 
You're backed by product quality as well as Wilson- 
Imperial’s constant advertising to millions of 
painters and home owners. 


Order from your 
jobber or mail 
the coupon for 

information 


Liquid Lingerwett is popular 
for general removing, while 
heavy-bodied Wonder-Paste is 
perfect for upright surfaces— 
won’t run! Both are effective 
on any paint, enamel or varnish. 
They reduce the toughest finish 
to a soft mass—easily stripped 
with a putty knife! No hard 
scraping, no sanding — for 
Wonder-Paste and Lingerwett 
leave the surface perfectly 
smooth and clean. Harmless to 
wood, metal, fabric or hands. 


LINGERWETT 


For general purpose removing 


WONDER-PASTE 


Will not run on an upright surface 





WILSON-IMPERIAL COMPANY, 120 Chestnut St., Newark 5, N. J. 
MAIL COUPON FOR INFORMATION 


Wilson-Imperial Co., 120 Chestnut St., Newark 5, N. J. 
Please send me complete information on Wonder-Paste and Lingerwett 


Name 





Street 





City 
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making electrical traffic ap- 
pliances. 

It was also evident to ob- 
servers that manufacturers 
are giving more attention 
than ever to the matter of 
service on their products. 

The representative of one 
leading manufacturer of 
pressure cookers pointed out 
that his firm produced, in 
1951, more than one and one- 
half million dollars’ worth of 








replacement parts for some 
18 million cookers which 
have been made since the 
firm made its first one. 

In order to give retail 
stores a better opportunity 
to handle such parts replace- 
ments business, which is a 
good lead to repeat sales, the 
company has prepared a 
parts service center, made to 
fit on the conventional store 
display fixture. 

Many other manufacturers 
were showing parts kits, 
available to stores on attrac- 
tive price deals. 

The only business activity 
of the National Housewares 
Manufacturers Association 
during show week was the 
annual membership meeting, 
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held Saturday, Jan. 19, at the 
Palmer House, at which time 
reports were made by Presi- 
dent Joseph A. Kaplan, 
Joseph A. Kaplan & Sons, 
Inc., New York, and by the 
treasurer, James R. Caldwell, 
Wooster Rubber Co., Woos- 
ter, Ohio. 

The annual directors’ meet- 
ing will be held in April, in 
Chicago. 

A. W. Buddenberg, execu- 
tive secretary of the associa- 
tion, expressed the opinion 
that the exhibition was the 
best of its kind ever held. 

“Probably of more impor- 
tance than the amount of 
business transacted at the 
show,” said Mr. Buddenberg, 
is the factor that the show 
affords the ‘top brass’ of the 
manufacturing industries a 
chance to meet with their 
counterparts in the distribu- 
tive fields, to discuss mutual 
problems.” 

The only social function 
sponsored by N.H.M.A. was 
a huge dinner dance at the 
Palmer House, on Wednesday 
evening, Jan. 23, when a ¢a- 
pacity crowd of 1200 people 
enjoyed a five-star stage show 
headed by Evelyn Knight. 








| First of Paint Retail Selling Series Held 





The first meeting in the “Training for Advancement” series, 
designed to offer selling information to retail paint salesmen, 
took place on Jan. 9, in the Cleveland Board of Education 
Building, Cleveland, Ohio, and was attended by 325. Enrolled 
for this eight-week course are 229 retail paint salesmen from 
the Cleveland area. It is sponsored by the Cleveland Paint, 
Varnish & Lacquer Association, 1213 W. Third St., Cleve- 
land, and the Cleveland Board of Education. Shown from left 


to right are: G. G. Th 


orne, president of the Cleveland Paint, 


Varnish & Lacquer Assn.; Gen. Joseph F. Battley, president 
of the National Paint, Vanish & Lacquer Assn., John Frakes, 
supervisor of Adult Education; and K. Y. Benson, general 
chairman of the Training for Advancement series. The subject 
of the first meeting was “Opportunities in the Paint Industry”. 
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H. F. Seymour Given 
Award of Merit 


(Continued from page 191) 
were Amos M. Coath, Frank 
W. Winne & Son, Inc., vice- 
president, and Thomas A. 
Fernley, Jr., Philadelphia, 
secretary-treasurer. 

Directors for the coming 
year are: Paul A. Griffith, 
Shields & Bro.; Charles B. 
Leinbach, Supplee - Biddle - 
Steltz Co.; C. E. Siegfried, M. 
§. Young & Co.; Harry D. 
Moore, Metal Sponge Sales 
Corp.; George E. Hopf, Henry 
Disston & Sons, Inc.. and 
Charles P. Ballinger, Landers, 
Frary & Clark. 

Following the presentation 
of the 1952 Award to Mr. 
Seymour, Mr. Tryon intro- 
duced the speaker of the 
evening, Jennings Randolph, 
assistant to the president of 
Capital Airlines, Washington, 
D. C. 

Mr. Seymour was presented 
with a scroll, containing the 
following citation: 

WHEREAS, it is the desire 
of the members of the Hard- 
ware Merchants’ and Manu- 
facturers’ Association to rec- 
ognize, and pay tribute to an 
outstanding individual asso- 
ciated with the Hardware In- 
dustry, who, by his activities 
and accomplishments has re- 
flected credit upon American 
business, and 

WHEREAS, the Jury of 
Award after mature delibera- 
tion has decided to present 
the Award for the year 1952 
to Harold F. Seymour, a man 
who has been connected with 
the Hardware Industry dur- 
ing his entire business career, 
with a record of service to 
the Industry and to the Pub- 
lic, as described hereunder. 
He has distinguished himself 
for breadth of vision, fore- 
sight and unselfish devotion 
to his many activities. 

Mr. Seymour is president 
of the Columbian Vise and 
Manufacturing Company, 
Cleveland, Ohio, of which he 
was one of the founders. 

He has been in the Hard- 
ware Industry since 1913, the 
year of the founding of The 
Columbian Hardware Com- 
pany, which later became the 
Columbian Vise and Manu- 
facturing Company. In 1944 
he became the president. 


Mr. Seymour has been un- 
usually active in Industry af- 





fairs, serving on the Execu- 
tive Committees of both the 
American Supply and Ma- 
chinery Manufacturers and 
the American Hardware 
Manufacturers Association. 
He served as president of the 
former Association from 1932 
through 1934 and was presi- 
dent of the American Hard- 
ware Manufacturers Associa- 
tion from 1948 through 1950. 
He now participates in both 
groups .as a member of re- 
spective Advisory Boards. 

During World War I, he 
served on the War Industries 
Board as a delegate for vises 
and anvils. His knowledge 
and experience was again 
utilized in World War II 
when he became Chief of the 
Industrial Supply Section of 
the Tool Branch of the Office 
of Production Management, 
predecessor of the War Pro- 
duction Board. 

From 1919 through 1924, 
Mr. Seymour was chairman 
of the Foreign Trade Com- 
mission of the Cleveland 
Chamber of Commerce, and 
in 1921 was chairman of the 
Cleveland Committee, Na- 
tional Foreign Trade Council. 
In 1922 he was a member of 
the United States Chamber 
of Commerce Foreign Trade 
Commission. 

In‘ addition to his business 
activities, Mr. Seymour has 
been a trustee of the Univer- 
sity School in Cleveland, and 
of the Cleveland School of 
Music. ‘% 

These many commendable 
activities related to the Hard- 
ware Industry and to the 
business interests of our 
country bring our merited re- 
spect, esteem and acclaim to 
Mr. Seymour. 





Universal Cleaners Line 
Names New Distributors 

Arizona Hardware Co., 47 
E. Jackson St., Phoenix, 
Ariz., and Supplee - Biddle - 
Steltz Co., Bristol at Fifth, 
Philadelphia, Pa., both hard- 
ware wholesalers, are among 
the firms named as distribu- 
tors of the entire line of Uni- 
versal home cleaning equip- 
ment by Landers, Frary & 
Clark, New Britain, Conn. 

Arizona Hardware will 
cover the entire state of Ari- 
zona, and Supplee - Biddle - 
Steltz will handle metropoli- 
tan Philadelphia and south 
New Jersey areas. 
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ARTISTIC’S, 


WwUW 


HOUSEWARES 
Genuine VINYLITE PLASTIC Finish 


Produced and Nationally Advertised 
by the Bakelite Corp. of America 


rasrecs GUARANTEE 


Will Outlast Natural and Synthetic Rubber Coatings. 
Will Stay Like New in Hot Water, Grease, Soaps, Acids. 
Will Not Blister, Peel, Chip, Soften or Become Gummy. 















COLORS 
Red, Yellow, White 
Coated with Vinylite 
(The perfect Coating) 


Have you seen our 
Lustre-Bright plated items? 
Write Dept. R for color 
catalogue. 


NEW ITEMS — 
NEW DESIGNS 
Priced for VOLUME SALES 
that are PROFIT PACKED 









Large Regular Size 
DISH DRAINER 

with Silverware 
Compartment 







Large Regular Size 
Twin Sink Rack 


52-E 
Utility Basket 
(narrow oblong) 


52-3 
Plate Storage Rack 


52-4 
Plate Storage Rack 
(extra capacity) 


ARTISTIC WIRE PRODUCTS COMPANY, INC. 


Factories: EAST HAMPTON, CONN 


230 FIFTH AVENUE, NEW YORK CITY 


Sales Offices 
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HOPPE’S 


BRICATIN¢ 
Oll | 


It's A Pleasure To Sell 
HOPPE PRODUCTS 


because these widely used, well known gun cleaning 
essentials have an established demand. Shooters ask 
for them and need them and they never disappoint. 
Hoppe’s No. 9 and Hoppe’s Patches do a thorough 
job of gun cleaning. Hoppe’s Lubricating Oil is made 
especially for guns and fishing reels and there's 
nothing can excel Hoppe’s Gun Grease for long time 


protection against gun rust. Ask your jobber. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Pa. 

















Since 1912—the leading 
source of top quality 
¢ BASEBALLS 
¢ SOFTBALLS 
PLAYGROUND BALLS 


Write for Catalog 


Tober Baseball Mfg. Co., Inc. 


MANCHESTER, CONNECTICUT 











Sporting Goods Meeting 
Sets Attendance Record 


(Continued from page 190) 
economy and its role in help- 
ing to mold healthy, active 
youngsters. 

Sets of these booklets, to- 
gether with a special guide 
for instructors, will be dis- 
tributed through the nation’s 
school systems for classroom 
discussion and study. 

Other NSGA promotional 
activities included a _ con- 
sumer advertising campaign 
in magazines which reach 
coaches and athletic and 
recreational directors. These 
ads described the advantages 
of purchasing sports and 


recreational equipment 
through legitimate retail 
dealers. 


Still another NSGA pro- 
ject initiated in 1951 was the 
preparation of two sales 
training films on how to sell 
sporting goods. One of these 
films was completed last 
year, the other was nearing 
completion at convention 
time. Both will be available 
for showings before dealer 
groups. 

Other top priority business 
at the NSGA convention in- 
cluded the election of C. L. 
“Ox” Higgins as the associa- 
tion’s president for 1952. 
“Ox” is president of C. & S. 
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Sporting Goods, Austin, 
Texas. He was NSGA vice 
president last year. 

Gene Walby of the Athletic 
Supply Co., Seattle, Wash, 
last year’s treasurer, was 
elected vice-president. 

Orien W. Todd, Jr., is the 
new treasurer. He is with the 


Stanley Andrews Co., San 
Diego, Calif. 
Hobart K. Robinson of 


William Westland & Co, 
Quincy, Mass., was elected to 
a three-year term on the 
board of directors, replacing 
E. S. Hurd of the Dakin 
Sporting Goods Co., Bangor, 
Me., whose term expired. 

Ed Brendamour of Ed 
Brendamour, Inc., Cincinnati, 
and David S. Wilson of Gou- 
gar & Todd, Denver, were 
reelected for second terms 
of three years each on the 
board of directors. 

Features on the conven- 
tion program included the 
following: 

Ray Dumont, president of 


the National Baseball Con- 
gress, conducted a clinic 
aimed at showing dealers 


how they can benefit from 
promoting baseball leagues 
among amateurs and young- 
sters in the communities in 


which their stores are lo- 
cated. 
In a _ similar move, the 


United States Junior Cham- 





View of the registration desk on opening day, and a portion 
of the booth area in the Mural 


Room at the Morrison Hotel. 
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Also part of the NSGA 
program were luncheon- 
meetings of four regional 
groups which are part of the 
national association. These 
helped stimulate interest in were held by the lowa Sport- 
the sport. More interest, it ing Goods Dealers Assn., 
was pointed out, means more the Ohio Sporting Goods 
participation. This in turn Dealers Assn., the Western 
must result in more sales for Sporting Goods Dealers 
the dealer. Assn., and the Southeastern 

G. Marvin Shutt, executive Sporting Goods Assn. 
secretary of NSGA,conducted As the 1952 convention 
a clinic with the theme drew to a close, NSGA secre- 
“Dealers Must Promote to tary Shutt announced that 
Live.” Shutt explained that plans are alreadv well de- 
public consumption of sport- veloped for the 1953 conven- 
ing goods is not a factor tion, which will be held at 
governed by necessity, as in the New Yorker Hotel, New 
the sale of food and houses. York, beginning Jan. 25. 

Recreational equipment, he It has already been de- 
pointed out, is something the cided, Shutt said, that a full 
average consumer can do floor in the New Yorker will 
without unless he has been be devoted to displays of toy 
sold to a point where he sees manufacturers. Also, it is 
that he will derive definite planned to use the entire 
benefits from the use of booth area in the Grand Ball- 
athletic or recreational facili- room of the New Yorker for 
ties. It is each dealer’s displays by manufacturers of 
responsibility, Shutt con- hunting and fishing equip- 
cluded, to use the tools avail- ment. 
able to him in helping to sell Exhibitors will be polled 
the public on the idea that during the year to determine 
sports are important. These whether they prefer a show 
tools include organizations running through Wednesday 
such as the Athletic Institute, or whether thev want to ex- 
the Sport Fishing Institute, tend it again through Thurs- 
Ducks Unlimited, etz. day. 


ber of Commerce held a clinic 
during which it was ex- 
plained that amateur tennis 
competitions, suvh as those 
sponsored by the Jaycees, 








Bert Clark Heads Kansas Robert F. Janda, Graybar 
Electric Co.; secretary, Wil- 


City Housewares Club liam A. Foley, manufac- 


Bert J. Clark, manufac- turers’ representative, and 
turers’ representative at 506 treasurer, Hal E. Reed, man- 
Kansas City Merchandise ufacturers’ representative. 
Mart, Kansas City 8, Mo., Elected to the board of di- 
was elected president of the rectors were: Dorothy Pellet, 
Kansas City Housewares Emery Bird Thaver Co.: Wil- 
Club, at the group’s meeting liam E. Smith, Stowe Hard- 

onus ware & Sunnvly Co.; H. Earl 
held at the Hotel Phillips, 
Johannes, Townley Metal & 
Jan. 3. 
Oth m ee Hardware Co.; L. S. Gershon, 
er officers elected at the waiter Rein, Sidney De Lott, 
same time include: vice-presi- ang Elmer Dvorak, all manu- 
dents, Cecil Hackler, Richards factyrers’ representatives. 
& Conover Hardware Co., and Outgoing president, W. E. 
Proffitt, Davis Paint Co., also 
remains on the board of di- 
rectors. 





Lenk Mfg. Announces 
Two Vice-Presidents 


Harry N. Alexander has 
been elected vice-president in 
charge of sales for Lenk Mfg. 
Co., 30-38 Cummington St., 
Boston 15, Mass., and Ken- 
neth W. Burke was elected 
vice-president in charge of 
production. Both men will 
continue their present activi- 
ties. 





BERT J. CLARK 




















Tackle Sense 
means 
Tackle Dollars ! 


Your H-I man has the tackle sense that means extra 
profit for you. That's because his business is selling 
tackle—and nothing else. He's in a position to know 
what tackle will move for you...what items may not. 
He knows tackle merchandising and display... offers 
you valuable sales tools that are proven volume-build- 
ers. Best of all, he is one great source for all your 
tackle needs—the H-I line (29,000 items) is complete, 
with tackle for every fisherman and every kind of fishing. 


See your H-I man. Ask him about H-I’s outstanding 
1952 national advertising ...let him show you how eas- 
ily you can tie in for best results. Ask for his help, as 
a tackle specialist, in building your tackle business. 
He'll be glad to help——and you'll be glad he did! 


If you don’t know your H-I man, write us for his name. 


<J ORROCKS 


Manufacturers of the Largest Line of Fishing Tackle in the World 


UTICA, N.Y. 
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Western Retail Implement & Hardware Assn. 
Convention Lists Attendance at 7,139 





New officers elected to head the Western Retail Implement 
& Hardware Association in 1952 discuss plans for the year 
ahead. Left to right, they are: Harry A. Wood, Kiowa, Kan., 


president; Glenn 


Muncy, Dodge City, Kan., vice-president, 


and William J. Shaw, Mission, Kan., secretary-treasurer. 


Convention registration at 
an all-time high was reported 
for the 63rd annual conven- 
tion of the Western Retail 
Implement & Hardware As- 
sociation, held Jan. 14-16 at 
the Kansas City Municipal 
Auditorium. Dealer registra- 
tion accounted for more than 
4,000 persons of the 7,139 
registered at the convention, 
which featured 312 display 
booths. 

A highlight of the meeting 
was the election of Harry A. 
Wood, Kiowa, Kan., to the 
presidency of the association 
for 1952. Glenn Muncy, 
Dodge City, Kan., was elected 
vice-president, and William 
J. Shaw, Mission, Kan., again 
assumed the duties of secre- 


tary-treasurer. 

Howard Schick, Lee’s Sum- 
mitt, Mo., was elected to the 
hardware board of directors. 
Re-elected to the board were: 
Mel Kraemer, Marysville, 
Kan.; Leslie F. Smith, West- 
moreland, Kan.; Irvin Malott, 
Ottawa, Kan.; Carl K. Con- 
nell, Cameron, Mo., and 
Harry A. Wood, Kiowa, Kan. 

Business sessions held at 
the convention were address- 
ed by outstanding speakers 
who included: Philip Noland, 
vice-president of Minneapolis- 
Moline Co.; Bruce Burgess, 
vice-president of the Union 
Fork & Hoe Co.; and George 
S. Straight, president of the 
National Retail Farm Equip- 
ment Association. 








55th Minnesota Retail Hardware Association 
Convention Elects Jarl Sjordal President 


Jar] Sjordal, Sjordal Hard- 
ware, Ada, Minn., was elected 
president of the Minnesota 


Retail Hardware Association,. 


at the 55th annual convention 
of the association, held at 
the Lowry Hotel, St. Paul, 
on Jan. 24, succeeding Doug- 
las Carlson, retiring presi- 
dent. 

Fred Baumann, Weise & 
Kuhlman Hardware, Lester 
Prairie, was elected vice- 
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president of the association, 
and C. J Christopher has 
been re-elected  secretary- 
treasurer. 

Members of the executive 
board include: John A. Grande, 
Virginia; Robert P. Hauck, 
Sauk Centre; F. Hardy Rick- 
beil, Worthington, and A. N. 
Theismann, Wabasha. 

New resolutions were also 
passed at the convention. The 
Minnesota Retail Hardware 


News of the Trade 











OBITUARIES 








Howard Mull 


Howard Mull, 63, vice-pres- 
ident in charge of sales of 
Warren Tool Corp., Warren, 
Ohio, died of a heart attack 





HOWARD MULL 


recently. He had been asso- 
ciated with the firm for the 
past 30 years. 

Mr. Mull started his career 
in the engineering depart- 
ment of the Cleveland, Cin- 
cinnati, Chicago & St. Louis 
Railway in 1909, and was 
shortly transferred to the 
operating department head- 
quarters in Cleveland. In 
1913 he joined Verona Tool 
Works, advancing through 
traveling representative and 
Chicago sales agent, until, 
from 1918 to 1920, he was 
placed in charge of sales. 

From 1920 to 1922, Mr. 
Mull became manager of the 
railroad departments of the 
Reliance Mfg. Co., and the 
Warren Tool & Forge Co. 
After 1922, he devoted his 
time entirely to the Warren 
Tool & Forge Co., as vice- 
president in charge of rail- 
road sales. When the com- 
pany reorganized and became 
Warren Tool Corp., he served 


as sales manager. In 1932 he 
was made vice-president in 
charge of sales, and his scope 
was enlarged to include hard- 
ware and wholesale sales. 





Floyd S. Lamb 


Floyd S. Lamb, 74, presi- 
dent of Pettee’s Hardware 
stores, Oklahoma City, Okla., 
for 22 years, died Jan. 18 at 
his home after an illness of 
several months duration. 

About 1910, Mr. Lamb be- 
came general manager of the 
Pettee chain of city hard- 
ware stores. He served as 





FLOYD S. LAMB 


assistant to William J. Pettee, 
founder of the chain, until 
Mr. Pettee’s death in 1928. 
At that time, Mr. Lamb was 
elected president to succeed 
Mr. Pettee, and retained that 
position until his retirement 
in 1950. Eight new stores 
were established in Okla- 
homa City during the time 
Mr. Lamb served as presi- 
dent. He was a member and 
former president of the Ok- 
lahoma Hardware & Imple- 
ment Dealers Association 
and the Oklahoma City 
Chamber of Commerce. 








Association has resolved to 
endorse and support the Mc- 
Guire Bill to amend the 
Federal Trade Commission 
Act and restore Fair Trade 
to its former effectiveness. It 
has also been resolved that 
the association shall again 
protest the loose spending of 
public money by the govern- 
ment, and that members of 
the association shall deter- 
mine the attitude of public 


office-seekers on the question 
of economy and taxation as a 
consideration in voting. 





Campbell Representative 


G. J. Kohler was named 
New York state sales repre- 
sentative for Campbell Chain 
Co., York, Pa. Mr. Kohler 
will supervise the sales of 
Campbell commercial chain 
and lug-reinforced tire chain 
in this area. 
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in pi f le and 
HA Photo Angles | ose ase 


In 1932 he 

gam in Shown at the annual sales 
ee pe conference of Stanley Tools, 
ude hard- New Britain, Conn., are sales- 


e sales. men from the firm's territories 
in the U. S. and Canada. C. 
Kenneth Freedell, general sales om 
74 ant manager, and Charles L. Loh- 
cme DECGH meyer, assistant sales man- 
Hardware ager, presided at the meeting, 
ity, Okla., which introduced new selling 
Jan. 18 at tools. 
illness of 
ration. 
Lamb be- 
ger of the aul 
ity hard- i | tar th Highlight of a recent 10,000 mile 
served as 2 i eta _— = : cross-country tour to introduce the 
’ Lilt i 4 ‘ee th . new lightweight chain saw of Henry 
Disston & Sons, Philadelphia, Pa., 
was the presentation of the saw by 
Senator James H. Duff to the City 
of Portland, Ore. Mayor Dorothy 
McC. Lee accepted the saw for the 
city. 





Holding a life-membership certificate awarded by the 
Louisville, Ky., Chamber of Commerce, is Luther R. 
Stein, vice-president and general sales director of 
Belknap Hardware & Mfg. Co., Louisville 2. Mr. Stein 
served as chairman of the Organizing Committee for 
the new Chamber of Commerce. Similar awards went 


to T. A. Ballantine, left, and M. E. Robertson. 


he time 
3 presi- 
ber and 
the Ok- 
Imple- 
ociation 

City 








L. R. Stevens, buyer for Stratton-Terstegge Hardware 
Co., Louisville 1, Ky., second from left, accepts the 
franchise for Westinghouse electric housewares, fans 
and vacuum cleaners from J. E. Hugo, district man- 
ager for the electric appliance division. Other Westing- 
house men shown are R. K. Miller, left, and W. B. 
Massenburg. 


At a recent meeting of eastern and midwestern dis- 
tributors of Choremaster Div., Lodge & Shipley Co., 
Cincinnati, Ohio, John Snowball, right, points out 
innovations in the 1952 Choremaster garden tractor 
to Thomas Proctor, Proctor-Barbour Co., Harold Sei- 
bert, and Richard Thompson, Allied Equipment Co. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


ties in the legislative field that 
would renew the stability and se- 
curity of small business. 

“The Nation’s economic well- 
being depends to a large extent on 
the vitality of America’s small 
businesses. Threats of price wars 
must be eliminated if that vitality 
is to endure.” 

Senator John Sparkman, Ala- 
bama, heads the committee, other 
members of which are: Senators 
Russell B. Long, La.; Guy M. Gil- 
lette, Iowa; Hubert H. Humphrey, 
Minn.; Lester C. Hunt, Wyo.; Wil- 
liam Benton, Conn.; Blair Moody, 
Mich.; Charles W. Tobey, N. H.; 
Leverett Saltonstall, Mass.; Edward 
J. Thye, Minn.; Robert C. Hendrick- 
son, N. J.; Andrew F. Schoeppel, 
Kan., and James H. Duff, Pa. 

The statement of this committee 
is regarded as very pertinent in 
the light of present efforts to 
strengthen fair trade legislation in 
Congress. 


Tin Price to Industry 
Raised 181/2¢ a Pound 


The price of tin to industry was 
raised by the Reconstruction Fi- 
nance Corp. to $1.21% a pound 
from $1.03, the price which had 
been in effect since Aug. 1. The 
RFC has held a monopoly on the 
price of tin in the United States 
since last year in a move designed 
to bring down prices which had 
soared after the outbreak of the 
war in Korea. The sole importer 
of tin from abroad, the agency 
sells about 50,000 tons annually 
to industry. 

The price increase results from 
an agreement with Great Britain 
under which the United States 
will sell Britain over a million 
tons of steel in return for 20,000 
tons of tin at $1.18 a pound. The 
RFC said that the difference be- 
tween $1.18 and the new price of 
$1.2114 represents actual handling 
costs by the government agency. 
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Sales Forces Confused 
By Unsettled Trade 


The pattern of buying created 
since the Korean war—relatively 
short periods of immensely ac- 
celerated purchasing, especially 
by the public, followed by periods 
of complete lethargy of purchas- 
ing activity, is increasingly creat- 
ing a sense of confusion in many 
large sales forces, according to 
Walter Horvath, head of the firm 
of sales and marketing consul- 
tants bearing his name, in a fore- 
cast. 

He said that increased training 
programs for salesmen was the 
answer of many top executives to 
this problem. 

Other factors influencing basic 
sales decisions in 1952 were listed 
as follows: 1, possibility of con- 
tinued slowdown in the Korean 
war with consequent increase in 
strategic materials available for 
consumer goods and resulting in- 
crease in competitive selling: 2, 
economic ramifications of the 
Presidential election; 3, increased 
production in certain consumer 
lines with no real indication that 
marketing and distribution tech- 
niques can meet the challenge of 
heavy output. 


Expect More Houses 
By Curb on Materials 


A new move is under way by 
the government, designed to per- 
mit starts on 800,000 housing units 
this year. This is to be done by 
stretching scarce materials. 

Housing Administrator Ray- 
mond Foley announced plans for 
orders limiting the amount of 
critical materials, including cop- 
per and brass, which may be used 
in each new house. This will allow 
more starts with the same amount 
of material. 

Mr. Foley said that there will 
be no direct control of housing 
starts at this time but that build- 
ers would have to “exercise much 
self-discipline” to supplement the 
tighter curbs on materials. 

Earlier Mr. Foley had antici- 
pated there would be 850,000 
starts this year and the Defense 
Housing Authority had antici- 
pated that materials would be 
available for only 600,000. The 
800,000 figure represents a com- 
promise between the two esti- 
mates. There were 1,090,000 new 
housing units started last year. 


G.E. Kitchen Cabinet 
Prices Reduced 8% 


A price reduction of approxi- 
mately 8 pct has been announced 
on all kitchen cabinets supplied 
to Eastern and Midwestern dis- 
tributors by General Electric Co. 

Harold T. Hulett, general man- 
ager of the electric sink and cab- 
inet department of the major ap- 
pliance division, said the reduc- 
tion in price is the direct result 
of a corresponding reduction in 
production costs. 


No Need for Anticipatory Buying Based on 
Price Rises, in Opinion of Purchasing Agents 


While there is a possibility of 
further price increases on some 
hard goods lines, the increases are 
not expected to be sufficient to 
justify any anticipatory buying, 
according to a canvass of members 
of the National Association of Pur- 
chasing Agents. 

They reported a substantial in- 
crease in January over the previ- 
ous month of the number of sup- 
pliers of metal products willing to 
accept orders for nearby delivery. 
It was stated that in some in- 
stances it was possible to place 
orders for carload lots which had 


been quoted at much longer de- 
livery dates in December. 

Improvement in the supply situa- 
tion was attributed to cutbacks in 
requirements of makers of house- 
hold appliances and other civilian 
products due to limitation orders. 
Further improvement in deliveries 
is looked for as more limitation 
orders are scheduled to go into ef- 
fect in February. 

Purchasers report that there has 
been a resumption of some buying 
for normal industrial inventories 
by manufacturers whose civilian 
products and national defense 
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products are similar. Although 
larger procurement plans are being 
prepared for the near future, the 
amount of inventory buying is not 
expected to be as large as it was in 
the previous two years. 


Less Building for 
Fourth Straight Month 


December building permits in 
215 cities declined to $266,210,510, 
the smallest monthly total since 
February, 1949. It compared with 
$426,607,027 in December, 1950, a 
37.6 pct drop, Dun & Bradstreet, 
Inc., reported. This represented 
the fourth straight monthly de- 
cline and brought to ten the num- 
ber of monthly declines in 1951. 

In December the decline ranged 
from 55 pct in the South Central 
States to 4.9 pct in the Middle 
Atlantic States compared with the 
same month in 1950. 

For the year 1951 building per- 
mits issued in the same 215 cities 
totaled $4,584,466,337, as against 
$5,549,694,106 in 1950, a 17.4 pct 
drop. The 1950 total was a record 
high and in spite of the drop the 
1951 total building volume was the 
second highest on record. 

New England was the only 
major section of the country to 
show a rise in building permits 
issued last year. The total was 
$303,592,045, compared with $275,- 
805,434 in 1950, a 10.1 pet increase. 


Industry Drawing 
On Copper Stockpile 


For the fifth consecutive month 
copper was taken from the stock- 
pile in December for shipment to 
industrial consumers. Executives 
are optimistic over the prospect 
for an improvement in copper sup- 
plies by the end of this year. 

December shipments of refined 
copper to domestic consumers 
totaled 119,577 tons, a drop of 4000 
tons from the previous month, re- 
ported the Copper Institute. 


Aluminum Production 
Stepped Up in 1951 


Output of primary aluminum pig 
for the first 11 months of 1951 
amounted to 764,427 tons, compared 
with 718,622 tons for all of 1950, 
reported the Bureau of Mines. The 
bureau anticipated that final re- 
ports, including December output, 
would bring. the 1951 total to 
835,000 tons. 
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Economist Says Defense Spending Will 
Bolster Business Throughout This Year 


Forecasting an increase in 
sales volume in every quarter of 
1952, A. W. Zelomek, president of 
the International Statistical Bu- 
reau, Inc., said that there would 
be no business recession in the 
last half of the year. 

Discussing the business outlook 
at a press conference at the 1952 
Winter Home Furnishings Mar- 
ket in Chicago, Mr. Zelomek said 
that increasing defense spending 
is “the key to the business trend 
this year.” 

Defense spending, he declared, 
is due to increase each quarter of 
1952 until it reaches an annual 


rate of $57 billion in the fourth 
quarter, as compared with an an- 
nual rate of $41 billion in the 
last quarter of 1951. 

He believed nothing would oc- 
cur in the international situation 
this year which would warrant a 
considerable letdown in defense 
spending. 

Mr. Zelomek felt that production 
of major appliances would be re- 
duced, possibly by as much as a 
third in the first half but that 
present high inventories will re- 
sult in a consumer supply “not 
much different than in the first 
six months of 1951.” 





Strong Demand for 


Floor Coverings at Show 


A considerable improvement in 
the demand for hard surface floor 
coverings as compared with recent 
seasons, was reported at the Janu- 
ary wholesalers’ market in Chicago. 
Orders in many instances were said 
to have been heavier than in Janu- 
ary, 1951. 

Unusual activity was reported in 
the number of small orders for 
immediate delivery. Many retail- 
ers, it was noted, hold their large 
orders until mill salesmen call at 
their stores. 

Improved styling has been a fac- 
tor in increasing popularity of hard 
surface coverings. Styles most in 
demand at the market were gener- 
ally new patterns in blocks or three- 
color effects. Gray and green lead 
in color preference while tiles also 
are still in heavy demand. 


Goodyear introduces 


A Second-line Tire 


Goodyear Tire & Rubber Co. has 
announced production of a second- 
line automobile tire. This is the 
first company to announce such a 
tire since lifting of restrictions by 
the government on this line. The 
company said another tire has 
been added to its line of low- 
pressure tires to sell for about 
20 to 25 pct below its first-line 
product. 

Prices are to be about $5 to $7 
below suggested retail prices for 
the company’s first-line tires. The 
new tire, which is to be available 
shortly, is being made in all sizes. 
Introduction of second-line tires 
by other tire makers is expected 
soon. 


Output of Vacuums 
Dropped 23% Last Year 


Reflecting shortages of metals 
and materials, factory sales of 
standard-size household vacuum 
cleaners in 1951 were 22.7 pct less 
than the total in 1950, or 2,729,104 
compared to 3,529,412 units, ac- 
cording to industry-wide figures 
announced today by C. G. Frantz, 
secretary-treasurer of the Vacu- 
um Cleaner Manufacturers’ Assn. 

Sales in December amounted to 
230,263 units, an increase of 4 
pet over 219,919 in the preceding 
month, and a drop of 20.3 pct from 
288,756 in December, 1950. 


Seasonal Decline 
In Oil Burner Units 


November oil burner shipments 
by manufacturers amounted to 
61,087 units, in November, com- 
pared with 92,698 units in Oc- 
tober, the Census Bureau reported. 
The decline was in line with the 
normal seasonal pattern. Ship- 
ments in November, 1950, totaled 
70,287 as compared with 113,650 
in the previous month. 


Business Failures 
Continue to Drop 


Retail failures dropped to 85 in 
the week ended Jan. 17, as com- 
pared with 93 in the previous 
week, Dun & Bradstreet, Inc., re- 
ported. 

Total commercial and industrial 
failures for the week amounted to 
158, compared with 164 in the pre 
ceding week and 167 in the same 
week a year ago. 
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Durable Goods Stores 
Reduced Inventories 


Marked by a sharp drop in stocks 
of retailers amounting to almost 
$150 million from the previous 
month, the book value of inven- 
tories was down to $70.9 billion, 
after seasonal adjustment, at the 
end of November, reported the 
Commerce Dept. 

Retailers’ inventories at the end 
of November were valued at $19.7 
billion, the department said. It ex- 
plained that the $150 million de- 
crease in seasonally adjusted inven- 
tories was accounted for entirely 
by durable goods stores. 

“While stocks held by auto parts 
and accessories dealers were up 
slightly,” the department stated, 
“all other inventories of durable 
goods stores were below the pre- 
vious month. The largest decrease 
occurred in stocks of hardware 
stores. 

“Since the over-all decline in the 
book value of total business inven- 
tories during November was more 
than offset by lower replacement 
costs at the manufacturing level 
there was a small increase in physi- 
cal holdings.” 

Retail inventories of building 
materials and hardware stores at 
the end of November totaled $2,280 
million as against $2,399 million at 
the end of the previous month. 
Total inventories of durable goods 
retailers amounted to $8,534 mil- 
lion at the end of November, com- 
pared with $8,679 million a month 
earlier. 


Reg. W. Violators 
Being Prosecuted 


Further evidence that the Fed- 
eral Reserve Board means busi- 
Snes in its campaign against vio- 
lators of installment-credit rules 
has come to light. 

On January 3, the U. S. District 
Court in St. Paul, Minn., fined 
Walter Lange $1,000, and sen- 
tenced him to six months’ impris- 
onment for violating Regulation 
W. The prison sentence was sus- 
pended, however, and Lange was 
placed on probation for three 
years. Lange’s sister-in-law, Char- 
lotte Lange, doing business as 
Lange Television Sales, was 
placed on probation for a year and 
a day. 

According to the Federal Re- 
serve Board, the court’s action 
followed pleas of guilty by Walter 
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Sell the Spiral 
crew Driver 


that's enclosed... 
for long life, safety 








boost hand tool department 
profits with this Greenlee 





high-quality tool 


Here’s the Spiral Screw Driver that immediately 
takes the customer's eye. It’s easy for him 

to see how well he’s protected . . . fingers can’t 
get pinched when working with this fine : 
tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance 





at the Greentee Enclosed Spring Return 
Spiral Screw Driver also tells that it is of high 
quality through and through. All parts are ' 
| 





made to stand up under hard use . . . inside and 
outside sleeves and nose of stainless steel, 
drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic. Made in small and medium sizes . . . 

| individually packed with three sizes of 
bits in handsome package. Get complete ‘a 
details on this sales-maker now. 









TOOLS FOR CRAFTSMEN 


GREENLEE 


STOCKED BY LEADING WHOLESALERS 


| 
| GREENLEE TOOL CO., 1802 HERBERT AVE., ROCKFORD, ILLINOIS 
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EMBURY 


The Torch that 
Stays Lighted 


No 150 
Lick E Lite 


windproof... weatherproof 


4) 
CU 20le EMBURY MANUFACTURING 


EMBURY 


TORCHES & LANTERNS 


calli 


EMBU RY, 
HMI wa’/ 











Gripper Clips 


Registered U. S&S. Pat. Office 
Small and large , - Saiecnean 
sizes for holding 
tools, garden im- 
plements 
kitchen wtonsine, 
ete. Black finish. 


large and 
small.) Retails at 
10e eac it 





lars on request. 


e GIBSON Goop TOOLS, INC. 
Box 26B Orange, Mass., U.S.A. 











SUNSHINE 


@ EASIER TO USE 
#LASTS LONGER 
@CLEANS BETTER 








FRENCH PROCESS ASK YOUR JOBSER 

CHAM . OIS o> AO 
! MACE aoe DOUBLE VALUE TO THE 

DOUBLE oury \ CONSUMER 





_ MOTT 8 WorTHEN TAMMING CORP. CORP. HAVERHILL, MASS. 


Slides Paint Off 
<“Like Butter! 


re BOs 





Scorch, Burn or Damage the Surface 
Write for full information, price list. 
GILLESPIE VARNISH CO., 131 Dey St., Jersey City, M. J. 





Lange and nolo contenders by 
Charlotte Lange to an information 
charging both with having wil- 
fully sold TV sets without obtain- 
ing the cash down payment re- 
quired by Regulation W, and with 
failure to keep the required rec- 
ords. 

On January 4, the U. S. District 
Court in Missoula, Mont., fined 
Clyde Fitz, doing business as 
Northwest Finance Co., of Hamil- 
ton, Mont., $1,500 for conspiring 
to violate the same regulation. 
The defendant pleaded guilty, ac- 
cording to the Reserve Board. 


Larger Market for 
Auto Specialties 


Sales of the specialties line of 
E. I. du Pont de Nemours & Co. 
touched a record high in 1951, re- 
ported Harry R. LaTowsky, man- 
ger of the company’s specialties 
sales section, at a meeting of the 
unit in Grand Rapids, Mich., at- 
tended by 65 salesmen and super- 
visors. 

The prospect of 51 million mo- 
tor vehicles registered in the 
United States this year means, 
said Mr. LaTowsky, that there will 
be an unprecedented market for 
polishes, radiator specialties, cel- 
lulose sponges and related prod- 
ucts and that specialties sales 
should continue at a high level. 


Consumer spending in the fourth 
quarter of 1951 rose at a $2.5 bil- 
lion rate from the third quarter, 
touching an annual rate of $205 
billion which was the highest since 
the postwar peak of $208.2 billion 
in the first quarter of 1951, Presi- 
dent Truman’s Council of Economic 
Advisers reported to Congress. 

It was estimated by the Council 
that the rise in consumer spending 
was accounted for by increases of 
$200 million in spending for dura- 
ble goods, $1.5 billion in soft goods 
purchases and $800 million in ex- 
penditures for services. ; 

Durable goods outlays were put 
at $25.5 billion, a $6 billion drop 
from the $31.5 billion record estab- 
lished in the first quarter. Dis- 
bursements for services amounted 
to $68 billion, a new high. Pur- 
chases of soft goods totaled $111.5 





billion which was equal to the pre- 


Washer Production 
Shows Marked Decline 


Factory sales of standard-size 
household washers in November 
totalled 262,484 units, compared 
to 297,210 in the preceding month, 
or a drop of 11.7 pct, according to 
figures announced by the Ameri- 
can Home Laundry Mfrs. Associa- 
tion. November sales compared to 
379,964 washers in the same 
month of 1950, or a decrease of 
30.9 pet. 

Sales of tumbler dryers in No- 
vember aggregated 52,499 units, 
down 11.5 pct from 59,299 in the 
preceding month, and a gain of 
58.9 pct over 33,044 in the compari- 
son month a year before. 

Sales of ironers amounted to 
20,500 units, down 31.2 pct from 
29,800 in October, and 51.1 pct be- 
low 41,900 in November, 1950. 


New Rubberized Type 
Of Interior Paint 


Development of a new rubber- 
ized type satin interior paint 
which is claimed not to require 
a primer or sealer for application 
was announced by the 20th Cen- 
tury Paint Co., Brooklyn, N. Y. 
The new paint is known as Vogue- 
Tone and comes in 16 base colors 
from which, it was stated, a va- 
riety of colors can be made 
through intermixing. 


Consumers Spent $200 Million More For 
Durable Goods in Last Quarter of 1951 


vious high set in the first quarter 
of last year. 

National output touched an all- 
time high annual rate of $333 bil- 
lion in the fourth quarter. Produc- 
tion rose at a $5.4 billion rate from 
the third to the fourth quarter. 
The Council estimated that indus- 
trial production, as measured by 
the Federal Reserve Board’s sea- 
sonally adjusted index, remained in 
December at 218 pct of the 1935- 
39 average, the level which pre- 
vailed in October and November. 
The postwar high of production 
was 223, which was established last 
April. 

Referring to purchasing power, 
the Council estimated that national 
income touched another new high 
in the fourth quarter after rising 
steadily for more than two years. 
Income was put at $282 billion, a 
$3.9 billion increase from the third 
quarter. 
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Fewer Gas Appliances 
Shipped Last Year 


Shipments of home gas appli- 


ances and equipment last year, a | 


summary report indicates, fol- 
lowed the same general decline 
from the near-record year 1950 
as did the rest of the appliance 
and equipment field, Edward R. 
Martin, director of marketing and 
statistics for the Gas Appliance 
Manufacturers Association, re- 
ported. 


December shipments of approxi- | 
mately 145,800 domestic gas ranges | 


brought the year’s total to 2,348,- 
900, the preliminary figures indi- 
cate. This compares with 235,900 


units in December, 1950, and 
3,023,200 for the year. 
Automatic gas water heater 


shipments totaled approximately 
118,800 units in December, to 
bring the 1951 total to 1,931,200, 
compared with 202,500 units in 
December, 1950, and 2,363,100 for 
1950. 

Gas-fired furnace shipments 
totaled approximately 25,700 units 
in December for a 12-month total 
of 392,400. For the corresponding 
1950 periods, shipments totaled 
45,700 and 597,700 units. 

During 1951 approximately 59,- 
100 gas-fired boilers and 158,600 
gas conversion’ burners were 
shipped, as against 76,500 units 
and 345,300 units, respectively in 
the previous year. 

Mr. Martin said that material 
allocations, buyer resistance and 
general unsettled conditions tend- 
ed to reduce sales of home appli- 
ances, with few exceptions. 


Westinghouse to Spend 
$12 Million on Ads 


The Westinghouse Electric Ap- | 


pliance Division plans to spend 
more than 12, million dollars in 











advertising and promoting the | 


sale of electric appliances in 1952, 
a record budget. 

The Westinghouse cooperative 
advertising budget for 1952 will 
be about 3 million dollars. In co- 
operative advertising, the dealer 
pays one-half of the cost thus 
placing the Westinghouse and 
dealer total at some 6 million dol- 
lars. Approximately one-half of 
this is customarily spent in local 
newspaper advertising. Other types 
of cooperative advertising include 





television, radio, billboard, dis- 
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KOHLER 
ENGINES 


Kohler Engines provide re- 
liable power for a wide range 
of uses. Compact, quick-start- 
ing. Engineered and built to 
the high standards that have 
won world-wide acceptance 
for Kohler Electric Plants in 
construction and other indus- 
tries. The Kohler mark has 
been identified with quality 
products for over three-quar- 
ters of a century. Write for 
information on sales and 
service franchise. 


















Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES @ HEATING EQUIPMENT e ELECTRIC PLANTS 


AIR-COOLED ENGINES ee PRECISION CONTROLS 
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FASTER — STRONGER 
Double lead fast spiral, extra deep 
flutes. Positive dust removal. Ruggedly 
supported carbide tip. 
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Send for full information. 
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THE JOBBER’S 
SALESMAN 


In conjunction with 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 




















UNIVERSAL METAL PRODUCTS CO. 
SARANAC, MICHIGAN 

















McGill Brand 
mouse and rat 


TRAPS 





CEDARBERG 


WEED BURNER 


@ One-hand operation 
e@ 2% hours per gallon 
e@ Year-round use 


YOUR CUSTOMERS can start trac- 


tors and trucks .. . melt snow and ice 
. . . burn snow-covered brush in the 
coldest weather—with the Cedarberg 
Weed Burner. Operates 2% hours or 
more on a gallon of kerosene, No. 1 
range oil or tractor fuel. Non-plyg ring 





@ BRIGHT 2-color printing 


nozzle generator puts it in a class by 
itself. Only 8% Ibs. . . . Suggested @ CLEAR selected wood 
i .95. 
laa @ AUTOMATIC or slot set 


Write for bulletin. 


MFG. CO. ||| McGit METAL PRODUCTS Co. 


Inc. MARENGO, ILLINOIS 


533 South Fourth St. © Minneapolis 15, Minn, 
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plays, literature, movie trailers 
and exhibits. 

The Appliance Division will 
bear a good part of the costs of 
the Westinghouse television and 
radio coverage (via CBS) of the 
national Republican and Demo- 
cratic political conventions, a 13- 
week Get-Out-The-Vote campaign, 
and election night returns. 

On Westinghouse Studio One, 
appliance demonstration costs will 
be $1,650,000 for 1952 instead of 
the $1,150,000 spent in 1951. 

J. H. Ashbaugh, vice president, 
and T. J. Newcomb, sales man- 
ager, pointed to the record high 
advertising and promotional bud- 
get as an indicator that 1952 will 
call for the greatest selling effort 
that has ever been put on by an 
appliance manufacturer. 


3 Wringer Washers 
Introduced by G.E. 


Three new washers, which will 
make up the General Electric 
wringer washer line for 1952, have 
been announced by C. E. Ander- 
son, manager of the home laundry 
equipment department. 

The deluxe model has a recom- 
mended national retail price of 
$199.95. Model AW-372, priced at 


$174, is also designated as a de-,. 


luxe unit. The third model, AW- 
172, is designed for the popular 
price field, and is priced at $158.25. 


Devoe to Spend 25% 
More on Ad Program 


American paint distributors ex- 
pect the largest volume of sales 
in history this year, J. Harold 
Kolseth, vice president in charge 
of all Trade Sales Divisions of 
Devoe & Raynolds Co., Inc., re- 
ported after completing a series of 
Devoe sales meetings from coast 
to coast to introduce a new one- 
coat house paint, “Wonder-1- 
Coat.” 

With owner-occupied dwellings 
running to an all-time high, Kol- 
seth quoted distributors as pre- 
dicting a volume for products used 
both in maintenance and repaint 
work, which will more than offset 
any decrease in new construction 
work. His opinions were based 
upon conversations with scores of 
disrict personnel, including dis- 
tributors and dealers during the 
course of the meetings which were 
held in New York, New Orleans, 
Chicago, Los Angeles and Boston. 

Devoe & Reynolds is launching 
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the greatest promotional program 
in its 199-year history this year. 
This will include an advertising 
budget about 25 pct higher than 
last year’s appropriations. 

As a money saver for such 
maintenance work, Dr. J. S. Long, 
chemical director of the company, 
cited the new Devoe one-coat 
house paint, “Wonder-1-Coat,” 
which he described as an advance- 
ment over the company’s original 
revolutionary one-coat paint, in- 
troduced several years ago. 

“The formulation of Wonder-1- 
Coat from titanium dioxide and 
other chemicals results in double 
the hiring power of ordinary 
paints,” Dr. Long revealed. “This 
new paint makes it possible to ap- 
ply a film four mils thick with nor- 
mal wrist-slap action.” 

The program of dealer helps for 
1952 was described as “one of the 
most complete ever undertaken in 
the billion-dollar paint industry.” 


Sees More TV Sets 
Sold as Replacements 


The television industry should 
sell about 4,500,000 sets in 1952, if 
there are no major economic upsets, 
says Frank W. Mansfield, director 
of sales research for Sylvania Elec- 
tric Products, Inc. He says that 
the trend now points to a larger 
percentage of sales for replacement 
and a smaller percentage for initial 
installation. 

Change in the trend, he ex- 
plained, “‘is due to the fact that the 
television market is rapidly ap- 
proaching saturation.” At the end 
of 1950, Mr. Mansfield added, it was 
approximately 88 pct saturated on 
a national basis, although 35 pct 
of the population was located where 
television progress was slow. At 
the end of 1951 practically 40 pct 
of the country had attained an 
average saturation of 70 pct. 


Says Stores Must Get, 


Train Better People 


Need for greater employee pro- 
ductivity in retail stores was 
stressed by George Hansen, presi- 
dent of the National Retail Dry 
Goods Association, in addressing 
the annual convention of the Amer- 
ican Marketing Association in 
Boston. 

This must be obtained, said Mr. 
Hansen, who is also president of 
Chandler & Co., Boston, through 
attracting better people to fill the 
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Sell the 


SWIFT CUTTER SCYTHES 
With the 


“ALL DAY CUTTING EDGE” 


Your customers will get the utmost in service 
and cutting satisfaction when you sell them a Swift 
Cutter Scythe. Because of its special construction the 
blade, once it is properly whetted, will hold its edge 
for longer than ordinary blades. 

Here are some of the construction fea- 
tures which make the Swift Cutter the leader 
in the medium priced Scythe field: made from 
one piece of high carbon steel, roiled, ham- 
mered, hardened and tempered. Both sides of 
blade are ground sharp by natural abrasive 
stones and polished, leaving a natural oiled fin- 
ish. Point is ground and polished all over top 
side. Available in plain set, half set, full set 
and single or double beaded. Painjed by special 







MONITOR HEEL 
All scythes equip- 
ed with 
onitor Heel at 
no extra cost 
This exclusive fea- 
ture makes scythe 
55% stronger 
where most need- 











order and price. ed at no extra 
SCYTHE ASSORTMENTS: weight. 
Grass: 26''-30'', 28''-30"', 28''-32'', 30°'-32"', 
30°'-34"', 32°'-36"", 34''-38"" FREE! 
Bush: 14°'-18"', 16°*-20"', By . 18"'-22"" . . 
Weed: 20"'-24"". 22"'-26"". 24"'- - ee my oy . 
e ‘ointe ‘ior Gri e 
The Swift Cutter Scythe is the ph companion ieutanegeee 


line to the “Little Giant” line of deluxe scythes. 
ORDER THROUGH YOUR HARDWARE WHOLESALER. 


Made in Maine — Sold the World Over 


NORTH WAYNE TOOL CO. 


OAKLAND, MAINE 
1835 Over a Century of Service 1952 















The Line for you... in ‘52 


* Pull in Sales * Satisfy Customers! 


GAS SPACE 


HEATERS 


Stock the Complete Line 
8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 
22 Unvented Heaters 
10,000 BTU to 50,000 BTU 


All Martin heaters 
Over 45 years AGA approved 


Stove experience for natural, 
—— liquified and 
marten, manufactured gases. 
77) 


for complete catalog. 





iV Write your jobber or direct 


MARTIN STAMPING & STOVE HO Huntsville, Ala. 
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CHROME 
NIPPLES 
Vg" to 4" sizes 
Vg" and !/2" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa 
7h 








"Selling Is Our Business" 


@ Complete coverage of the East; 
permanent show rooms. 
@ Representing leading house- 
wares and hardware manufac- 
turers. 


Inquiries solicited regarding 
additional lines. 


SAM WEISMAN $8155. 


ORGANIZATION 
200 Fifth Ave., New York 10, N. Y. 


Direct Factory Representatives 


MEET HANSER'S HUSTLERS! 


top-notch salesmen concen- 
trated” in a rich sales territory 
35 result-producers work- 















ing directly for you, giving you 
mplete Coverage in 
NEW ENGLAND STATES; 


NEW YORK Goa, eee, 
tan area); NEW JERSEY 
PENNSYLVANIA; MAR = 
LAND (thru to Cape Charles, 
Va.); DELAWARE; DIST. OF 
COLUMBIA (Incl. Alexandria 
and Arlington, Va.) 


The HARRY HANSER 

ORGANIZATION 
Manufacturers Representatives 

1841 Broadway New York 23, N. Y 











A DIFFERENT 
Wood Joint 
TIGHTENER 

CHAIR-LOC “ 
LIQUID. “SWELLS t 
-, Cuair-10c 
2 : 8 ” ail! weed 


wood joints 
oe eee 






TIGHT.”’ For Fur- 
niture, Tool Han- 
dies. Many other 
uses. Doz. in at- 
tractive display. 


THE CHAIR-LOC CO., Lakehurst 3, N. J. 


Write your wholesaler for a free sample. 














Bewildered?? 


.... then read . 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 
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wide variety of jobs available in 
the retail field. On-the-job train- 
ing, he said, is necessary to dis- 
close the function for which a par- 
ticular person is best fitted. 

Mr. Hansen also emphasized the 
need for improved education in re- 
tailing by both the stores and col- 
leges. 


More Hardware to be 
imported This Year 


Large importing concerns are 
making plans to expand their hard- 
ware sales departments in anticipa- 
tion of increased demand for im- 
ported merchandise of this type 
from dealers. 

A stepping up of imports of 
hardware from Europe and Japan 
is expected to develop as a result 
of any shortages of domestic lines 
due to the rearmament program. 

James B. Herzog, president of 
Stern Morgenthau & Co., Inc., large 
New York importers, said that the 
first step in expansion of his con- 
cern’s hardware import activities 
would be to make a survey of avail- 
able major lines in European coun- 
tries. 





Lou Herr, left, Rubberset Co. rep- 
resentative in Denver, presents $100 
check to Fred Walker, v.p. and sales 
mgr. of Mountain States Paint Co., 
Boise, Idaho, for winning entry in 
Rubberset's recent display contest. 
Kern Hendrick, center, president of 
the Boise store, looks on. Winning 
display, below, was selected because 
of eye appeal, gave "reason-why" 
sales point and displayed product 
simply but effectively. 


Better Selling Needed 
In Floor Coverings 


The need of thoroughly trained 
salesmen to meet more and keener 
competition in the floor covering 
industry was stressed by C. F. 
Gunther, Butler Brothers, Chicago. 
He said that if sales personnel are 
properly trained, there should be a 
volume of business this year to 
equal 1951. 

“The first quarter will be under 
that of 1951 but after that it will 
begin to pick up and we may ex- 
pect the year to end up equal, if 
not well over, the total sales for 
last year,” he said. 

“Another fact to remember is 
that this will be the first year ina 
decade without allocation in some 
form. In 1949 we had a somewhat 
normal year, but we were still on 
allocation on many items. In 1952, 
this will not be so. 

“It is the first time in the his- 
tory of floor coverings that a tech- 
nical knowledge of what goes into 
a floor covering is demanded of the 
salesman: He must be able to dis- 
cuss differences and advantages.” 
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Nearly 1500 Dealers 
Win Trips in Contest 


More than $100 million worth 
of General Electric major appli- 
ances were sold at the retail level 
during last September, October 
and November, the period of the 
company’s “Road Race Jamboree,” 
sales contest, announced Charles 
W. Theleen, sales manager of the 
Major Appliance Division. 

He described the contest as “the 
most successful campaign ever 
staged by any manufacturer in 
our industry.” 

Each distributor and dealer, in 
order to qualify in the contest, 
had to sel! an assigned quota of 
a majority of the company’s major 
appliance lines. The quota was 
based on sales during the same 
period of 1950. 

Although that was considered 
a good year for appliance sales, 
every distributor exceeded his 
1951 Jamboree quota, and every 
major appliance line was sold over 
quota, it was stated. Overall, the 
quotas were topped by an average 
of better than 66 pct and on some 
lines ran close to 400 pct, the an- 
nouncement added. 

General Electric has awarded 
75 free trips to its distributors as 
a result of the contest. In addi- 
tion, 1,400 dealer contestants have 
been given a four-day holiday in 
either New York or San Francisco, 
with all their expenses defrayed 
by the company and its distribu- 
tors. 


November Residential 
Building Held Steady 


Less than seasonal declines oc- 
curred in residential building dur- 
ing November. However, private 
industrial building and commercial 
building were both off more than 
seasonally, reflecting materials 
shortages, according to a joint re- 
port of the Buildings Materials, 
Dept. of Commerce and the Bureau 
of Labor Statistics. 

Total new construction activity 
declined seasonally in November, 
by 7 pet. 

Eleven-month figures show that 
total new construction activity in 
1951, valued at $27.7 billion, regis- 
tered a gain of 8 pct, compared 
with the 1950 level. 


(Resume reading on page 15) 
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GLAD | asked for GLADDING! 
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Winston C. Walleye, T.V. A. “‘granddaddy”’, writes, 
‘All but two of my forebears departed this life 
prematurely on a Gladding INVINCIBLE, and 
last week one almost foul-hooked me. Have a 
heart, Gladding, and stop making INVINCIBLE.” 
Don’t be alarmed, fishermen. Your favorite store 
has plenty of the finest casting line money 


can buy. Available in nylon or silk. 





Here's another of the 
Gladding ads appear 

ing in all the outdoors 
magazines in 1952 — 
goodwili-builders for 
everyonewho handles 
Gladding. Watch for 
them-—talk them upto 
your customers. B. F. 
Gladding & Co., Inc., 
South Otselic, N. Y. 
































*A Size For Every Family — 
8.5, 13.1, 16, 20 cubic foot 


capacities 

















*“NOTE—92% of all freezers sold are in BEN-HUR Freezer 
sizes! Ask your Ben-Hur Distributor, or write for Franchise 
story 


BEN-HUR MFG. CO., Dept. HA 
634 E. Keefe Ave. Milwaukee 12, Wis. 


C]QHUR  oooemcocoocoocoo 


HEALTHFUL LIVING THROUGH FROZEN FOODS 
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MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 


ROTO-EDGER 
Lawn and Garden 
EDGING, TRIMMING 
AND SHEARING TOOLS 
The Tools With The 
Exclusive 
FULL FLOATING 
(Compression Spring) 
KNEE ACTION 
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things v 

Rote-Edger Roto. Edger Roto. Eduer use them 
standard Unite —Grire Order Now STYLED FOR BEAUTY * GUARANTEED FOR SERVICE ° Fast 

att? Mo, For Spring Deliv ec 

LAO _,_. Distributed exclusively through your jobber awn 
=€ ; - EARL L. CHADWICK CO. Made exclusively for play 

¢ whee ae P.O. Box 4080 Portland 8, Oregon AMERICAN IMPORT CO., San Francisco, Calif. AR 

ee Y FAC 








BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1315 w. Congress St., Chicago 7 




















































































FOR HARD OR SOFT WOOD itty 
Cuts easier — simplified design, no blade-slippage. Chrome One Clark ag oN Hole a a aged hogs ol — “ 
vanadium steel blades, all chromed body. Quick, accurate diameter cu’ ‘4 s e cuts Cc 
ee coos self-clearing lead screw. No. 250: %”-1%", ost Or ong yd mag agen g Bary oe ne, ta nal saves Fut 
retails $1.89; No. 251: %’-3”, retails $2.19. Guaranteed. 1’-2%", retails $3.95. Guaranteed. FOR HO 
NATIONALLY ADVERTISED @ see YOUR JOBBER OR WRITE DEPT. HA-2 
ROBERT H. CLARK COMPANY, Beverly Hills, . of Fine Precision Cutting Tools 16 oz. 
80 oz. | 
SPEEDEE Wall TU-WAY SOLD BY LE 
Cleaner gently Cleans Walls SS. £ 
oat. Sn ‘aX@E™ BELT LACER TH 
wallpaper, Kem- 
tone or waterpaint A Top Seller Safety belt lacing is ensy 49 N 
swiftly—easily. Re- Plan Your pA Rg BR ONT: 
rubber heed mnay'be Promotion NOW! Se Sa _—— 
washed = reused . pensive Safe oy Tu-Way Ti ciara 
over and over. sn . 
“g a rm AL” for ee Sees aon 
rs ever 00) 
Spring Cleaning — Saves exact ligament. lap 
many times its cost each time 2 a oe 
it’s used. Write for Dealer ‘ ee eee 
and Jobber prices. % SAFETY iia 
4 a J or ié 
DOVER PRODUCTS CO ‘ee BELT- “LACER CO. OPS | 
815 W. Arthington St., Chicago, Ill. ' STEMICAGO 30, U. SA dealer: 
— DIGES' 
~ ~ 5 AGE. ‘ 
Looking for New Merchandise ? keep t 
There's still lots of new merchandise being introduced to retail hardware markets. Kee sted on new mer- contall 
" " 9 Ap dealer 
chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE “oe 
AGE brings you more listings of new merchandise than any other hardware magazine. oa a 
ro 
HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Jobber 


», Calif. 


ARPENTERS 
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—. se NO foe) 


—— 


tart = 
\L_- =AND ALUMINUM 


ASK YOUR DEALER 


=~ WVAYES LEY 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY:= 


naves toors MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin. Micu. 





E| _ MASONS 
WOOD 


AND ALUMINUM ~~ 


~~sang! j 


CATALOG FOR 
ASKING 











FINGER 
GRIP 
ADJUSTABLE 

CLIPS 


. for parking 
things where you 
use them. 














POPULAR RETAIL PRICES 
Smali—3 for 10c 

e Fasten to any woodwork 

¢ Can be adjusted in a jiffy 

° Packed in attractive dis- 
play boxes 


ARTHUR I. PLATT & CO. 


Slightly higher on West Coast 
Favorite with home 
workshop fans. 

ASK YOUR JOBBER— 
OR WRITE. 


FAIRFIELD, CONN. 

























p=, HARTWELL'S 
Self-fitting 




















HICKORY 
ANDARD 
TGRADES FITTING 
AND Write for : 
paTTERNS Details... 

















HARTWELL BROTHERS | 
eee 


MEMPHIS 8, TENN CHICAGO HEIGHTS. ILL 
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THE COLUMBIAN VISE & MFG. CO [ 
CLEVELAND 4, OHIO 

















~ MADE IN CANADA SINCE 1917 
SAVES FUEL - REMOVES SOOT . ELIMINATES CHIMNEY FIRES 
USED AS A SMOKE PURIFIER SAFE AND EASY TO USE 


FOR HOME USE Just spread a cupful of “SOOTFOE” 


over your hot fire once of twice o week. 
16 oz. 52¢ 36 oz. 75¢ 
ECONOMICAL SIZES 
80 oz. Size $1.40 50 Ib. Drum $14.00 











THE OLD VICTORIAN 
PRODUCTS 


49 Miranda Ave., Toronto 10 
ONTARIO - - CANADA 






























Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
Digest which appears in every issue of HARDWARE 
AGE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 
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Extra-heavy leads that don’t fall out or break! 


LISTO’S exclusive, patented “Grip-Type” Sleeve lets 
you use a// of the lead ... keeps lead from breaking or 
falling out. LISTO makes a strong, clear mark on any- 
thing that needs pricing in a hardware store. 
No wonder it’s America’s most popular 
marking pencil! 


bands te 6 COLORS 


BiACK BROWN GREEN RED BLUE YELLOW 


Extra Sleeve in every package 
of leads 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum, 50 words...... 
Each additionol word....... ose 


Positions Wanted 
ee Rate) set sotid, maximum, 
Pr a rt AF ecceee 
Each additional word .......... 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not acce 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Sampies of mer dise, titerature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for cemailing. 





No agency commission allowed. 


HARDWARE AGE is published 
Thursday. Classified forms close 
prior to publication date. 


Remittance must accompany order la form 
— 


other 
15 days 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Salesmen now calling on hardware and 
paint stores or hardware, variety and 
general stores. We offer a good staple 
line of 19c, 39c and 79¢c paints and low 
priced gallon paints on a commission 
basis. This merchandise has mass mar- 
ket appeal. Every store selling paint is 
a good prospect. Write, advising age, 
territory covered, how often you cover it 


and lines now carried. Address Box 
A-466, care of HARDWARE AGE, 100 East 


42nd Street, New York 17, N. Y. 











FACTORY SALESMAN WANTED 


To sell an established line of electrical 
wiring devices, insulated outlet and switch 
boxes and non-corrosive lighting fixtures in 
the territory of South Carolina, Georgia, 
Florida, Alabama and eastern Tennessee; 
to already established wholesale outlets 
in all major cities. Have received steady 
volume from this territory since 1919. Fac- 
tory stock now carried in Atlanta. Com- 
pensation —a liberal salary plus bonus, 
traveling expenses paid, new automobile 
supplied. Write: 


UNION INSULATING CO. 
PARKERSBURG, WEST VIRGINIA 











DISTRIBUTORS 
WANTED 


for line High Speed Twist drills—made in 
France. Sell to Hardware and Automo- 
tive wholesale trade. Priced cheap. 


BOX HA 1150, 221 W. 41 St., N. Y. 18, N. Y. 














SALESMEN WANTED CALLING ON 
JANITOR SUPPLY and_ Industrial supply 
dealers for the line of steel hand trucks for the 
Metropolitan, New York, New Jersey and Long 
Island areas—fast moving, very competitively 
priced, commission basis. Address Box A-467, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMEN WITH FOLLOWING AMONG 
RETAILERS wanted by New York Distributor 
to sell handtools and hardware as non-conflicting 
sideline. Catalog supplied. Commission basis. Ad- 
dress Box A-477, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 
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REPRESENTATIVES CALLING ON 
WHOLESALE HARDWARE, chain hardware, 
jobbers, to sell a line of popular sizes of flat 
steel washers. In reply state territory and ap- 
proximate number of accounts. We guarantee 
territory. Reply to Box A-462, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 





IMPORTER OF SWEDISH HAND TOOLS 
OF highest quality is looking for representatives 
on commission basis, dealing with retailers for 
all States except California, Nevada, Utah, IIli- 
nois and Virginia. Deliveries are made from 
stock in the U.S.A. Address Box A-470, care of 
5 Ace, 100 East 42nd Street, New York 
a 





WANTED: REPRESENTATIVE FOR NA- 
TIONALLY ADVERTISED Wood and Metal 
cutting Circular Saw Blades. Must have ex- 
perience in selling Circular Saws to Industrial 
Supply Trade. State experience in reply. Open 
territories New England, New York metropolitan 
area, California and Southeastern states. Ad- 
dress Box A-471, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commissions. Will also consider side line man or 
manufacturers’ agents. Address Box A-463, care 
of Harpware AGE, 100 East 42nd Street, New 
York 17, N. Y 





TERRITORIES AVAILABLE. LEADING 
CUTLERY MANUFACTURER offers wonder- 
ful opportunity to men covering Hardware stores 
exclusively. A compact specialty line, nationally 
advertised and consumer accepted for over fifty 
years. Interested in Illinois, Iowa, Minnesota, 
Wisconsin. Commission basis. Real outstanding 
opportunity to add to your income. rite com- 
plete details in strict confidence. State line carried 
and freauency of visits to accounts. Address 
Rox A-469, care of Harnwarre Ace, 100 East 
42nd Street, New York 17, N. Y 





SALESMEN WANTED TO SELL WOOD 
OUTDOOR FURNITURE. Complete line includ- 
ing chairs, rockers, settees, swings, picnic tables 
and benches. Sturdy comfortable, durable furni- 
ture for porch, lawn, picnic area or social room. 
Splendid opportunity for year ’round selling. 
Please give complete information on _ territory 
covered. Address Box A-428, care of HarpWarz 
Ace, 100 East 42nd Street, New York 17, N. Y. 





PLUMBING SUPPLIES AND SPECIAL- 
TIES SALESMEN WITH following for well 
established Philadelphia firm. Sell to retail hard- 
ware trade. Full time or major side line. Eastern 
shore Maryland and Harrisburg territoy open. 
High commission. 48 hour delivery service. Re- 
pe confidential. Address Box A-446, care of 
ha Ace, 100 East 42nd Street, New York 
17, A 


NATIO: 
Establist 
ANCO CORP‘ 
New York 
Cle 


Covering all cl 
the accounts or 
Write for furtl 








Complete 


WEST COAST COVERAGE 


Our small statf of three experienced 
resident salesmen, located at San 
Francisco, Los Angeles and Seattle, 
places us in a very favorable posi- 
tion to give your products the ad- 
vantage of frequent personal contact 
calls on all of the west coast jobbers 
and larger retail outlets. We have 
two strong lines at present and 
would like to take on one more 
worthwhile line that would benefit 
by our concentrated and localized 
sales efforts on the west coast. 


J. F. Koerber & Associates 
629 Fulton Street 
San Francisco 2, California 














MANUFACTURERS’ _REPRESENTATIVE, 
New Orleans resident. Now traveling territory 
450 miles radius of New Orleans. esire one 
strong line for sale to one of the following type 
jobbers. Hardware, Mill Supply, Marine Supply, 
or Automotive. Constant coverage. J. Preston 
Perilloux, Jr., 529 Iberville Street, New Or- 
leans 16, La. 





ATTENTION MANUFACTURERS: WE 
CAN GIVE your new and old products compiete 
coverage to the jobbers in New York and New 
Jersey and surrounding territory. Submit de 
tails in confidence to Box A-440, care of Harp 
=e Acg, 100 East 42nd Street, New York 17, 





DISTRIBUTOR AND MANUFACTURERS 
REPRESENTATIVE wants two or three lines 
on an exclusive basis for the Northeastern States. 
Address Box A-442, care of Harpware Acg, 100 
East 42 nd Street, New York 17, N. Y. 





WANTED—MANUFACTURERS AND IM- 
PORTERS LINES of Hardware and Sporting 
Goods for the state of Florida, by top, reliable 
resident, with thirty years wholesale and retail 
experience. If you have good merchandise that 
will sell and repeat and you want orders, write 
Box A472, care of Harpware Ace, 100 East 





42nd Street, New York 17, N. Y 
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Classified Opportunities Section 








- Accounts Wanted 


Help Wanted 


Business Opportunities 








eo Fo ay ttt 
- Soe. 
anco CORPORATION Pittsburgh 22 
Branch Offices 
New York @ yr @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














MANUFACTURERS REPRESENTATIVE 
SELLING WHOLESALE HARDWARE, Mill 
Supply, Automotive and Paint jobbers in New 
York State, Ohio and West Virginia with two 
lines, seeking an additional established line. Wil- 
* Bender, 1807 Elmwood Ave., Buffalo 7, 


HARDWARE SALESMEN AND/OR MANU. 
FACTURERS’ AGENTS. Experienced only; 
own car. Good following Industrial, Woodwork- 
ing and Furniture Manufacturing. Wonderful 
opportunity with well known New York manufac- 
turer and wholesale jobber. Protected territories. 
Write in full detail. Address Box A-401, care of 
Harpoware Ace, 100 East 42nd Street, New York 
i i 2 








RELIABLE MAN 


Opening in Chicago for man with some 
General Hardware and Supply buying ex- 
perience. Good opportunity for advance- 


ment. 
Address Box A-478, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURER’S REPRESENTATIVE 
OFFERS SOUND se ee to a 
rdiable manufacturer production 
parts. Well acquainted ooh , _Agents 
and Engineers of major industrial plants in New 
York, New Jersey and Connecticut. Frmly es- 
tablished over 13 successive years. Technically 
qualified to develop and conduct your  busi- 
ness promptly and re Steady, honest, re- 
liable, well educated and of good character. Will 
sand rigid investigation. Address Box A-464, care 
o Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y, 





MANUFACTURERS’ AGENT, HANDLING 
LATHE CENTERS, wants non- -conflicting line 
for sale to industrial outlets in Michigan and 
Ohio. Lines sold to Mill Supply outlets will be 
eres. Re (Jack) ay £ Associates. 
our men to serve you. 17111 Second Blvd., 
Detroit 3, Michigan. 
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MANU FACTUREES gy ng hb 
FOR PAINT BRUSH in Eastern Pennsyl- 
ania, Delaware and oe al New Jersey, calling 
on retail paint, hardware and lumber stores for 
many years, desires allied line representing man- 
ufacturers only. Have 500 established accounts 
which are covered every 60 days. Address Box 
4-474, care of Harpware Ace, 100 East 42nd 
Street, New York Ws Be 





BUILDER’S HARDWARE OR BUILDING 
SUPPLY MANUFACTURERS. Manufacturers 
Agents for Ohio coverage. One additional line 
for jobbers, contract hardware, building supply 
and large lumber yards on exclusive basis. Ex- 
cellent detail contacts. Aggressive, competent and 
complete personal coverage every ninety days. Ad- 
dress Box A-476, care of Harpware AcE, 100 
East 42nd Street, New York 17, N. Y 





Help Wanted 





MANUFACTURERS DIRECT REPRE. 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
Se initiative and ambition and willing to wast 

1 territories in ¢! 


2 straight commission. 
ll Northeastern i oak aie aid to 
man in New York City for the Export trade. 
When ig, you may state all particulars in 
complete confidence. Address Box A-178, care of 
Kaapwant Acz, 100 East 42nd Street, New York 
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EXPERIENCED HARDWARE SALESMAN 
FOR AGGRESSIVE retail-wholesale operation 30 
miles from NYC. Must have personality, initi- 
ative & creative ability to talk over inside duties. 
Excellent salary, working conditions and op- 
portunity. We will consider an investment in- 
terest. Write full qualifications. Address Box 
A-475, care of Harpware Ace, 100 East 42nd 
Street, New York 17, ws 





Positions Wanted 





EXPERIENCED HARDWARE MAN: TEN 
YEARS RETAIL hardware experience, two 
years as manager. College graduate with busi- 
ness degree wants position either as manager of 
store or as department a Have no money 
but would be interested in ancial plan to buy 
into a store. Salary must be good. William 
Reichenbach, Mer. Independent Hardware, Gar- 
den City, Kansas. 





FOR IMMEDIATE SALE 


AVAILABLE 30,000 ft, es x 2" 
English made Bicycle chain on reels of 28 ft. 
length with corresponding Link connectors. 
Priced attractively. 

PAN-ORIENT TRADING CO. 
68 William St., N. Y. C. 











STORE FOR RENT 


14'/. x 60 and full basement. 
Ideal for Hardware Store. 
Good location. 
168-42 Jamaica Ave., Jamaica, Long Island 


Call Dayton 9-8577 











FOR SALE CLOSEOUT 


318 dozen metal door knobs complete with 
spindies made by a leading manufactur- 
er, | dozen to a box, dull nickel and 
Soren" Eo finish, rice 3.65 dozen. 

842 dozen Lo Padlocks 24556 Price .95 


15,000 Pir ip ib. packages of assorted nails made 
in U.S.A. packed 100 packages to a 
carton price .05/, cents per half 'b. 


package. 

583 dozen 14" Hickory Hammer Handles, 
seconds, packed | dozen to a carton, 
25 dozen to a master carton. Price .78 


dozen. 

572 dozen Cabinet Screwdrivers 3/16" x8" 
Polished blade, wood handle peded | 
dozen to a box. Price .63 cents per doz. 

UNITY HARDWARE COMPANY 
96 Park Place New York 7, N. Y. 











STORE MANAGER OR’ SUPERVISOR. 
MAN HIGHLY experienced in all phases of 
hardline retailing can offer valuable service to 
any aggressive organization. Twenty-one years 
of experience. Address Box A-473, care of 
oo — AcE, 100 East 42nd Street, New York 
17, N. 





THOROUGHLY EXPERIENCED STEEL 
AND HARDWARE SALESMAN, with twenty 
years actual experience in Southern, South- 
eastern and Southwestern States is seeking suit- 
able connection with manufacturer. Proven 
ability and excellent jobber connections. Address 
Box A-465, care of oe a Ace, 100 East 
42nd Street, New York 17, N. 





Business Opportunities 





DUE TO OTHER INTERESTS I AM 
OFFERING my Asbestos Manufacturing and 
Products business for sale, a good business for 
someone who is selling to the Hardware and 
Housefurnishing trade as an additional line. Ad- 
dress Box A-468, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





FOR SALE: ONLY HARDWARE STORE 
in small Western North Carolina Town. Good 
farming section, several cotton mills close by. 
Will sell clean stock at invoice about $7,000 lease 
or sell building and fixtures, brick 50 = 7m 
Owner has other interests. Write Herndon 
Hardware Company, Bex 155, Grover, North 
Carolina. 








Bewildered ?? 


then read ... > 


WASHINGTON NEWS AND 
VIEWS on page 10 of this issue. 
Here are accurate, authentic, easy- 
to-understand reports on the latest 
developments in Washington af- 
fecting hardware dealers. This 
helpful feature in each issue is 
another reason why HARDWARE 
AGE is the No. 1 choice of hard- 
ware dealers throughout the na- 


tion. 





















New lock-lype Swirls 


BEAD CHAIN® 


Swwiing 


Now, you can offer free-spinning Bead Chain swivels . . . 
lock-type snap that many fishermen want. Three sizes, 35, 60 and 
150-ib. test, are available for every type of fishing. Order these 
and other Bead Chain Swivels, Leads, Spinners and Leaders — from 
your jobber, or write: Sales Agents ASHAWAY, INC., 
Ashaway, R. |. Product of THE BEAD CHAIN MFG. CO., 
95 Mountain Grove St., Bridgeport 5, Conn. 


Towklo 


with the 


B° 

















MODEL FSR - CARTRIDGE GUN 





© Lightest Weight. 





Takes metal or fibre cartridges. 


Plastic Spout 


Easiest to 
handle—even a child can use it. 

@ Universal Cartridge Holder. 
New design gives greater support. 


@ Patented Cartridge Bail. Locks 
cartridge into safe, rigid unit. 

® Positive Ratchet Drive. 
Double-dog action and quick release, 
rod for long, trouble-free service. 





SELL THE LINE THAT MOVES! — 


ProoucrTs 
7300 Quincy Avenve 


co. 
Ohio 


MANUFACTURING 


Cleveland 4 














AUTOWASH 
PROFITS 
$17.76 


on 12-——36” 
HANDLE BRUSHES 









2 HANDLE LENGTHS 
840L—36” 840—81,” 


Your customers can wash 
cars, trucks, boats, storms 
and screens, floors and a 
complete house—or any- 
thing where you want a 
steady stream of water to 
rinse as you wash as you 
clean. 


FLOUR CITY BRUSH CO. 


1501 4th Ave., S., Minneapolis, Minn. 


PACIFIC COAST BRUSH CO. 


1507 Santa Fe Ave. 
Los Angeles, Calif. 

















CONSTANT 
CONTROL 


The only reel with fixed drum 
for both casting and reeling-in! 


STARO 
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SPINNING REEL 


ORDER FROM YOUR JOBBER 
11 WEST 42ND ST. N.Y. 
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Auger bits 
for every 
purpose — 


Be a so Standard auger bits 


17 sizes (446” to 24/6") 





Auger bits for 
electric drills 
Ae” to 12/6" 













Midway Mirbrite Bits 
“pregerred by all 
whe want the Gest/ 





*Mircor Bright 


Sales Office and Factory 
Melvin, Ohio 

















ROYAL ELECTRIC CO, inc. 


PAWTUCKET 


* RHODE ISLAND 


wers 


WIRE * PLUG and CARTRIDGE FUSES 


CORD SETS 
* CHRISTMAS LIGHTING 


TROUBLE LIGHTS 
SETS ° 














The buying 
preference for 





OPERATION 


(National, MANUFACTURING CO. 





It’s vvorth remembering! 


BUILDERS’ HARDWARE 


The diversified line that comprises 
practically every requirement of the 


building trade. Each product is designed and manvfac- 
tured with care and precision to assure your trade the 


ultimate in service conveniences. 
Profit from the fine prestige created for this hardware 
line during its 50 years of service to the trade. 


Sterling, 
Ilinois 









MWhlij 
Zz 


ZZ 







SLDERING 
Zi Gppect OO PROFITS 
a, 


display and sell Rubyfluid liquid and 
paste soldering flux from eye- -catching 
counter merchandisers. Preferred by 
customers because Rubyfluid is fast 
acting, wets out freely, easy to use, 
makes strong unions. 


“RUBY CHEMICAL CO. 


58 S. McDowell St. Columbus 8, Ohio 






PRE-PLANTED | 
PROUT SEED STARTER 


4 Deder NOW for 1952 Season sel gue S 


“Fits on aioe sill, ‘eae just aes water 
to make plants grow. 
@ TOMATO © ASTER @ PORTULACA ® MARIGOLD 
@ CABBAGE @ PETUNIA @ SNAP DRAGON @ CARNATION 
© ZINNIA © SWEET WiLLIAM 

We guarantee your sale! Any unsold merchandise 

may be returned at end of season for credit or 

cash. Dealer Aids for counter & window display. 

Packed 36 (solid or ass’t) per ctn. 12 Ibs. 

TERMS: 2-10, net—30 FOB Milwaukee Cost 16V2¢ Retail 2% 


RUBY PRODUCTS CO. (ins Wi. 


Sales Dollars Swept in Quickly with | [N97 Me. 
“VACUUM ACTION” = JO PJ LOFP Gels QUUCK ¢ 


F 








OPENS ANY SIZE 
SCREW-TOP JAR 


A ready seller for a 
tough opening job in the 


; kitchen. An item that cus 
ELIMINATES OLD-TIME Revolutionary new type lawn 


trimmer that prevents backache, 


® - od “stoop-ache"’, dirty hands, fatigue. tomers pick up, test anc 
STOOP-ACHE / ito et aa cd | omers pick up, tes 

right . . . # | ft it = 
BUILT TO TAKE PUNISHMENT = Certainiy dces!) Nets you @ hand. 4 buy on their own. Free 


. some profit, too. 
One of the fastest-moving trim MASTER JR. with electric 
H ‘Vacuum Action’’ does an HOUR'S j 
new items of the past 5 years ikwinG INS MINUTES . . . T colorful counter display 


gets the grass from the most in- 


A iN | . accessible places . . . safely, 
p Ou in a eS reas easily, comfortably. Attracts atten- 
tion and arouses interest wherever 

al i displayed. 
” “atta Now being promoted in leading = THINK OF 


: ca . 
. - , home magazines, TRIM MASTER = 
— ——, a _— — JR. will do a real selling job for | “ 
en you. Write us for full details— 
on orden teday. - 
‘ “ . 


ee oP for 
E. F. BRITTEN & CO. INC. . BETTER KITCHEN TOOLS 


22 South Ave. W., Cranford, N. J. 


onicinat DOMES OF SILENCE #2: 


SELL ON SIGHT whenthese attention-compelling con- ah ee". 
tainers, box or card are displayed on counters. Genuine DOMES Mo” a Se 
One vet on « Card. OF SILEN glide softly, silently, smoothly 
08 Conds to ben. over all flooring; saves floors and furniture For 


mar rae sur years the favorite with houseowners and furniture 
Vv y” yy” 


manufacturers. 














Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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